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LOUISVILLE 
SLUGGER BATS 


The 75th Anniversary Catalog of genuine 
Louisville Slugger Bats for Baseball and 
Softball includes new autographed models 
of Thomas, Jensen, Cepedo and Cerv in the 
famous 125 assortment. Also included is the 
splendid array of specials and juntor models 
for Babe Ruth Leaguers, Pony Leaguers, 
Little Leaguers, etc. 

The line of nineteen Softball bats shown 
include a number of new models to meet 
every need, 


GRAND SLAM GOLF CLUBS GRAND SLAM 
Golf Clubs 


‘‘New and Incomparable”’ 


The Golf Club Catalog illustrates the completely 
new line of Grand Slam woods and irons. There 


are new features galore — see and read about them. 


They’re READY NOW! 


The Louisville Slugger and Grand Slam Cata- 
logs contain complete information and specifi- 
cations. They measure 82” x 11” and both 
are produced in full color. Estimate your 
quantity needs and reserve your copies now. 
Write Dept. HA-9. 


Hillerich & Bradshy Co., Inc., Louisville 2, Ky. 
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BRASS OR HOT DIPPED GALVANIZED 


—— 


a 
AOA Vel 
metal fittings for plastic pipe 


MALE AND FEMALE 
ADAPTERS 





WELL SEAL ELBOW 
A one-piece free- 
flow pattern that 
goes through the well 
seal. Threaded one 
end or serrations on 
both ends. 


: ets ae. eerste He 
Cnn Soo. Will not crack 


INSERT COUPLING Re-usable 





individually 
thread protected 


Cartoned 


MALE AND FEMALE 
VENTURIS 


| CAPITOL 


MFG. & SUPPLY CO. 
COLUMBUS, OHIO = 
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MAKING MONEY IN POWER MOWERS 


LAWN-BOY REPORT + JANUARY 15 


CA DO A ca cet i 


Nuts ee bolts of the F.A.R.M. program 


In the last issue, I talked about a 
feature of LAWN-BOY merchandising: Now 
you can take used LAWN-BOY power mowers 
as trade-ins, put them through the simple 
rebuilding process outlined below, and label 
and sell them as LAWN-BOY Factory-Author- 
ized Reconditioned Mowers. We've named 
this program F.A.R.M. for short. 

What do you do to set yourself up in 
the F.A.R.M. program? 

Call or write your local central parts dis- 
tributor; or get in touch with Charley Lear, 
our service manager here at Lamar, and 
tell him you want all the facts on F.A.R.M. 
He’ll send you all the details, including a 
list of the replacement parts you'll need, 
and complete instructions for operating 
this profitable new arm of your business. 

When you get the package Charley sends 
you, you'll soon notice what the factory- 
outlined reconditioning process involves, 
and what service operations all the mowers 
must go through: 

You'll strip down the entire engine. 
Check all parts of ignition system, replac- 
ing spark plug and wire. C lean and adjust 
the magneto. Clean and adjust carburetor, 
replacing worn or clogged parts. Remove 
muffler, clean, and replace with new gasket. 
Check and clean crankcase. Check crank- 
shaft for true, level-cutting alinement. 
Check starter, and replace rewind rope if 


new 


frayed. Examine blade, sharpening or re- 
placing where necessary. Check for any 
defects in wheels, housing, and handle. 
Touch up the paint on the entire mower in 
original colors with spray cans supplied 
as part of our factory-service set-up. Apply 
a decal identifying this as a LAWN-BOY 
Factory-Authorized Reconditioned Mower. 
Now it’s ready for re-sale at a good profit 
for you. 

Here’s an extra sales value in your 
F.A.R.M. mowers: You offer a 60-day 
warranty on the entire mower, and of 
course LAWN-BOY backs you in this. You 
run no extra risk in the warranty of new 
parts, because that warranty is given to 
you by the factory. The risk you do run 
is in workmanship — you just have to do 
the reconditioning job right. 

The LAWN-BOY F.A.R.M. program is the 
first in the power-mower business. Fac- 
tory-authorized used equipment has gone 
over fine in the automobile industry. And 
it will help put yow in the big leagues in 
mower selling too. 

jut remember—youw've got the responsi- 
bility of carrying it off right. It’s your 
service department your reputation 

. your ability to smell a wonderful profit 
around the corner. 

And it'll be your money when F.A.R.M. 
starts paying off. 


‘ Sa 


< Q~, Ven 


Sales Manager 


Lamar, Missouri. Division Outboard Marine Corporation 
Makers of dofnson ani Evinrude Outboard Motors 
In Canada: LAWN-BOY, Peterborough, Ontario 


LAWN® BOY 
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FLAT BASTARD 











ROUND CHAIN SAW 





LOZENGE CHAIN SAW 


MILL BASTARD 


It’s easy to 


WARDING BASTARD 


é 








HANDY FILE 








ROTARY MOWER FILE 


INCREASE FILE SALES 


Don’t sell file sales and profits short. You can 
make many more sales and lots more profit easily. 
Be sure you have a cornplete basic selection. 
Next, keep files where customers can see them. 
And carry the leading brand—Nicholson or 
Black Diamond. 


Feature files with related items. For example, 
in your saw section show taper files. Put rasps 


|_| Flat, Half Round and Round Bastard 


(_} Slim Taper, Extra and Double 
Extra Slim Taper 


™] Round Chain Saw 
} Lozenge Chain Saw 


1) Mill Bastard 


("] Handy 
[] Rotary Mower 


(| Warding Bastard 
(| Half Round, Wood, Cabinet, Four-In-One Rasps 


near woodworking tools. Feature our Rotary 
Mower file in your garden tool section—and so 
on. Sales will go up automatically. 


Check this basic inventory list against your 
stock. Next time you talk with your Nicholson or 
Black Diamond File Wholesaler, round out your 
line. Ask him for other fast-selling files in your 
area. Nicholson File Company, Providence, R. |. 


_) Pruning Saw 

(_] Square Chain Saw 

(] Contact Point 

(") Auger Bit 

(_] Assorted Round Needle Handle 


= NICHOLSON ~~ 


PROVIDENCE. RHODE ISLAND 
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A roundup of the power mower outlook for 1959 
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Packaged for quick, easy sales...and profits 


RUST-RESISTANT ALUMINUM FINISH 


on Acco Redi-Cut Proof Coil Chain 


Priced for Profit, too! 


Acco Redi-Cut chain...an ex- 
citing new product with excit- 
ing new profit potential. Here’s 
the profit you will make ona 
typical stocking order: 


2 boxes » %6"” x 10’ 
1 box + %6" x 15’ 
2 boxes + %6” x 20’ 
1 box - 4%” x 10’ 
1 box «+ %” x 15’ 
1 box - 4%” x 20’ 
1 box « He” x 10’ 
1 box « He” x 15’ 


DEALER COST $39.85 
SUGGESTED RESALE .$59.80 


YOUR PROFIT $19.95 





comme cone ume ta 9/10 


ACCO REDI-CUT 
PROOF COIL CHAIN 


ALUMINUM FINISH 
. 


Sees 1/6" | “N 
ACCO REDI-CuT iN 
PRO CO COH CHAIN 


| Qi. 


STOKE HO 4015-64015 


WORKING (OAD mT 1925 fhe 3/8" TN 


ACCO REDI-CUT 
PROOF COIL CHAIN 


ALUMINUM FINISH 


ee 
ACCO REDI-CUT 
PROOF COIL CHAIN 


ALUMINUM FINISH 


ACCO REDI-CUT 
PROOF COIL CHAIN 


ALUMINUM FINISH 


Redi-Cut comes in 4 lengths and 4 sizes.... 
You don’t handle this chain—just the package 


Acco Redi-Cut proof coil chain with rust-resistant 
aluminum finish is a new product development 
that will make chain sales a bigger part of your 
profit picture. Not just coated with ordinary alu- 
minum paint, new Acco Redi-Cut chain has a 
durable aluminum finish combined with a rust 
inhibitor. Finish is bonded to the chain surface by 
a special Acco process. The result is a chain that 
will be a pleasure for your customers to handle, 
a chain that resists rust. 














Acco Redi-Cut chain has other advantages that 
will make it a strong impulse item in the heavy 
traffic sections of your store. As the name implies, 
the chain is ready-cut and comes in popular 








Order from Your Distributor 


Your ACCO distributor has Redi-Cut chain 
now or can get it for you promptly. 
Contact him for full details or 


lengths of 10, 15, 20, and 50 feet. All four standard 
lengths of Acco neciut are available in four 
sizes...34”", 14”, 4", and 34”. No more bothering 
with cutters or measuring tape. No more hunting 
for rags to clean your hands when the job is done. 


What’s more, Acco Redi-Cut Chains are indi- 
vidually packaged in colorful yellow and blue car- 
tons that are clearly labeled with size, length 
and working load limit. There’s also a space for 
your retail price. Set up an eye-appealing display 
of these self-service cartons on your counter and 
see how they command attention and promote 
buying action! 








American Chain Division 


AMERICAN CHAIN & CABLE 


Bridgeport, Conn. ¢ Factories: *York and *Braddock, Pa. 





write our York, Pennsylvania, office. Sales Offices: *Atlanta, Boston, *Chicago, *Denver, Detroit, 


*Houston, *Los Angeles, New York, Philadelphia, Pittsburgh, 
*Indicates Warehouse Stocks *Portland, Ore., *San Francisco 
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Editorial 


by W. A. Phair 


The challenge of imports. . . 


Sooner or later the hardware trade must face some real tough de- 
cisions on the matter of imported goods. Dealers and wholesalers 
have thus far avoided the deeper significance of the rising flood of 
imports. Decisions on whether or not to handle imports have been 
based largely on local situations, without regard for the over all 
problem. 


But the volume of imported hardware items is reaching the point 
where some very important decisions will have to be made, or we 
run the risk of having some very drastic changes forced on all of us. 


Foreign trade is too complex a subject to permit a thorough dis- 
cussion in these pages. But there are some aspects that affect us di- 
rectly and should be considered here. 


Any discussion of imports must recognize that we, as a nation, 
actually export more goods than we import. A great many people ob- 
tain a living from our export trade. Whenever we take steps to change 
the volume of imports, we also run the risk of reducing our export 
volume. This is what makes the whole subject so complex. 


Yet, we must recognize that the heavy imports of hardware are 
affecting many manufacturers. Unemployment has resulted in several 
localities because of imports. The financial stability of some hardware 
suppliers has been weakened by foreign competition. 


It has been suggested that American productivity and technical 
skills can overcome the disparity in wage rates here and abroad. This 
is not true; the difference is too great. Nor is diversification of prod- 
uct line an answer. 


An unhealthy aspect of the increase in imports is the large quantity 
of cheap, poorly made goods that is coming in. Not all imports are 
poorly made. Indeed some imports are of the highest quality of work- 
manship and materials; but this is not true of a large part of today’s 
imports. 


We realize that some special types of goods have been imported so 
long and are of such high quality that they are accepted by the trade 
as almost domestic merchandise. But these items are not the cause 
of today’s import headache. 


The great danger we face, in my opinion, from the swelling volume 
of imports is the way in which these imports are forcing a down- 
grading of the merchandise carried by wholesalers and dealers. This 
downgrading is actually reducing the profits of dealers and distribu- 


tors. 











Editorial 


continued 


For example, let’s say there is an item that you can import and sell for 
$1. The domestic item you have been handling sells for $1.50. You are 
going to take the same margin of profit on each item, say 25 percent. So, 
on the imported item you would gross 25¢, and on the domestic item 37%¢. 


But, the warehousing costs, delivery costs, bookkeeping and administra- 
tive costs are the same for both items. Hence, your net will be less on the 
imported product than on the domestic item. This is not just theory; it 
is subject that is getting careful study by a number of wholesalers. 


Another dangerous side to this import splurge is the emphasis it is 
putting on cheapness. Too many dealers today are substituting cheapness 
for salesmanship. If it’s cheaper, they believe, it must be a better item 
to handle. 


But this is so wrong. Cheap goods can be a merchant’s worst enemy. 
I have seen some items that are being imported in quantity that are of 
such poor quality that no hardware merchant should have the nerve to 
actually sell them. These items are so cheap in every respect that they 
are useless for the job they are supposed to perform. 


A consumer depends on his local hardwareman for counsel as well as 
merchandise. If you, as the local dealer, sell him a product that does not 
give proper service, you will have lost a customer. And no dealer can afford 
this in these times of fierce competition. 


Who will get hurt... 


Is the increase in imports temporary? Or will they soon decrease? A 
decrease is most unlikely. We are sending machines and technical skill 
abroad; we are lending money to build new plants abroad. These new 
plants in turn help these nations compete with us. The Administration 
is wedded to this concept, so it is hard to see anything for the future ex- 
cept more imports. 


Can’t the industry get some assistance from Washington, perhaps in 
limiting the volume of imports? In theory it can, but in practice it can’t. 
Several sections of the hardware trade have asked for relief, but have been 
turned down. Washington says that while imports may hurt the hardware 
trade a “little,” the overall domestic and foreign picture is improved by 
high imports. 


This may be true, but then we run the risk of having our industries 
cut down one by one, in order to build up the backward countries abroad. 
Yet, our domestic industries are supposed to supply the taxes for this 
rebuilding job. How can this be done? 


The folks that are going to be hurt most if imports continue to increase 
are those that make up our labor force. Yet, strangely, the labor unions 
have been very quiet on this entire subject. Unless you have lived in a 
town that has had an industry shut down because it could not meet im- 
port competition, you can not imagine what this means. It affects not only 
factory workers, but hardware merchants, too. 


There is little question but that we will have to learn to live with im- 
ports in some manner or another. But how? And how much imports? I’ve 
yet to hear practical answers to these questions, but we will have to have 
some soon. 


Since this is a problem that affects all of us who are interested in the 
hardware trade, I would like to hear from readers, to get opinions from 
dealers, wholesalers and manufaciurers. 
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Roll out: the Red Canpet 


FOR THE GREATEST VALUE IN 
RUG CLEANING HISTORY... profit protected, too! 


here it is...the amazing new 


RUG SHAMPOO’ER 


WITH EXCLUSIVE 


FOAM-CONTROL 


* Just set it * Beautiful professional 
and forget it! results every time! 

* No troublesome * The right cleaning action 
trigger feed. for any type of rug. 


* « Leaves rugs bright, fluffy, and new looking again. 


Nirs. Helen Giesse. the nation’s 
number one homemaker — will 
help sell and promote the 
GLAMORENE Ruc SHAMPOO'ER 
In magazines and newspaper 
from coast-to-coast. 


me) Watch for her! 





DESIGNED TO OUTSELL ALL OTHERS AT A REAL PROFIT! 


COMPLETE TAKE-ME-HOME KIT 
, ; ak la one ALL 
* Complete Glamorene * Free 98e pint of 
Rug Shampoo’er Glamorene Liquid Shampoo FOR ONLY 


* Free Special Glamorene Upholstery Applicator 


* Bermuda Blue * Desert Yellow * Dawn Pink dx 





Plus TV SPOTS, plus RADIO, plus MAGAZINES & NEWSPAPERS. 


Faster turnover than ever before for all Glamorene Products. 


3 A Mh ( "y Urey SELLS IT COAST-TO-COAST ON THE CBS TELEVISION NETWORK. 
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WASHINGTON 


NEWS 


BY WASHINGTON 


Watch wages, prices go higher 
in wake of sun-orbiting Lunik 


Russia’s sun-orbiting rocket will have a serious 
economic impact on your business. 

‘‘Lunik,” as the celestial rocket is called, will pull 
prices and wages in this country upward in its wake. 
The inflationary effects of this will mean a tighter 
bite on profits for many businessmen. 

The Soviet success came after three U. S. failures 
and on the eve of the start of the new Congress. It 
brought immediate demands for more government 
spending. Congress is expected to use higher defense 
uppropriations as a political weapon to embarrass the 
Administration. 

As a result, the President’s efforts to fight inflation 
with a balanced $77 billion budget will go down the 
drain. The government, by year-end, will be buying 
more and more goods with cheaper dollars. 


P outlook 


You can expect prices to rise in 1959 by 2 or 3 per- 
cent. Your customers will have more money to spend, 
hut you may be paying higher wages. As in all in- 
flationary periods, competition will be keen. You'll 
have to counter many price boosts with higher retail 


prices. 


New lenders to small business 
await green light from SBA 


The first new small business investment companies 
(see HA, Aug. 28, p. 10—Sept. 25, pp. 59-61—Oct. 23, 
p. 184—Dec. 4, p. 103) formed with government help 
to make long term loans to small firms, will open soon. 

Officials of the Small Business Administration, 
Which licenses and finances the new lenders, are now 
processing the first half-dozen applications. 

Under the law, passed last year, the government 
matches the amount raised by private sources. There 
is a $150,000 minimum, but no maximum. The invest- 


10 


BUREAU OF 


HARDWARE AGE 


ment companies are formed by banks, insurance firms, 
individuals. 

The companies may make loans of up to 20 years, 
with a possible 10-year extension to merchants and 
others. Or they may buy stock in small corporations. 
The SBA supervises all transactions. 


P outlook 


If the program works as planned, these new lenders 
will be valuable aids to small firms like yours. They 
are forming slowly, but by the end of the year, SBA 
expects hundreds to be open—probably one near you. 


Crucial Fair Trade Issue taken 
to high court by Justice Dept. 


The U. S. Supreme Court has been asked to rule 
on an important Fair Trade case by the Justice De- 
partment. . 

At issue is the right of a manufacturer to refuse 
to sell to cut-price merchants in areas without Fair 
Trade. 

The department wants the high court to review 
a lower court ruling which upheld the right of a drug 
maker to refuse to sell to merchants in Washington. 
D. C., who would not observe Fair Trade prices. Fair 
Trade is not in effect in the nation’s capital. 

The Justice Department claims the lower court 
ruling permits a manufacturer to enforce Fair Trade 
in areas in which it is not sanctioned. The lower 
court said there was no conspiracy between maker 
and dealer or wholesaler, and therefore the antitrust 
laws were not violated. 


P outlook 


Fair Trade may be in for another jolt. The Justice 
Department's appeal is more proof of the stubborn op- 
position of the government to Fair Trade. The lowe) 
court ruling was hailed as the first pro-Fair Trade 
court decision in years. Its reversal by the Supreme 
Court would further weaken Fair Trade. 
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POWERFUL 
LAMINATED CASE 
Layer on layer of hard 

wrought steel plates... 
each cut outjustenough for 
its part of the mechanism. 


LARGE BRASS 

LOCKING LEVER 

Extra wide, extra heavy. Patented 
design protects against 
“rapping”. Driven by stainless 
steel spring. 


CADMIUM 
RUSTPROOFING 

Expertly plated with pure 
cadmium for protection 
against rust... for longer life! 


BRASS CYLINDER 
PIN-TUMBLER 
SECURITY 

Phosphor bronze 
springs, nickel-silver pin- 
tumblers. Finest protec- 
tion known to lockmaking! 


CYLINDER 
RETAINING PLATE 
Insures smoother 
pin-tumbler action by 
preventing misalignment. 


Master 


PADLOCKS 





$150 
RETAIL 


HEAVY, HARDENED 
STEEL SHACKLE 
Maximum strength and grip. 
Strong spring tension; self- 
locking; swivel action. 


EXTRA-STRENGTH 
RIVETING 

Heavy riveting on special 
presses under pressures up 
to 300,000 lbs. Makes case 
stronger than a solid 

block of steel! 


SUPERIOR 

TENSILE STRENGTH 
Shackle deeply imbedded, firmly 
gripped. Stronger resistance to 
“pull out” by actual test! 


PRECISION CUT KEYS 


Beautifully coined, individually 
milled. Practically unlimited 
key changes. 


SPECIAL ORDER SERVICE 


Master-keyed and keyed-alike sets 
mean extra business for you. 


~—_ _— — - — 


A 

YOUR WHOLESALER 
Simply “write in" the num- 
ber of dozen you need, 
add your name and ad- 
dress across the bottom 
of the page, and mail to 
your wholesaler—or hold 
for salesman's call. 


$425 
RETAIL 


WE NEED | dozen No.5 WE NEED! | dozenNo.1| WE NEED | dozenNo.3  WENEED | dozen No.7 
Rugged 2” laminated steel | Finest brass cylinder, pin- Strong 1%” laminated steel Compact 1%." laminated 
padiock. Finest brass cyl- | tumbler security. Heavy padiock. Solid brass cylin- steel padiock. Pin-tumbler 
inder, pin-tumbler security. brass locking lever. Pow- der and locking lever. Pin- security, brass cylinder 
Brass locking lever. Cad- erful 1%" laminated steel | tumbler security. Cadmium and locking lever. Cadmi- 
mium rustproofed. case. |  fustproofed. um rustproofed. 


Master Jock Company, Milwaukee 45, Wis. ® (W/o1/ di | argest Padlock Momupactiners 
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HARDWARE BUSINESS 


OUTLOOK 


A SUMMARY OF THE BUSINESS OUTLOOK FOR HARDWARE DEALERS 


1959... Experts say unit sales of power mowers will reach 3.5 million this 
the year of year, a slight increase over 1958 and the best year on record. 
quality mowers . . Roughly 2 million mowers will be replacement sales. This means 

that nearly 6 out of every 10 mowers will be sold to homeowners 
who presentiy own mowers. Quality mowers will make their strong- 
est showing in years. Reason? A homeowner who has been stuck 
with a bargain mower doesn’t want another. He’s ready for quality. 
Those who bought good mowers, but had trouble getting them 
serviced, are looking for quality of the human kind that means: 
Help when needed. Those who have owned a mower, even a bad 
one, are no longer babes-in-the-woods. They know about things 
like power drive, engines, mulchers, and safety. They want to be 
sold by salesmen who know and can demonstrate mowers. In brief, 
prepare to sell more quality mowers, if you offer service and prod- 
uct knowledge. 


the year of 


home repairs a More then $20 billion will be spent on home repairs and moderniz- 
ing in 1959. A record: 10 percent more than last year. It spells 
big sales gains for key hardware lines. Dealers who promote and 
merchandise with the fix-up minded homeowner as their target 
will increase sales in: paint, shelf and builders’ hardware, fast- 
eners, tools, and plumbing and electrical lines. Decorative house- 
wares and bulk building and roofing supplies should share in the 
boom. Key displays and promotions to the do-it-yourselfer and 
small contractor. Sprinkle bargains and price leaders among fix-up 
lines. Concentrate on related sales. 


the year of 


hard-sell ... Aggressive hard-sell is still with us. Consumers are being strongly 
enticed to unzip pocketbooks. Sears’ new winter sales catalog 
reduces prices an average of 13 percent over its fall-winter book, 
the firm said. Wards has announced an average price drop of 10 
percent on better than 10,000 items. Other mail order firms, such 
as Spiegel, have announced price cuts. Reduced items are spread 
liberally throughout these catalogs. There are traffic makers in 
every department. Dealers will have to be watchful to stay com- 
petitive, and sprinkle various departments with bargains and price 
leaders in this spring’s race to pry open consumers’ pocketbooks. 


and paradox eee On the other hand, a number of manufacturers at the Chicago 
Housewares Show have raised prices, blaming recent freight hikes 
and other rising costs. Dealers faced with higher costs will have 
to keep a close check on retail levels to keep profits up to par. Pro- 
posed mail and parcel post rate increases may become fact this 
year, giving you another cost factor to reckon with. 


. turn to p. 184 for more news of How's the Hardware Business 
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Famous PINCOR 


® New Complete Line 
® New Features 
® New Low Prices 


cotta 


619-8-TR* 19” Rotary 3HPPINCOR | Die-Cast Aluminum | 
) 619-8 19” Rotary 3 HP PINCOR Die-Cast Aluminum 

| 619-BS-TR" 22 HPB&S 
619-BS 2%2 HPB&S | 
622-8-TR° 3 HP PINCOR 
622-8 3 HP PINCOR 
622-BS-TR* 2%2HPB&S 
622-BS 22 HPB&S 
921-8-TR° 3 HP PINCOR: 
921-8 3 HP PINCOR 


19” Rotary Die-Cast Aluminum 


Ie A ape: ae aan 19” Rotary | Die-Cast Aluminum 


~SELF- PROPELLED 
ROTARY 





22” Rotary 
22” Rotary 
22” Rotary 


Die-Cast Aluminum 

Die-Cast Aluminum 

| Die-Cast Aluminum 

22" Rotary }_Die-Cost Aluminury _ 

21” Rotary Stamped Steel — 
21” Rotary 

21” Self-Prop. 
Rotary 

21” Self-Prop. 
Rotary 

25” Self-Prop. 
Rotary 


25” Self-Prop. 


Stamped Stee! 
SP-921-8TR* 
= 

SP-921-8 


3 HP PINCOR Stamped Stee! 





3 HP PINCOR Stamped Stee! 


SP-925-9TR® 3% HP PINCOR | Stamped Stee! 


SP-925-9 32 HP PINCOR 





P-925-9TR* 
P-925-9 


Rotary 
25" Rotary 
25" Rotary 


3%. HP PINCOR 
32 HP PINCOR 


Stamped Steel 


Stamped Stee! 


Stamped Stee! 


1% HP, 8 AMP 
PINCOR 


18” Reel 2HPB&S 
21” Reel 2HPB&S 


a ees ole 


817-E 


17” Elec. Rotary Die-Cast Aluminum 


5518-BR 


} 
5521-BR 
Suse 4. 


All Rotary Models have staggered Wheels and off-set chute. Leaf 
Mulcher standard equipment on Rotary Models with the exception of 
the Electric Rotary. 


Steel 





Steel 











*TR—Designates ‘Touch and Go’, one knob control, and Recoil starter on Handle 


PINCOR the most complete line of Power Mowers feature the 
newest improvements for 1959. They offer you the lowest 
prices and highest profits ever: New powerful Pincor engines 
with increased Horsepower: New cutting height adjustment is 
revolutionary; the new touch and go, 1 knob handle control is 
so easy for everyone to operate. Look for Pincor for 1959— 
Get the facts—write, wire or phone for full information 








Sion Mead 
in 1959 


Raat: \ol-me oh ae Le). | 8 a eed a Pe toe ge)- Mote) -ji_fe)]-F- wale). 
l= tr: mns set-8 a Ollet «lal ma - se @lallon- loleomGh- ME llilaleli mmm @-11-Jelalelal-m-1-8a 6 tall geet miele 


Power Lawn Mowers « Electric Portable Power Tools » Gasoline Engines «+ Electric Generating Plants 
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HERE IS THE LATEST INFORMATION ON NEW MERCHANDISE 





Turf edger with 4 ft handle 
Called the TE-6, this turf edger 
is equipped with an alloy tool-steel 
blade finished in blue. The blade 
measures 9 x 5 in. and is combined 
with a 4 ft long weatherproof fin- 
ished, hardwood handle. Alloy tool- 
steel heads are locked securely into 
handles permitting hard use. Turf 


edgers are packed six to a bundle. 
Great Neck Saw Mfg., Inc. 


For more data circle No. 1 on postcard, p. 109 


Flexible garden duster 


Du Pont’s new flexible garden 
duster can be operated with one 
hand for plants within easy reach 
or extended 10 ft or more with a 
pole inserted in the hollow metal 
handle. Each flip of the wrist 
blows protective dust in the di- 
rection desired. Unit consists of 
two metal chambers connected by 
a flexible bellows. Made of meta! 


i4 


GARDEN pUP-DUSTER 


a 


and neoprene to last a long time 
in average use. 
Nemours & Co. 


For more data circle No. 2 on postcard, p. 109 


Oscillating power sprinkler 

Ball bearing construction of its 
oscillating arm enables this power 
spray to operate efficiently on 2 lb 
of water pressure. Waters an area 
up to 2500 sq ft. Power dial con- 
trol permits speedy changing of 


E. I. Du Pont de 


the spray pattern. Protection 
against clogging or caking is pro- 
vided by special dichromate plat- 
ing in gear box. Carry-away case 
is provided. Money-back guaranty 
offered by the manufacturer. Re- 
tails for $9.95. Lafayette Brass 
Mfq. Co. 


For more data circle No. 3 on postcard, p. 109 


Popular-priced lawn edging 
This popular-priced vinyl lawn 
edging and grass barrier won’t ox 


rust or rot. Can be cut with 
a scissors. Packed in colorful, 
compact, self-selling display car- 
ton. Can’t cut or scratch hands or 
knees. Built-in grass green 
makes this an effective barrier for 
edging flower beds and terracing. 
A 30 ft length retails for $3.9& 
and 40 ft length for $4.98. Supplex 
Co. 


For more data circle No. 4 on postcard, p. 109 


idize, 


color 
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Want more information on these 


products? Then use free post- 
card on page 109. 


THAT CAN HELP YOU BUILD BETTER STORE PROFITS 





18 in. rotary power mower 
Here is a precision rotary power 
mower for tough lawn-mowing 
jobs. This new Pennsylvaniz 
mower has a 2 hp, 4-cycle Briggs 
& Stratton engine with rewind 
starter. Throttle is operated by 
cable from the handle. Other fea 
tures of the unit, called Avalon, 
include tmset wheels, vacuum lift 
extra-wide blade, fixed blade coup- 
ling for less engine vibration, cast 
aluminum alloy 


housing, simple 


¥ 


if 


d 


height adjustment, removable han- 
dle and color styled in white, beige, 
orange and black. Pennsylvania 
Lawn Mower Div., American Chain 
& Cable Co., Ine. 


For more data circle No. 5 on postcard, p. 109 


Heavy-duty clothesline 
Heavy-duty steel cores have been 

inserted into plastic lines resulting 

in these clotheslines of unusual 
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strength and life. This line is 
guaranteed for two years not to 
stretch, sink or sag. Packed in re- 
usable plastic bag. Suggested re- 
tail price $1.49. Drop-Lite Electric 
Mfg. Co. 


For more data circle No. 6 On postcard, p. 109 


Electric edger-trimmer 
Professional gardeners and 
homeowners will be interested in 


this electric edger-trimmer. It is 
safe, powerful and well-balanced. 
Rotating pavement guide enables 
accurate edging at high speeds to 
ui depth of 1 in. 
trees, against under 
fences can be easily trimmed. Unit 
has an 8% in. blade and a uni- 
versal motor. Weighs 7 lb. It is 
grounded for protection and has a 
permanent safety guard. Sells for 
$49.50. Little Wonder, Inc. 


For more data circle No. 7 on postcard, p. 109 


Grass around 


walls or 


Cabinet hardware assortment 
Your customers can accent the 
decor in their living room, kitchen, 


den or recreation room with these 
Medalist creations in cabinet hard- 
ware, The new items are a pull, 
knob, and a utility hook that is also 
usable as a drawer pull. Come fin- 
ished in bright 


(Continued on page 104) 


chrome, bright 


iS 





Want more information on these 
sales aids? Then use free post- 


card on page 109. 


NEW DISPLAYS AND OTHER DEALER AIDS TO HELP YOU SELL MORE 





Hack saw merchandiser 


Dealers can obtain this four way 
merchandiser for Star hack saw 


Sar 


MACK SAW BLADES 
= ee 


blades free. The eye-catching, four 
color display is for use on a coun- 
ter, perforated board, bar rack or 
mounted on a wall. It is a metal 
display, 8 x 18 in., and holds 10 
dozen 10 and 12 in. Star standard 
flexible back and Moly high speed 
blades. Clemson Bros., Inc. 


For more data circle No. 8 on postcard, p. 109 


Painting tool packaging 

The complete line of Red Devil 
P-13 series putty knives, wall scrap- 
ers and broad knives is now vacuum 
packed on colorful display cards. 
Tools available in the pretested 
packaging include all Stiff and Flex 
putty knives, wall scrapers, spacht- 


> rat 
PATS AMD WATERS (BOS 








ling knives, putty chisels and 14 
in. bent putty knife. All items in 
the medium priced P-13 series have 
mirror finish high carbon steel 
blades, and polished black and gold 
tenite handles with hole for hang- 
ing. The new packaging is most 
effective when used with the A-20 
merchandiser. Red Devil Tools. 


For more data circle No. 9 on postcard, p. 109 


Reflective items repackaged 
redesigned packages boost sales 
of 3M brand reflective products. 
These items are packaged on in- 
dividual cards showing their uses. 
A 1 x 4 in. plastic bubble is fea- 


~~ 
tured to protect and display Scotch- 
line and Chromelite brand reflective 


trims. Top of the cards are 
punched to permit counter or per- 
forated panel display. Reflecto-Lite 
brand reflective coating is carded 
with a bottle and brush. Minnesota 
Mining & Mfg. Co. 


For more data circle No. 10 on postcard, p. 109 


Versatile tool merchandiser 


The Vaco Tool Selector may be 
used in six positions to stimulate 
sales and save space. This mer- 
chandiser is a perforated Maso- 
nite panel framed with flocked sup- 
porting rails. It is 3 ft x 5 ft 4 in. 





Comes with shelves, price strips 
literature holder with envelope 
stuffers, straps for hanging and 
legs for supporting the display. 
Can be used horizontally as a wall, 
island or floor display against a 
wall and vertically in these posi- 
tions. Free with purchase of one 
Vaco tool assortment. Vaco Prod- 
ucts Co. 


For more data circle No. 11 on postcard, p. 109 


Cooking thermometer rack 


Here’s an 11x18 in. counter dis- 
play rack to increase impulse sales 
of cooking thermometers. [t is 
free with the purchase of basic 
merchandise to stock the _ rack. 
Merchandise in stand includes nine 
deep fat and candy thermometers, 


(Continued on page 124) 
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FASTEST SELLING 


NEW PROFIT 


LINE FOR YOU! 


¢ There’s a tidal wave of new business in boating... 
Get your share 


¢ Every boat needs hardware and accessories 


* Boat Owners are your customers right now 


¢ ALLAN MARINE HARDWARE .. . The 
Complete Line . . . Designed, pack- 
aged and displayed “TO SELL” 


Be the first hardware 
store in your area to 


become an 
ALLAN MARINE 
HARDWARE DEALER 


60 Page Catalog 


WRITE TO: & MIARINE,INC. 


200 FRANK ROAD, 
HICKSVILLE, N. Y. 


Division of ALLAN MFG. CO. World’s Largest Manufacturer of Rod Mountings 
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Rugged, durable 


MARLEX 


selected for new 1959 
TORO Rotary Mower 


components 


MARLEX rigid polyethylene moldings are 
rustproof, abrasion-resistant and unbreakable! 


This new Toro rotary mower 
incorporates three safety-engi- 
neered MARLEX high-density 
polyethylene components in its 
ultra-modern design... the 
engine canopy, discharge deflec- 
tor and discharge chute. 
During the selection of these 
parts for this new ‘‘wind tun- 


nel” Whirlwind mower, many 
materials were tried, but MAR- 
LEX was the only plastic that 
successfully withstood the severe 
shock-loading and abrasion test! 

Toro truly set the pace in 
power mower design when they 
chose MARLEX, the new versatile, 
heavy-duty Phillips 66 plastic. 


*MARLEX is ao trademark for Phillips family of olefin polymers. 


PLASTICS SALES DIVISION 


PHILLIPS CHEMICAL COMPANY 


A subsidiary of Phillips Petroleum Company, 
Bartlesville, Okiahoma 


Look for the MARLEX 
label—your assurance of 
quality and dependability | 
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MARLEX 
Engine Canopy 


« Does not conduct heat — prevents 
burns. 

» Will not discolor from gas, oil or 
heat. 

e Resists shock—protects engine 
from damage. 

« Rigid—keeps out branches when 
trimming, leaves cooling system open. 


MARLEX 
Discharge Deflector 


« No sharp edges to cut or scrape 
operator. 

« Light weight — machine is balanced 
for easy handling. 

« Takes a punch!—MARLEX helps 
aim discharged material safely down 
away from operator 


MARLEX 
Discharge Chute for 
bagging attachment 


eAbsorbs shock of vacuumed-up 
material being blown out of machine. 
e Unbreakable — MARLEX can take 
all sorts of punishment. Won't crack, 
rust or corrode. 

e Wears and wears—resists abra- 
sion from discharged material. 





STRONG 
TOUGH 
DURABLE 
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Dramatic ‘‘X’’ comparison test proves 


new Toro rotaries can outmow ’em all! 


MOW DOWN COMPETITION WITH 
NEW TORO “WIND TUNNEL” ROTARIES! 


You can build your profits with the new Toro Sportsman* riding unit, 
too — another great addition to the complete Toro line! Read all 


about it — and other important news from Toro on the two inside 
pages and back page. 


*A rewvistered trademark of Toro Manufacturing Corp 








‘ tse Selig fast at 


313995 


21-INCH SELF-PROPELLED. Positive front-wheel 
gear drive. 3 hp. Complete with bagging attach- 
ment, leaf mulcher. 


= 


TILLER 
with Power Handle 









SPORTLAWN 25 
with Power Handle 


Three new ‘“‘wind tunnel’’ Whirlwinds... 
loaded with extra sales features! 





SPORTLAWN 20 
with Power Handle 


Selle fast af 


$8995 


19-inch hand-propelled. 2 hp. Com- 
plete with bagging attachment, leaf 
mulcher. | 


21-inch hand-propelled sells fast at 


eb PES 


22 hp. Complete with bagging at- 


tachment and leaf mulcher. 
















OUT-CUT ALL OTHERS—EVEN IN WET GRASS! Full-circle ex- 
panding WIND TUNNEL under the housing creates a super- 
powerful vacuum that “freezes” every blade of grass upright for a 
crisp, clean cut. IT’S A TORO EXCLUSIVE! 

END RAKING AND CLUMPING! Compressed-air stream blows 
clippings, leaves and other vacuumed-up material into bag — or 
leaf mulcher may be used without bag. Prices on all models include 
bagging attachment, leaf mulcher. 


BAGS CLIPPINGS, LEAVES, LITTER! Sell it year ‘round for 3-season 
use! Cleans up the yard in the spring, bags clippings in summer, 
bags or mulches leaves in the fall. THIS IS THE ONLY ROTARY 
MOWER BUILT TO GIVE YOU 3-SEASON PROFITS! 


+Suggested retail prices — slightly higher in Canada 


Since the latest design and engineering advantages are constantly being adapted to Toro machines, 


specifications and prices may change without notice 









SPORTLAWN 18 













Selle fast at 


44950 


complete with 32-inch rotary unit 


‘\ 
\ 








At last! The convertible riding unit your 
customers have been waiting for! 


TORO SPORTSMAN packs BIG power in its 5% hp engine - 
plenty of reserve power for cutting, climbing and pulling. Forward 
and reverse with bevel-gear transmission. Crank that dials more 
power into blade as it slows down forward speed for heavy mow- 
ing. Maximum handling ease and safety. 

SELL IT WITH 32-INCH WHIRLWIND UNIT OR 30-INCH REEL! 
Tri-blade rotary Whirlwind takes less power to do more cutting, 
is only 20 inches front-to-back to reduce scalping. Reel unit is 
heavy-duty construction. Units remove easily. 

OTHER WORK-SAVING UNITS AVAILABLE! Sell this rugged Toro 
Sportsman as a year-round maintenance machine with units like a 
2-ft. x 5-ft. dump cart, a 24-inch lawn roller, a 42-inch snow blade. 


tSuggested retail prices slightly higher in Canada 


Selle fast at 





Sportsman with 30-inch reel ($479.95+ complete). Two 
25-inch gang units ($199.95+ as a kit) can be added to Since the latest design and engineering advantages are constantly being adapted to Toro machines 
give 74-inch over-all cut. 


specifications and price lay change without notice 












HOMELAWN 25 
N with Power Handle and sulky 







WHIRLWIND 22 
with Power Handle 






PROFESSIONAL WHIRLWIND 32 


> 


p»Xo fo MUl om i al-mr-lejt— 
Talo m’ (ol UM | Mele 


TORO 


Toro gives 
you the right power mower for every customer’s 
need. America’s most complete line of reel and 
rotary mowers . 


Handle* ! 


. . plus the exclusive Power 


PRICED FOR PROFIT “Skinny” 


profit margins add up to a skinny wallet for you. 


Toro gives you a healthy profit, excellent turnover. 


And, best of all, Toro recognizes the need for 
maintaining recommended list prices in its dealer 
organization to insure a year around profitable 
return for the dealer. 


LOCAL PARTS AND SERVICE Wem 
you back up the machines you're now selling 
with factory-authorized parts and service locally 


available? You can with Toro! That means more 
satisfied customers — and satisfied customers are 
repeat customers for you. 


*A registered trademark of the Toro Manufacturing Corp. 


FULL PRICE RANGE Quality 
machines in every price bracket — from $89.957 
to $479.95+7. And you make your /fu// profit in 


every price range —on even the lowest cost 
machines! 


Ea Mela tel baa 7 vee) mad felch Fy) 


Here’s a nationally - advertised demonstration 
plan that has no equal in the power mower in- 
dustry! Watch Toro mow ’em down! Get on the 
bandwagon now with the special demonstrator 
models offered by Toro. This will be the biggest 
promotion in power mower history! [ITS A 
TORO EXCLUSIVE! And it’s backed by the 
hardest-hitting, hardest-selling national advertis- 
ing in the business. 


COMPLETE MERCHANDISING MATERIAL 


Window displays, in-store displays, wall ban- 
ners, big full-color catalog, special demonstra- 
tion promotions — Toro gives you a merchan- 
dising program that works. 


t Suggested retail prices—slightly higher in Canada 


ORDERLY DISTRIBUTION 


Tired of fighting a price war with your neighbor- 
hood competitor on the same brand of machine? 
Orderly distribution through franchised Toro 
distributors prevents competition between Toro 
dealers and protects your profits . . . gives con- 
sistent terms and discounts to all dealers... 


> > 


coordinates dealer co-op advertising and mer- 
chandising . . . assures service and warranty sup- 
port with local parts and service... provides 
consistent availability of Toro products in dis- 
tributor inventory. 

Add up the facts and you’ll go TORO! 


=. ~ilie 





B.EGoodrich 


Dealer's Guide to B.F.Goodrich 
garden hose for 1959 


Here is the 1959 line of B.F.Goodrich garden of local sales helps tor you. Among these are 
hose. Use this guide to order from your the B.F.Goodrich lawn-care merchandising 
B.F.Goodrich distributor now. All prices rack. The National Retail Hardware Assn. has 
shown are for 50-foot lengths approved and helped design this rack. Made 

B.F.Goodrich garden hose will be fea- of tubular steel, holds up to 200 lbs. Holds 
tured in the NRHA’s big Hardware Week hose and other items, too. Light, weighs only 
promotion this spring, and there are plenty 22 lbs. Low price! 


PROFESSIONAL 


SPireenovense, PAID er teensnewe 9QIF uM rensvonse F7ID ——e-teententen 99S 
Consumer price onsumer price 


Consumer price Consumer price 


OOO 


CM pcre SID Meee S95 ORCS $995 CARDEN SU SEQS 


(reinforced) 
a’’ green opaque 
Consumer price 


Censumer price Consumer price Consumer price 


MARECON $9750 “AXIOM $9995 SONA $795 SoUL.comse $4,995 


Consumer price Consumer price Consumer price Consumer price 


B.EGoodrich garden hose 
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OFFER INCLUDES THESE TOOLS 
| | 


SPECIAL DISCOUNT SAVES YOU MONEY fo:) 32, crm: 


Lawn Rakes 
Bow Rakes 
Bow Rakes 
Level Head Rakes 


Zone 1 (all states east of Zone 2) Zone 2 (Montana, Wyoming, Colorado, 


Dealer cost of 66 tools . . . . $149.40 New Mexico, El Paso and west) 
Dealer cost of 66 tools . . . . $154.02 


Regular cost of display stand . . 35.00 
Total value of tools and stand. . $189.02 
Less special $20.00 discount . . 20.00 Less special $20.00 discount. . 20.00 

YOU PAY ONLY .. . $164.40 YOU PAY ONLY... $169.02 


Dandelion Diggers 


Regular cost of display stand . . 35.00 Cultivators 


Total value of tools and stend. . $184.40 Spading Forks 


Dirt Shovels 
Garden Shovels 
Garden Spades 
Rotary Edgers 
Edgers 





ORDER FROM YOUR TRUE TEMPER. WHOLESALER 


Garden Hoes 
Garden Hoes 
Floral Hoes 


NO. GM66 — basic assortment totaling 66 long-handled lawn and garden 
tools, plus display stand. It’s the workingest selling unit in the business! 
Shipped direct from factory, freight prepaid, with full price information and 
set-up instructions. True Temper, 1623 Euclid Avenue, Cleveland 15, Ohio. 


OnNhO NH PHBH KH BO HD hb OO O 


Warren Hoes 





New TRUETEMPER. Nlo. GU66 Merchandiser 


A WHOLE GARDEN 100 
CENTER IN 9 SO. FT. 


Look what you get with this “Sell on Wheels” 


66 basic garden tools 


. the 17 best-selling long-handled lawn and 
garden tools in the right quantities for fast 
turnover (see list on opposite page). Attractive 
display stand shows off tools and permits easy 
access for customer inspection. 


Rugged stocking display stand 





. rolls on large casters to where the traffic 
is. Stocks up to 100 or more tools. Made from 
steel tubing, mostly pre-assembled, for long 
use. End panels give helpful buying informa- 
tion for easy self-service and refills. 


Add these two units for extra profits 


New shear and 
hand tool 
merchandisers 


nclude FREE 


display stand 
that’s useful 
4 WAYS 


Hang on either end of GM66 
Merchandiser 


Hang on two hooks from peg- 


board 


Set on counter, gondola, or 
any prominent spot 


Set in window to stop traffic, 
pull in customers 


RUE 


EMPER. 


18 BASIC GARDEN SHEARS AND FREE STAND 
No. $18: 

6 ea. No. TD Hedge Shears 
6 ea. No, 22 Grass Shears . 
6 ea. No. 250 Pruners 


Suggested retail 
. $4.95 

2.95 

3.25 

All packed in one carton. Stand is pre-assem- 
bled. Order from your True Temper wholesaler. 


Retail value of tools . $66.90 


Dealer cost of tools . 44.64 


Dealer profit at standard 


markup for one turnover 22.26 


24 BASIC HAND TOOLS AND FREE STAND 
No. GCA: 6 ea. Regular Trowels; 4 ea. Trans- 
planting Trowels, Cultivators, Forks; 2 ea. Weed- 
ing Hoes, Pointed Hoes, Hand Rakes. All packed 
in one carton, Stand is pre-assembled. Order 
from your True Temper wholesaler. 


No. TGCA: Same except tools are chrome plated. 
No. GCA No. TGCA 
79¢ ea. 99¢ ea. 

. $18.96 $23.76 

12.72 15.84 


Suggested retail: 
Retail value of tools . 
Dealer cost of tools . 


Dealer profit at standard 


markup for one turnover 6.24 7.92 


your basic line... 





your money line 














why more dealers are selling 


CAMPBELL CHAIN 
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Get complete information from your Campbell wholesaler or write direct. 


CAMPBELL CHAIN Company gid ae 


Factories and Warehouses: York, Pa.; W. Burlington, lowa; E. Cambridge, Mass.; Atlanta, Ga.; Keuston, Cc M4 Al NW 


Texas; Chicago, Ill.; Portland, Ore.; Seattle, Wash.; Los Angeles, Sacramento, San Francisco, Calif. 
Makers of Famous CAMPBELL Jiffy Lug-Reinforced TIRE CHAINS 


only 


ells the 
story so often 


Your customers know more about 
Keyline Poultry Netting than any 
other brand made. Their friends and 
neighbors talk about this fence that Your customers know it’s the extra straight-line wire that makes 
stands straight and tight. And they the eens en mayen and antnnery poultry netting. 
send about it ia theic favorite farm This seipeues wire woven = the fabric prevents gaps or 
publications—ten different magazines. holes by adding support where * s needed. Keyline aug the 

—— ground ... stands smooth and tight! The stretch test gives you 

No wonder Keyline is so easy to sell. 


gh and your customers proof. 

Keyline advertising and satisfied users 
do the pre-selling. Customers know 
the facts about this fence with the ex- 
tra straight-line wire. As a result, you 
get faster turnover. 

Keyline roll sign, ad mats and en- 
velope stuffers help you, too. Get ready 


now to increase profits by stocking up Ordinary Poultry Netting Keyline Poultry Netting 
on Keyline Poultry Netting. Send in Stretch a sample of ordinary hexagon Stretch a sample of Keyline. See how 


mesh poultry netting. See how it loses it holds its shape. See how it stays flat 


Customers Know the Big Difference 
The Stretch Test Gives Them Proof 


your order today. shape. Sec it bag, sag and bulge. and smooth. Goes up good and tight! 


KEYSTONE STEEL & WIRE COMPANY 
Peoria 7, illinois 


makers of 


Red Brand® Fence + Red Brand Barbed Wire + Red Top® Stee} 
Posts «+ Gates + Non-Climbable Fence + Ornamental Fence 
e Baler Wire + Nails + Keycorner + Keywall + Keymesh® 
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Even the chickens 
can tell the difference 
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THE CRESCENT WAGONS 


Bringing the Most Complete 


HAND TOOL LINE 


Made for The Hardware Trade, 


Right To Your Door 


Let CRESCENT ’s experienced dealer man 
show you these tools made by the manu- 
facturer who has specialized in Hand Tools 


for the Hardware Trade for over fifty vears. 


If a Crescent Wagon hasn’t visited your store 

lately, please drop us a line, as we want you 

to know what the Crescent Merchandising 

Program can do for you. ETRE A . 

CRESCENT TOOLS — 
Give Wings lo Work me 

Sign of the frtisan 
Symbol of Excellence 


Crescent is our trade-mark registered in the United States and abroad. f wrenches and ther tools. Sold by lead Ng distributor 


CRESCENT TOOL COMPANY, JAMES TOW 
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Star Hack Saw 
Display 


ait yours for the asking 
...hothing to buy 


Hardware retailer! Boost your STAR Hack Saw 
Blades sales and profits with this display. Yours, 
free. No strings attached. Call your STAR 
distributor or fill out the coupon below. 


Colorful 8” by 18” metal Display holds up to 120 popular 
STAR blades, Standard Flexible Back and Moly High Speed, 10” and 12”, 
18 and 24 teeth. Space for prices. Get your free display now. 


g@ ae ee ee ee ee ee ee eS ee ee ee ee ee ee oe 


Please forward my free Star Hack Saw Blade 


tie 


STAR HACK SAW 
and BAND BLADES 


Manufactured by 
CLEMSON BROS., Inc. - Middletown, N.Y., U.S.A. 


Makers of Hand and Power Hack Saw Blades, Frames, Metal and 
Wood Cutting Band Saw Blades and Clemson Lawn Machines 


Display. I understand there is no obligation of any 


kind on my part. My wholesaler 1s 


I'm interested in Star Hack Saw Blades. Please 


Store Name 


Address 


City Zone_____ State 


~ 
| 
| 
| 
| 
send me the name of my pearest Star wholesaler 
| 
| 
| 
| 
| 
@ 


es 
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Only Toastmaster gives 
you these exclusive 
fry pan features! 


\G 
| = - 


Exclusive process forever fuses 
fast-heating aluminum with 
easy-cleaning stainless steel. 


New “52-X"" Heating Element 
is up to 52% longer—heats 
more uniformly—eliminates 
“hot spots.” 


Precision Heat Controliocated 
conveniently under the handle. 
Removes to make fry pan com- 
pletely immersible. 


Value-Giving 
“Permanent-Mold" 
Aluminum Fry Pan, 
Same Features 
Model 8D1—$14.95* 


FULL FRY 


“Easy-iron"’ 
Steam & Dry tron 
Gives homemakers features re- 
quested in consumer survey. Two 
irons in one. Switch from steam 
to dry. Extra-large reservoir. 
Model 482, $17.95*. 


“Featherweight” 
Automatic Iron 
Only 2 ibs. 1 oz.—yet it does fam- 
ily-size ironing easier, faster. Per- 
fect balance. Model 4A4, $11.95°. 


% 38 of 
s+ ; Be iS 


* STAINLESS STEEL 
Model 8C1—Fry Pan 


FUSED FOREVER 
$21.95* 
Model 12A1 < TO ALUMINUM! 


Removable Control ’ a 
$7.50* ? 





ait 
~, 


* ee 


- * - Y ‘ 
Fry Pan Cover—$4.00* f rey a * 


“© THE ONLY SQUARE STAINLESS STEEL AUTOMATIC 
FRY PAN WITH REMOVABLE CONTROL 


® EASY- CLEANING @ COMPLETELY IMMERSIBLE 


Here’s the automatic fry pan homemakers hoped for 
—first from Toastmaster! This is the fry pan sensa- 
tion that can’t miss building plus sales for you. 


PAN LINE WITH FASTEST 
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the TOASTMASTER line in 1959! 


“Star-Mix" 2-Speed Blender 
with self-selling feature story. Star- 
shaped for faster, smoother blending. 
2 speeds to do every blending job. 

Model 10A1, $34.95*. 


Waffie Baker, Model 2D2, $21.95°. 


*k 2 BIG Deluxe » 


automatic ¢ he 
ALUMINUM 


FRY PANS » 


11” De Luxe 
Model 8A1—$19.95* 


12” De Luxe 
Model 8B1—$24.95* 


Matching covers 
$3.50* and $4.50* 


Two Large Sizes— 
Matching Covers! 


Built-in precision temperature control. 
Cooking guide on handle—immersible to insignia. 


* 
* 
e Automatic signal light— popular square shape. 
e Fast, uniform heating. 


SELLING FEATURES! 
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- PRODUCTS... Toastmaster Homewares give you a full 
line of small electric appliances under one name—each item 
loaded with sales-clinching “exclusives”! We call them Home- 
wares because they were created for today’s homemaker to 
give her more leisure time at home! So sell Toastmaster 
Homewares! 


*k QUALITY... A Toastmaster tradition for over 30 years. 
Toastmaster Homewares are made better... they're worth 
more... you can sell them for more! And they stay sold! 
You cut complaints and profit-robbing repairs when you sell 
Toastmaster Homewares! 


- CONSUMER ACCEPTANCE... Nationally-advertised 
Toastmaster Homewares will be pre-sold again in ’59 in the 
leading consumer magazines, as they have been for over 30 
years. This advertising, plus millions of satisfied users, creates 
the tremendous consumer acceptance that makes it easier to 
sell Toastmaster Homewares! 


>K LOCAL CO-OP ADVERTISING ... A controlled plan 
to help you bring pre-sold Toastmaster customers to your 
store. See your Toastmaster distributor for details. 


>K PROMOTIONS . . . There’s a Toastmaster promotion 
designed to help you build your sales during every major 
selling season! As an active dealer you qualify for free mer- 
chandising kits, tie-in ads, displays. Why not start right 
away! Write Advertising Dept., Toastmaster Div., 
McecGraw-Edison Co., Elgin, Ill. Sell Toastmaster Homewares! 


A Homewares “Success Story” — 
TOASTMASTER PUT THE HEAT ON FAST— 


AND CHANGED AN INDUSTRY FOREVER! 


“Instant Heat’! A new idea 
and Toastmaster was first! The 
exclusive Toastmaster “Instant 
Heat” elements have revolution- 
ized the industry—giving floods 
of heat the moment the heater 
is turned on! 





| ioeeereenneneaneat 


erin iy 
Bat anh i] Lil Lila} 


‘rar ie Cappii sis . 7 
Sees 


4) 


And that’s just one of the 


Toastmaster things Toastmaster Homewares 


**Instant Heat" 
ecgayent MAAR Automatic Heaters 
aL einamatl f Model 9A2—$29.95* 
ON ee 2 Mode! 9B1—$18.95* 
| "wie Toastmaster 
*‘Instant Heat" 
Radiant Heater 
Model 9C1—$13.95* 


means to you — engineering lead- 
ership that produces fast selling 
*“‘firsts’’ to make your sales 
easier, faster, bigger and more 
profitable. You’ll find these 
“firsts” in every segment of the 
growing Toastmaster line. And 
that puts you first too, when you 
feature Toastmaster Homewares. 


TOASTMASTER’ 


val oe Slums 
Se * Oo 

* Guaranteed by © 
Good Housekeeping 
Y a . 


? wv 
45 apvearisto 1 





TOASTMASTER DIVISION 
ic GRAW- EDISON COMPANY 


* Prices shown are suggested retail prices. 








new chain saws designed for sales and 











+ 


Remington Arms Company, Inc., Bridgeport 2, Connecticut 


| Send information on Remington’s new chain saw line, 


_| Send names of my nearest Remington wholesalers. 


Name—_—— 


customer satisfaction 


Now, with Remington you can sell today’s most advanced line of 
chain saws. These saws are new inside and out—loaded with fea- 
tures and cutting power your customers want. And Remington ts 
the only chain saw maker backing you with a full year’s guarantee 
against manufacturing defects in materials and workmanship. 
(1) New GL-7—7 hp, direct drive for fastest cutting at highest power. 
Speed holds up where other saws in its class fade. Bar capacity to 30”, 
Priced from $249,50.* (2) New SL-5—5 hp, direct drive. Fast, powerful 
—lightweight but rugged and priced for top value. Bar capacity to 30”. 
Priced from $199,.50.* (3) New GL-7RP—7 hp, gear drive for extra 
plunge-cutting power in pulpwood or timber. Special 14”, solid alloy- 
steel pinchless bar won’t kick or bind, Priced from $370.00.* (4) New 
GL-7R—7 hp, gear drive for power that won't stall in toughest, big- 
timber production cutting. Bar capacity to 42”. Priced from $320.00.* 
MAIL COUPON for complete specifications, discount schedules and 
names of wholesalers in your area, 


Remington 


Remington Arms Company, Inc., Bridgeport 2, Conn. 
IN CANADA: Remington Arms Company of Canada, Limited, 36 Queen Elizabeth 





Bivd., Teronto, Ont 





Store 





Address 


City 





Zone... State 





* Recommended retau price. Prices and ape 
ifications aufject to change without notice 


Prices aliightivy higher in Canada 
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Southland Mowers 
gives you2 great lines for ’59 


“ | \¢ 
‘~ 
%}.* 


to BOOM Lawn Mower Sales! 


20 MODELS — ROTARIES, REELS, SELF-PROPELLED, 
18 TO 24 INCH CUTS — TO SELL AS LOW AS $49.95 WITH FULL MARK-UP 


DIXIE Here is the finest power mower GARDEN PRIDE Garden Pride Mowers — 


surefire sales getters — 
look and operate like 


money can buy. High horse- 


prestige builder quality—economy 


power engines, mounted on dur- 
able cast aluminum bases, give Dixie plenty of zip much more expensive mowers. All Garden Prides are 
and go. Offer your customers Dixie and you are offer- sturdily designed to match quality with the best. Yet, all 
ing them prestige . . . you are offering them the are priced to please even the most thrifty customer. Gar- 
“Cadillac” of the power mower field! den Pride will quickly become your quality price leader. 


Dealers throughout the country are now learning 

“Scand - N - Sez g Natra- . ° ’ 

cect ==: what Southerners have long known: There’s no 

Grip handles are offered 9 7) 3g gs < 

on most models. Enables ~~ PR" RR greater line of mowers anywhere than 

you tO operate mower a : Pape . ' " a . . ' 

from start 00 fanish while Te cs Southland’s DIXIE and GARDEN PRIDE! 

standing comfortably. Ni . , s as ; ‘ , 
Southland’s DIXIE line is your prestige builder, 
while GARDEN PRIDE offers your customers 


the 5-&- Dusit taccnm at true quality at economical prices. 
cutting height adjustment . ~ ’ 
offers minimum operating | ; 
effort. Optional equip- § . 
oe ooo must” TERPS) cuir THIS COUPON _NOW FOR GREATER PROFITS! 
| SOUTHLAND MOWER COMPANY, SELMA, ALA. | 


Gentlemen: 


Dixie's patented safety & % : Please send me complete material including price list on DIXIE 
blade adapter acts as a @ = and GARDEN PRIDE Mowers. 


slip clutch and prevents a -_ | . 
the blade from coming 
off regardless of what it & ae Address . | 
may hit. : < City State | 

4 
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Individually labeled balls 


ALL-PURPOSE COTTON 


SEINE — 


ART. 533 _. 


AVAILABLE IN A VARIETY 
OF PLYS AND PUT-UPS 


4 | /( (Je SEINE CORD 
1 ib. skeins-6 thru 72 ply ass ff qé 18 PLY 
Put-up in 5S Ib. pkgs. ‘, | fg it 8 OZ. - 440 FEET 


2 oz. balis-—6 thru 24 ply 
Put-up in 5 ib. pkgs. 


4 oz. balis-6 thru 48 ply 
Put-up in S Ib. pkgs, 


8 oz. balis-6 thru 72 ply 
Put-up in S Ib. pkgs. 


1 Ib. balis-18 thru 72 ply 
Sold in bulk 


only pauls SEINE CORD 


is labeled for you and 


your customers identification 


Each ball labeled as to weight, ply, feet per ball. 


Put your confidence in | 
the QUALITY LINE... 


Viny! Weather Stripping Starter Rope 
Wood Giue Jump Rope 
Braided Nyion Line Mop Heads 
Seine Twines Wrapping Twines 
Seine Cords Kitchen Lines 
Trot Lines Express Twines — Orders of $75.00 or more, freight 
Staging Chalk Lines prepaid. Orders of less than $30.00 
Venetian Biind Cord Fiabe Post ey f. o. b. Mill, Lawndale, N. C., Van Nuys, 
Sash Cords x hed india Twines : ; 
Clothes Lines Piastic Clothes Lines a aang oe a —— 
Mason Lines Jute Twine r Waynetown, Ind. Orders of $30.00 to 
Fishing Lines Nylon Casting Lines $75.00, freight allowed to $1.00 per cwt. 
Freight prepaid does not include extra 
charges incurred outside carrier's 
regular zone of delivery. 


corseusneo ors Gleveland Mills Company LAWNDALE, 1. ©. 


14346 Bessemer St., Van Nuys, Cal. «+ Marietta Minn. + 3104 Gaston Ave 


Dallas 26. aS ° VV ; iy! ePtown ing 
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When he appears in major farm magazines 
u sell more\EUA ALUMINUM grain scoops! 


SHOVE DAIRY 
RICE OVELS 
MINUM BBRADES 


. , 4 JOA cM s 6 
Because he’s using the famous “alum- | AL ADS IN 
| 5 


inum scoop with the blue handle” that 
farmers ask for. It’s a third lighter 
than steel, the grip really fits the hand, 
and it does more work with less work. 
Advertised in Successful Farming and 
Farm Journal. Better order now! 


MONTHS 


y & 


\\ The Wood Shovel & Tool Co., Piqua, Ohio 
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NEW Green, Spot Aluminum Lawn Edging 
DY SCOVILL gives you an edge on profits 


ALUMINUM 
LAWN 
EDGING 


- 
Oe eel 
rReoDpur 


COMPLETE LINE OF 6 DIFFERENT: SIZES 


4”x 13’ 4” x 24’ 4” x 30’ 





ALUMINUM 
LAWN 
EDGING 


A GREEN SPOT 


Keeps grease 
fiom spreading 





IN HANDSOME ‘WRAP-AROUND PACKAGES 


4” x 40’ 6° xs’ 8” x 30’ 


Priced so you get a full 40% profit! With Aluminum Lawn Edging by Scovill you can cash in on one of the fastest-growing markets 
in the garden supply field. Start by stacking coils as a mass display—and let the colorful wrappers serve as an in-store traffic 


stopper. They practically sell themselves! 


MADE OF SCOVILL TRUSPEC ALUMINUM 
FOR A WIDE VARIETY OF USES 


Aluminum Lawn Edging by Scovill won’t rust! These continuous 
coils of heavy gauge metal have narrow corrugations for extra 
strength — smooth rolled edges for extra safety —and can easily 
be cut with shears. Scovill Edging is ideal for use around gar- 
dens, walks and trees—and along fences, hedges and driveways. 
It keeps grass from spreading into cultivated areas and saves 
hours of gardening toil. 


aves work 
gardening 
eCasiel from spreading 


TWO PROMOTIONAL “SAMPLERS” AT LOW, 
LOW PRICES FOR VOLUME SELLING NOW 
AND REPEAT SALES LATER 


Scovill’s complete line of Aluminum Lawn Edging includes two 
special sizes that are priced to sell fast— and in volume! They 
are the 4” x 30’ and 4” x 13’ sizes. Suggest to your customers 
that they try the 4” x 13’ “Sampler” size around trees or small 
gardens. It’s a sure way to get repeat sales on full length coils 
later on! See your wholesaler or Scovill salesman for details on 
Aluminum Lawn Edging now! 


by SCOVILL 


SCOVILL Manufacturing Company, 
Waterbury, Conn. 
oes ailkKs, Makers of fel -laa SPOT Sprinklers 
* and Watering Accessories 
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PRODUCTS FOR 1959 





Inflated plastic products 
with an air of quality 





See the complete 

line at the NSGA show. 
Room 743 Morrison Hotel, 
Chicago - Feb. 1-5, 1959 


New I-Beam Construc- 
tion available in 

both regular and 
pillow-type air 
mattresses. 

Exclusive design 
greatly extends 
service life. 





GENERAL 


New camouflage 
pattern in brown and 
yellow added to 
popular line of 
DAPCO inflated 2-man 
boats. Ideal for 
hunters, etc. 





Pcasrvics 


eon 
© @vee Corer 


New “Carnival” rigid 
pools with the exclu- 
sive DAPCO design of 
alternating gores of 
contrasting colors. 
Supported by wire 
frame galvanized 
after welding and 
vinyl coated. 





TRI-DIMENSIONAL 


KIDDIE PATTERN 


: , te 
a me s ae 
* ace RE Te Lf 
ss ee 


Write or wire today for information and new 1959 Catalog showing the complete line. 


.. : 
MEiiiiias | 6f 


DAVIS PRODUCTS, INC. 


7765 Lemona Avenue, Van Nuys, California * P.O. Box 3427 
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New Kiddie Beach 
Pattern available in 
2 or 3-ring wading 
pools. A wide variety 
of colors, decorated 
sides and bottoms 
also available. 


New embossed pat- 
terns plus a wide 
choice of beautiful new 
colors give the 
DAPCO line outstand- 
ing customer appeal. 


NEW FACTORY 


OTTi amas meelOm0l0l0Mt 1c MRA GUE li a@molslalelidlelal-leMRr [oaiela’, 
and offices in Van Nuys, California, gives us 
calm olgelelelondlelamot. ler leha miem-s de)-lalemel i aielt taalell 
tion for the first time in years. It will pay you 
to investigate the profit potential from stock 
ing and selling DAPCO, the country’s leading 
FlaleMmasleh i @melels’ o)( 30M lial Mel ME lslil hele) -MmellLaals 
el aeleleions. 


MANUFACTURERS OF: Air mattresses, beach 
and pool toys, inflatable wading pools, rigid 
pools, surf mats, i:.Jated 2-man boats, and the 
AWARD line of vinyl swimming pool liners 
and covers. 
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22” Self-Propelled 
3 Speed & Safety Clutch 
No. 205-0 


a 
A) 


21” Reel Type 
No. 105-0 


18” Reel 
Hand Mower 
No. 101-0 


18” Rotary 
Direct Drive 
No. 202-0 


21” Rotary 
Direct Drive 
No. 206 





e 


UNIQUE 
YARD-MAN 
ORDER FORM 
Balances delivery with 


sales... assures uniform 
‘year-long’ profit margin. 











21” Rotary 
Safety Clutch 


21” Self-Propelled 
Direct Drive 
No. 203-0 
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1958 
Silver Anniversary 


of the 


DY AS 


y POWER NMNOWERS 
Introduce a new standard for... 


D LA L E R PRO FITS Yard-Man Charter Factory Dealers will enjoy big dis- 
counts and real factory benefits. There’s a revolutionary 


order system to protect you against overstocking. There’s a down-to-earth, 
dealer designed merchandising-advertising program to help you sell. 

As a Charter Dealer, you’ll enjoy selling a new, trouble free line of power 
mowers made by one of the oldest and largest mower manufacturers in the 
nation. Yard-Man Mowers are loaded with exclusive features and priced to 
sell in any competitive market. 


H A 7 PY C l} STO Vi ERS Since the original “SILENT YARD-MAN” was 
introduced 25 years ago, folks have enjoyed the 


easy going, easy rolling, trouble free performance of Yard-Man Mowers. 
They like the way Yard-Man Power Mowers are balanced to float over the 
lawn, the safe design, the rugged construction. 


EXCLUSIVE YARD-MAN FEATURES 


® Convenient, simple control panel ® Selective Speed Control ® Foot operated 
Safety Blade Clutch @ Bridge type Unitized Housing @ Finger Tip Height Adjustment 
® |nsta-control Handle—Raise to Start, Lower to Stop 
YARD-MAN, Inc. ® 1410 W. Ganson St. @ Jackson, Mich. 


24” Riding Rotary 
4 Wheel — Deluxe 
No. 301-0 


21” Self-Propelled 
3 Speed & Safety Clutch 
No. 201-0 





22” Rotary | + ‘ld 24” Riding Rotary ° 
Safety Clutch 4 Wheel — Standard Write today for 


No. 204-0 No. 300-0 free dealer booklet. 
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Yes, Im a Jalware Dealer because 


“top quality ware is 
easy to sell” 


You get fast turnover with Jalware, the complete 
line with extra eye appeal. Every item is priced to 
sell, built to last longer. Completeness of the J&L 
line simplifies inventory, ordering and stocking. 
Over 260 leading jobbers across the country pro- 
vide fast, dependable delivery. For extra profit, 
order Jalware today from your local jobber. Or 
write direct to Jones & Laughlin Steel Corporation, 
405 Lexington Avenue, New York 17, New York. 


“THE SUBURBAN” 
GARBAGE CAN 


The cans are built to 
hold up under rugged 
treatment... look good 
for years. New cover 
design wards off heavy 
blows, has streamlined, 
clean appearance, 
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Your packages go anywhere Greyhound goes... and 
Greyhound goes over a million miles a day! That 
means faster, more direct service to more areas, 
including many, many places not reached by other 
public transportation. 

What's ‘more, Greyhound Package Express offers 
this service seven days a week... twenty-four hours 
a day... even on week-ends and holidays! Packages 
get the same care and consideration as Greyhound 
passengers...riding on dependable Greyhound buses 
on their regular runs. And you can specify C.O.D., 
Collect, or Prepaid. 

So remember—anything from bits to barbed wire 
can be sent Greyhound Package Express. 

Call your nearest Greyhound bus station or write to 
Greyhound, Dept. L1, 5600 Jarvis Ave., Chicago, Ill. 
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Don't /et 
customers worry 
youa bit’ with 
demands for out 
of stock items. 
Get ‘em fast... 


IT’S THERE IN HOURS... 
AND COSTS YOU LESS! 


MAIL COUPON TODAY! 


The Greyhound Corporation 
Dept. PE LI 

5600 Jarvis Ave 

Chicago 48, Illinois 


Please send me complete information on 
how Greyhound Package Express can help 
solve my shipping problems 


Name 
Title 
Firm Name 


Address 


Telephone No. 
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Better made...better selling...hardware of Du Pont Z2YTEL® 


NYLON RESINS 


Pe iN me le ee 
Bee: Ca Pg nrsanendiras 

HANDLES of Du Pont Zytet nylon _ tually unbreakable, these handles with 
PICNIC JUG — Foldaway spigot swings out of the way resin on this new kitchen tool set are _—no rivets, are designed to fit the hand 
smoothly. Made of ZyYTEL, spigot comes in colors, is custom-colored and fitted beautifully —_ perfectly.(By Maynard Manufacturing 
heat-resistant, can take hard knocks. (Spigot molded for to highly polished stainless steel. Vir- Co., Glendale, California.) 
Poloron Products, Inc., New Rochelle, New York.) 


4 
- ~ 

Fteg %¢ 
el) es ee 


s 


A 
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DRAPERY HOOK designed to replace 

conventional hooks, used to attach Merah : 
drapes to traverse rods. Molded of ">" oi” 
ZytTeL, hooks are flexible and tough, FISH SCALER is inserted in the chuck of an 
easily sewn in place. Do not have to be electric drill. The rugged tool scales hun- 
removed from draperies for dryclean- dreds of fish without a sign of wear. ZYTEL 
ing, washing or pressing. (Molded by won'tcorrodeincontact with brine. (Molded 
United Plastics Industries, Vassar, Mich., by Berea Plastics Co., Berea, Ohio, for 
for Morris Sklare & Co., Detroit, Mich.) Jaco Mfg. Co., Cleveland, Ohio.) 


ZvT&L nylon resins permit more effective designs and more 

rapid production. The result: better products at less cost. 

BLOCKS of ZyTEL prove their high strength under heavy These are important ways in which ZYTEL can help you turn 
loads, need little or no lubrication. Shells and sheaves of 


| over a greater volume of goods and increase your profits. 
ZYTEL are up to 69% lighter than those made with con- 8 g y Pp 


ventional materials. (Molded by Danielson Mfg. Co., Parts and products made of ZyTEL are both good-looking 


Danielson, Conn., for Boston & Lockport Block Co., Inc., and durable. ZyYTEL has high abrasion resistance, high strength, 
East Boston, Mass.) 


and can take powerful shock, vibration and impact. Yet 
ZYTEL is a lightweight plastic. Look for ZYTEL in plumbing 
and electrical supplies, as well as in tools. It pays to know it 
and to show it to your customers. 
For more information on Du Pont ZyTEL nylon resins 
write to: E. I. du Pont de Nemours & Co. (Inc.), Polychemi- 
MOTE cals Dept., Room Z-19-1, Du Pont Bldg., Wilmington 98, Del. 


BETTER THINGS FOR BETTER LIVING... THROUGH CHEMISTRY in Canada: Du Pont of Canada Limited, P.O. Box 660, Montreal, Quebec 
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Does your store need a’ face-lifting” ? 








STORE FRONT 
FORWARD with praiuate er 
PrvTASuURSH PLATE GAGE 


' 
rE 
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Naturally your regular customers 
know your store and the fine service it 
otters. But what about the casual shop- 
per, the tourist, or the newcomer in 
town: A pleasing new “face tor your 
Store could be just what s needed CO al- 
tract their attention... and their business. 

A Pittsburgh Open-Vision Store 
Front can vive a real litt CO the looks 
of your establishment— whether you re 
building or remodeling. It can help you 
display your mer handise to advantage 


by viving people an inviting view of the 


Pittsburgh Plate Glass 
Room 9121, 632 Fort Duquesne Blvd 
Pittsburgh 22, Pennsylvania 


PUT Youn BEST 














sales Hoor from the street. It's the open, 
triendly way to say, “Come in—see 
W hat we have to ofter . 

Pittsburgh Plate Glass Company 
makes a variety of products designed 
for use in new or remodeled fronts. lo 
learn more about what a Pittsburgh 
Open-Vision Store Front can do to 
build your business, send in the coupon 
below We'll send you the complete 
story in an informative booklet, “Put 
Your Best Store Front Forward. There 


is no obligation 


Company 


Piease send me a FREE copy of your store front booklet, 


Put Your Best Store Front Forward 


comPrany 


Name 


Address 


Paints - Glass Chemicals 


PITTSBURGH 


Brushes 


- £65 8 


Plastics Fiber Glass 


i ae ee COMPANY 


In Canada: Canadian Pittsburgh Industries Limited 





Good bolts for your customers 
_.. plus the variety they want 


Py 


When you sell the Bethlehem line of headed and threaded 
products, you’re sure to meet the varied needs of your 
customers. Bethlehem fasteners come in such a wide 
range of types, diameters, and lengths. 

Bethlehem bolts are the dependable kind. With their 
well-formed heads, strong shanks, and smooth-fitting 
threads, they have the quality that keeps customers 
coming back for more. Stock Bethlehem fasteners now. 


NEW BOLT CARTON 


Bethlehem’s bolt carton is now being made from a 
heavier grade of stock. The carton resists hard han- 
dling, holds its shape, doesn’t show dirt. New, easy- 
to-read, red and white label quickly identifies the 
contents, even on out-of-the-way shelves. 





BETHLEHEM STEEL COMPANY, BETHLEHEM, PA. 
On the Pacific Coast Bethlehem products are sold by Bethlehem Pacific Coast 
Steel Corporation. Export Distributor: Bethlehem Steel Export Corporation 


ee pee 


wo 6BETHLEHEM STEEL 
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JambUp : 


WEATHER ship == 


This complete package unit means EXTRUDED ALUMINUM & DURABLE VINYL 
AVAILABLE IN easier handling for you .. . easier in- Made of sturdy, extruded alumi- 
STAINLESS STEEL Stallation for your customers. M-D num and tough, durable vinyl. Per- 
Numetal door sets are available with fect for wood or metal doors. 
OR BRONZE regular door bottoms or with any M-D Comes completely packaged with 
threshold. necessary strip, , screws and 

instructions. 








Extruded Aluminum 


THRESHOLDS with Vinyl insert 





WEATHER STRIP 


Fast-selling because it’s so easy to put 
on. This is the “original” coil metal 
and wool felt weather strip. Each 18 ft. | 
in geen Rng! wy Patt This beautiful vinyl-type threshold is available in either 
12 rolls. Alacrome or Anodized Albras finish. Albras is a perma- 
nent anodized color that will never tarnish — never 


Wu-GARD Automatic needs polishing. Available 3%° wide by %” or 1%° 
DOOR BOTTOM — —ChIKING & 


Here’s the perfect automatic door bot- 

tom and draft eliminator for ALL doors. ‘GLAZING COMPOUND 

Smartly designed with silvery-satin fin- ACHLAMMURG DUNCAN CO Na (ALK 

ish—will not rust or tarnish. Furnished World’s best calking compound Mie (ALK 

in standard lengths—28”, a 36", 42” available in loads, with or without CALKING 
d 48” nozzle...hand squeeze tubes...or C 5 

at a , pt., at. and gal. cans. Also Ompoun 


5-g¢ - and 55-gal. drums, gun or 
knife grade. 


MNu-Glaze 


You can use and recommend this 
glazing compound with complete 
confidence that it always ‘stays 
put.”’ Packed in ‘2 pt., pt., and at. 
cans, 25 lb., 50 Ib., 100 ib, 880 lb. 
drums. 














UP automatically DOWN snugly 
to clear carpet against floor te 
easily when door seal out drafts 


opens. when door closes. 











DOOR oo & DRIP CP 


A. Made of extra thick 
wool felt and heavy gauge 
stainless steel, brass or 
aluminum, Standard 
lengths. Packed 1 doz, 
same length to carton. 


B. Extruded aluminum and felt door C. Extruded heavy duty drip cap—in iff: LY ¢ 
bottom—in natural or anodized finishes. natural finish of anodized finishes. 
MACKLANBURG 
evmcan oo 
MACKLANBURG-DUNCAN CO. 


BOX 1197 * o) 40\ + (0),,V Web An ee) 40\-(0)\,7\ | SINCE 1920 

















HICKORY HANDLES 


Mean Better Garden Tools 
...and only Gardex has them! 


LS PIF PITTI SPIT 
LOOVTISTTS 
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Free tools pay for this display 


Only Gardex gives you the selling-appeal of hickory handles. The 
game choice hickory used in fine axes and sledges. Sturdy, shock- 
resistant handles of “‘axe-quality’’ hickory look better, feel better 
and sell more garden tools . .. And only Gardex has them! 

But that’s not all! Gardex—originator of the most imitated 
garden tool merchandising program in the industry—also gives you 
the famous GARDEN-diser Merchandising Rack. Takes only 31” x 
48” floor space. Holds over 12 dozen tools. All-steel construction. 
Easy-rolling wheels. Tools and display are factory packed—arrive 
unscratched, unmarred and factory new. Shipped freight prepaid 
on the generous Gardex FREE TOOL PLAN. 

Better see your Gardex jobber...or write us direct for more 
facts now! 


48 
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501 N. Carroll 
Michigan City 1, Indiana 


Designed, Built and Priced for 
the Home Gardener... and 
UNCONDITIONALLY GUARANTEED! 


Write today for new 1959 
Garden Tool Catalog. 
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wholesalers! 


‘gat-letalial= 
bolts 


carriage = 
bolts = 
—— | 


lag bolts 


cap screws 


ro} al—me)gel[—)q 
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faat-ledalial— 
screws 


F-Teleliate! 
screws 


stove bolts 
| | 


for every screw and bolt 


Tale et-tiae-t 
eee hardware dealers handle 


every n . . 
ery need Cut down time-consuming, costly paper work and reduce in- 


ventory problems by turning to Pittsburgh-Gary for all your 
screw and bolt requirements. 


In addition to the full line of bolts and nuts which 

Pittsburgh-Gary has offered for many years, you can now get 

screws in all materials and sizes—for Southington Hardware 

is now a division of Pittsburgh Screw and Bolt Corporation. 

If dealers in your territory have a demand for something 

outside the usual hardware trade line, we can supply that, too, 

DEALERS for Pittsburgh-Gary manufactures America’s most complete 
fuk yout viiieales a0 wits us tar line of industrial fasteners. 

information about our special offer 


on fast-selling, high-profit, zinc-plated, W rite for catalog! 
rust-resistant, or hot-dipped galvanized 

bolts—with a bright red traffic-build- 

ing display case. Sold only through 

wholesalers. 


PITTSBURGH SCREW aa BOLT CORPORATION 
P. 0. Box 1708, Pittsburgh 30, Pa. 


GARY SCREW AND BOLT DIVISION 
Chicago, Ill. 


SOUTHINGTON HARDWARE DIVISION 


Southington, Conn. 


AMERICAN EQUIPMENT DIVISION 
P. 0. Box 69, Norristown, Pa. 
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EXTRA 


“HOME IMPROVEMEN 


SALES [iad 


for you with RELOKIT | 


GIVES OLD DOORS A NEW LOOK 
NEW QUICK TURNOVER, HIGH PROFIT ITEM for tapping the 

tremendous remodeling market. It’s the ILCO Relokit conversion — ee , gp scp te he 
set, designed for use on doors equipped with unsightly or worn- COMPLET MISHES 
out mortise locks. Each set consists of a pair of attractive es- LETE INSTRUCTIONS INSIDE 
cutcheons, lock front reinforcing and finishing plates, a strike 

and all necessary screws. 


FOR INTERIOR OR EXTERIOR DOORS — Trim plates avail- 
able in two sizes: 10” x 3!” for exterior doors; 7'4” x 3%” for 
interior doors. Available in bright Brass, dull bronze, bright 
chrome and dull chrome; also split finishes for bathrooms. 


BIG POTENTIAL — More than 30,000,000 homes are over 25 
years old — conservatively 300,000,000 doors that are potential 
Relokit installations. Related items — paint, brushes, cylindrical 
locksets increase the sale — and profits. 


EASY TO INSTALL FREE 


DISPLAY 
catches the eye and 
tells the story at 
a glance — packs 
maximum sell into 
minimum space. 
Packaging is color- 
ful, attractive. 
Display and mount 

oe are yours FREE 
ILCO RELOKIT is an ideal item for do-it-yourselfers. Merely uring limited in- 
remove the old lockset and bore for the new cylindrical lock. | tToductory period. 
RELOKIT plates cover all old holes and blemishes. An ILCO You pay only for 
QUICK BORING TOOL makes boring easy, quick and accurate. the hardware. 


Lor| Full details from your jobber or write direct to us. Stock up now 
and let ILCO RELOKIT increase your sales and profits. 











INDEPENDENT LOCK COMPANY 


W Fitchburg, Massachusetts 
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Now You Can Get 26 Weeks 
of News Like This for only *2° 


Here’s your opportunity to try the news magazine 
which 1,000,000 readers are finding so useful 


NOW YOU CAN GET U. S. NEWS & WORLD REPORT for about 
ten cents an issue. 


You can get all the news you look for in a news 
magazine — plus the"extras" which make this magazine the 
most quoted, most useful news publication in America. 


This special offer will give you an opportunity to 
see how U. S. NEWS & WORLD REPORT keeps its more than 
1,000,000 readers up-to-the-minute on the news of what's 
happening, and at the same time enriches their thinking, 
planning, and conversation. 


If you do not decide that it can do the same for you, 
this trial will cost you nothing. 


U. S. NEWS & WORLD REPORT has become the nation's 


fastest growing news magazine. Why? What's so different 
about it? 


Perhaps it's because the editors not only report 
everything you expect to find in a news magazine, but they 
go further and seek to answer the questions raised in your 
mind: “What does the news mean tome? My work? My family? 
What caused it? Where is it leading?" 


Here is a new dimension of news reporting, combining 
breadth of coverage with unusual depth of exploration 
and understanding. Here are just a few of the subjects in 
which readers have been briefed in recent weeks: 


What's Ahead for Business Now 

How To Save on Your '58 Taxes 

What Experts Say About Investing in Today's 

Encouraging News for Heart Patients 

What the New Congress Will Do to You and for You 

Campaign for 1960 Starts -- with Both Parties Split 

Providing for Your Family's Future: What Fathers Should Know 

Next Big Tests for School Integration 

Are Strikes Delaying the Business Upturn? 

. How to Protect Yourself Against Inflation 
In Britain -- a Comeback for "Conservatives" 
Nixon's New Role 
Halting H-Bomb Tests: What's 
Farewell to Passenger Trains? 
War Dangers in the Middle East 
New Federal Aids for Small Businessmen 
A Billion People in U.S.? The Coming Population Explosion 
Is This a Good Year to Buy a House? 
Jet Planes for the Airlines...Where & When You Can Fly 
Analyzing Investments of Officials in Their Firms' Stock 
4 Billions for Roads -- Big Boost for Business in '59 
How Ike Will Deal with Democratic Majorities in Congress 
U.S. Space Program: First the Moon, Then Mars & Venus 
When Public Schools Close: Report From 4 Southern Cities 
All About Current Tax Rules on Expense Accounts 
Double-Barrelled Medical Advance for Arthritis Sufferers 
"Hate Bombings": What's Being Done to Stop Them? 
Who Gets the 6.2 Billions for Military Research? 
Where the Big Investors Are Putting Their Money 
Big Consumer Spending: Paving the Way for Recovery 
Can Your Child Get 4 Federal Loan for a College Education? 
Nasser-Khrushchev: "Partnership" That Spells Trouble 
Timetable for Recovery, Industry by Industry 
What U.S. Has Learned from Satellites in Space 
How To Make 5% on Your Money 
Your Food Bill in the Months Ahead 

. De Gaulle's Blueprint for a Stronger France 
Is a National Sales Tax Coming? 
2 Million More Jobs: Effect on 
New Trouble for the U.S. in Argentina 
"United Front": Newest Way to Fight Strikes 

. Behind Red China's “Hate America" Drive 
U.S. Schools -- Getting Tougher and Better 
New Ways to Save on Business Taxes 

. What Opening of St. Lawrence Seaway Means 

. Soon from Detroit -- Smaller, Cheaper Cars 
Profits: New Records in Prospect for 1959 
New Ways to Get Protection from Insurance 
If You Want to Live to a Ripe old Age -- 
Full Report on Alaska 

. How to Handle Your Money Now 

Credit Cards: What's Good and Bad About Them 

Nasser's Next Move -- Closing the Ring Around Israel? 

5 Years of Integration...Report on Washington Schools 


Market 


OOnNoa Lane 


at Stake 


"59 
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Political Hopefuls for the 1960 Presidential Race 
Latest Rules for Calling Military Reservists 
How Well Prepared for War Is the U.S.? 
. Khrushchev's Game in East Germany 
. The Big Increase in Federal Spending...Who's Responsible? 
. Stock Vs. Bond Yields: How They Now Compare 
. How Well Are the '59 Cars Selling? 
. Where to Get the Most for the Dollars You Spend 
. Polluted Air in Our Cities: A Cause of Cancer, Heart Disease? 
If You're Planning to Borrow Money -- 
. What Husbands & Wives Should Know About Family Finances 
. Today's War: How Reds Stir Trouble in 72 Countries 
. Best Job Opportunities for College Graduates 


Every issue of U. S. NEWS & WORLD REPORT brings you 
news like this -- news you can use, news you didn't know 
and can't get anywhere else. Interviews with famous 
news-makers in the fields of politics, government, foreign 
affairs, labor, science, industry, health. Not one, but 
five newsletters (which many subscribers consider to be 
alone worth more than the magazine's cost). Special reports 
based on weeks or months of study by experts. Historic 
speeches, press conferences, and other important documents 
of our time printed in full. Many picture-charts and other 
visual techniques for summarizing valuable facts quickly. 











You get nearly twice as many pages of news as in other 
news magazines. And it's all "meat" -- all important, 
essential, information that is of usable value to anyone 
occupying your position in life. 


Why not try it? This special (about 10¢ per issue) 
offer will enable you to discover how much this new kind of 
magazine can help you in your daily business and personal 
life. You'll realize why each weekly issue is looked 
forward to by executives, legislators, merchants, 
educators, lawyers, and other key decision-makers. 





And your Trial Subscription won't cost you a penny 
unless it convinces you that this is more than a news 
magazine -- that it's really a new kind of information 
service you can hardly afford to be without. 


SEND NO MONEY 
Just Mail Coupon -- We'll Bill You Later 
for Trial Subscription Price of $2.67 











Simply mail the coupon. It will bring you the next 26 
weekly issues of U. S. NEWS & WORLD REPORT for the Trial 
Subscription price of only $2.67 (a substantial saving). 
And your money will be cheerfully refunded at any time 
during your Trial Subscription that the magazine does not 
live up to your highest expectations. 


Thus you have nothing to lose by mailing the coupon -- 
and we sincerely believe you have a great deal to gain. But 
do mail the Trial Subscription coupon NOW — every issue you 

miss may be costing you more than you realize. 
U.S. NEWS & WORLD REPORT, Washington 7, D.C. 





7 fe eee le 
| u. Ss. NEWS & WORLD REPORT 
1308-70 24th St., N. W., Washington 7, D.C. 


I want to find out whether your magazine can be as useful as you 
say. Please send it each week for the next 26 weeks. You may send 
me a bill later for the trial subscription price of $2.67 (a sub- 
stantial saving ) 

It is understood that my $2.67 will be refunded in full at any time 
during this trial subscription if I find the magazine does not fully 
live up to my expectations 


C185 w 
MERE 


PLEASE PRINT PLAINLY) 


Address 


City Zone State 
FOUR ADDITIONAL ISSUES AT NO EXTRA CHARGE Check here if 
you are enclosing your check for $2.67 WITH this coupon. This will 
save us considerable clerical and bookkeeping expense and we'll pass this 
saving on to you by sending you 4 additional issues, making it 30 issues 
instead of 26. The same money-back privilege mentioned above will apply. 
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REMARKABLE em 
RIGID PLASTIC PIPE! 


* Higher Tensile Strength 
* Higher Heat Resistance 


Olt rast 


GAS UNES 


POTABLE WATER 


MADE OF 


ViGiaes 








ABS TYPE Il 


Thermoplastic Resin 


Se. INSP 


—— > 
(NSF APPROVED) =a — 
SPRINKLING SYSTEMS > _- <= 


New Thermoplastic Resin from BORG- WARNER 


Now there are two types of ABS rigid 


heat resistance and other important ad- 
plastic pipe made of Cycolac, the tough 


vantages over metal. Among these are 


thermoplastic. The original Borg-Warner 
Cycolac L ABS Type I resin has already 
proved its worth in scores of applications 


light weight, ease of installation and pro- 
tection against corrosion. 


To users of pipe, Cyclolac C offers 


from coast to coast. 
The new Cycolac C ABS Type II resin 
offers increased tensile strength, greater 


superior service over a greater range of 
temperatures with increased chemical 
resistance. 


WRITE FOR NAME OF YOUR NEAREST CYCOLAC EXTRUDER 





PACESETTER IN 
“Marbon 
CHEMICAL 


SYNTHETIC RESINS 


DIVISION of BORG-WARNER 


WASHINGTON, W. VA. @ GARY, INDIANA 


also represented by: 


WEST COAST: Harwick Standard Chemical Co., Los Angeles, Cal. 
CANADA: Dillons Chemical Co. Lid., Montreal & Toronto 
EXPORT: British Anchor Chemical Corp., New York 
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The SPINNING REEL everybody 
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NEW 


TRUE TEMPER. 
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When we field-tested the new ‘“‘330” fresh-water e light weight, perfect balance 
spinning reel, we asked dealers and fishermen who ® automatic full bail 

had fished with it to price it—based on its per- 
formance. Some went as high as $27.50. The 
lowest was $17.50. 


e smooth, front-adjusting multiple drag 

e anti-reverse and audible click 

e easy spool change; removable handle 
Nobody guessed low enough: $12.95. @ convenient hook and line keeper 

Think what YOU can do with a value like this! e cross-wind, oscillating spool 

A reel that will outperform other spinning reels e hardened stainless-steel line roller 

costing twice as much. ® capacity 150 yds. 6# monofilament 

True Temper’s ‘‘330’’ Dynaspin IS a wonderfully News of this BASIC reel is spreading fast, and 
simple reel. It’s a standout under actual fishing fishermen are starting to ask for it. Order from your 
conditions — with all the features fishermen want: wholesaler now. True Temper, Cleveland 15, O. 


Ty | 
; ., AMERICAN TACKLE DIVISION 
RUE EM PER. 1 Your basic line — your money line 
<7 
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SELLING-—and FAST! 
Cash in now on new Ridjid ‘SpREDWING 


Just turn handle... 
... table “spreads wings” for 
ideal flatwork ironing surface! 


~ os oo ‘3 
ae ee = 


a 


ag 


~~ rN. 
Now, TWO Aid@iid Knee Koom ironing 
tables in ONE...(1) tapered table for 
ironing clothes, and (2) “‘squared-off’’ 
table for ironing flatwork! 


Patents 


= . applied for 
It happened when Rid-Jid first introduced an adjustable 


height table. It happened when Rid-Jid introduced ," : = ga mest 
Knee Room design. And now it’s happening again with 
Rid-Jid’s newest exclusive—the SpredWing design: 





Women are recognizing this feature as a RidJid ° ironing” f 

most welcome problem-solver...and they’re plus these easy-ironing features: Q Stop-or-go 

taking Rid-Jid SpredWing ironing tables ir yore? al 

off sales floors at a record pace! ¢ = ) : aon -tad 
Cash in now with fast sales of this most wanted ironing Y iin, it-down"_. > fe, fF mobility. 
table in your store ...it’s value-priced for your cus- . 
tomers, yet you get your regular profit margin. i | Po 

atlas . S Ventilated rf =: Selif-leveling 
open-mesh top. HN)" - foot. 12 
Cooler, faster, .S heignt 


Now only SS 1 & 9g LS) drier ironing. adjustments: 
23” to 36°. 


(higher in Canada) 
Backed by powerful advertising in all these national magazines: 
Pad & Cover set, regularly $4.98, now only $3.00 when ® GOOD HOUSEKEEPING ® LADIES’ HOME JOURNAL 


purchased with SpredWing table. (Packed with table for ®BETTER HOMES AND GARDENS @ BRIDE'S 
your convenience.) 


& e ® 
Ridfid SprevWine 2.22205 conem 
Spring Park, Minn. « Reading, Pa. 


For over 80 years creators of convenience in quality household products 
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Melnor dealers because... 





Melnor makes everything under the sun for the garden market! 
~ oe 





i SPECIAL PROMOTIONS FOR EXTRA PROF! 


(see them by turning page). 








Buy,,, these 
: No. 8000 Assortment of Oscillating 
ye Sprinklers with Free Bonus of Three 
mn. — tht 


Revolving Sprinklers! 


SHIPPED IN ASSORTED COLORS 
(2) =525 SWINGIN’ SPRAYS @ 6.50 eact 
(2) =550 SWINGIN’ SPRAYS @ 7.95 each 
rn . (2) =700 SWINGIN’ SPRAYS @ 9.95 each 

>. 

he ) \A/ j c ) fA C »>oc } 

ad ‘2 > (2) 1000 SWINGIN Sf RAY >a Lz I) @a 

~2 — “ SHIPPED IN ASSORTED COLORS 


@7-) me ael-)-1- me oa-1-). FREE BONUS 
\ (1) =800 REVOLVING SPRINKLER @ 1.95 each 1.95 
al , (1) #850 REVOLVING SPRINKLER @ 2.95 each 2.95 
(1) =900 REVOLVING SPRINKLER @ 4.95 each 4.95 
3 zs TOTAL RETAIL VALUE: 84.55* - DEALER COST: 44.82* 
~ DEALER PROFIT 39.73 
ORDER NOW FROM YOUR MELNOR DISTRIBUTOR! LIMITED SUPPLY! 


Two “Early Bird” Sprinkler Specials with 


47% DEALER PROFIT: 


Buy 


No. 8500 Assortment of Revolving these... 


Sprinklers with Free Bonus of Two 
Hose Nozzies! 


(2 800 REVOLVING SPRINKLERS @ 1.95 ea. 3.90 

(2 850 REVOLVING SPRINKLERS @ 2.95 ea. 5.90 

(1) “900 REVOLVING SPRINKLER @ 4.95 ea. 4.95 
FREE BONUS 

2 | 500 S HOSE NOZZLE @ 1.00 eact 2.00 

TOTAL RETAIL VALUE: 16.75* - DEALER COST: 8.85" 


DEALER PROFIT 7.90 
ORDER NOW FROM YOUR MELNOR DISTRIBUTOR! LIMITED SUPPLY! 


Two New Assortments with Free Bonus! 


SEE ’N SELL ACCESSORIES! 


Meinor’s See 'n Sell accessory line in fast-moving, 
self-selling skin-pack display cards. Take your 
ae : pick of two packages: 
se 
pia St nozzle No. 158$—92 individual pieces, including 20 different 
| 7 items, with FREE Wire Display Rack. 


TOTAL RETAIL VALUE: 61.92* 
DEALER COST: 39.21* 
DEALER PROFIT: 22.71 
No. 159 R—Refill Skin-Pack Assortment . 92 individual 
pieces, including 20 different items, with 4 FREE 
Brass Hose Nozzles. 
TOTAL RETAIL VALUE: 61.92* 
DEALER COST: 36.68* 


DEALER PROFIT: 25.24 
ORDER NOW FROM YOUR MELNOR DISTRIBUTOR! LIMITED SUPPLY! 


MELNOR INDUSTRIES, INC., 300 de witt Ave., Brooklyn 36, N.Y. 


Printed in U.S.A. * Prices slightly higher in Canada 
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Power Mower Report 


Selling power mowers in 1959... 


Is the tide changing? 


Will the rash of accidents with rotary mowers change consumer 


buying ideas? The experts think this situation will benefit 


dealers who sell quality mowers. How about trade-ins and the 


importance of service and repairs? Here’s a roundup of the 


mower outlook for 1959, and some proven merchandising ideas 


that you'll need to grow in a strong, but competitive market. 


Prospects are bright for a good lawn mower 
year for dealers who do two basic things: 

@ Demonstrate quality power mowers. 

@ Service what they sell. 

There are many indications that the public 
is becoming aware of the dangers and inade- 
quacies of cheap mowers. The trade is fast be- 
coming more receptive to quality machines. But 
to get more volume you must demonstrate mow- 
ers, and offer what price cutters cannot: Ser- 
vice. 

The big and growing market for lawn mowers 
should be a hardware dealer’s market. It will 
be, when hardware dealers concentrate their 
efforts on profitable, quality mowers. Hardware 
stores cannot compete profitably on a _ price 
basis. 


Hardware stores can show a profit by mer- 
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chandising well made mowers that they can 
service. 

From a public relations standpoint, 1958 was 
the worst year rotary mowers ever had. Better, 
safer rotaries can be made, but, unfortunately, 
safety costs money. 

With the public more cautious in buying ro- 
taries, sales of the “cheapies”’ will suffer. Safety 
has become an important sales point in mer- 
chandising quality mowers. 

Power mower sales reached nearly 3% mil- 
lion units in 1958, ahead of 1957. Rotary mow- 
ers again accounted for 90 percent of sales, ac- 
cording to Harold K. Howe, executive secretary 
of the Lawn Mower Institute. 

How does 1959 look? ‘“‘We expect sales to be 
generally higher again this year,” Mr. Howe 
said. “Our industry showed remarkable strength 


37 








in continuing its upward trend in unit sales, 
when you consider the reduction in volume in 
most appliances and other consumer goods in 
1958.” 

New ideas in mower merchandising will have 
their effect on sales this year. Look for con- 
sumer reaction to: 

@® Factory approved programs for renovating 


used mowers. This is an important step, for 
in 1959 close to 6 out of every 10 new mower 
sales will be to a customer who owns a power 
mower. A vast (2 million this year) replace- 
ment market. 

Typical of how the problem of renovating old 
mowers is attacked was the recent offer to 
some 3000 service stations and 12,000 dealers 





How to get a full profit margin 


Be patient: you can’t compete on price so 


Here is a dealer who bides his time until price-minded 


customers are disenchanted with bargains, then sells 


them on quality and service backed by product knowledge. 


There is no mystery about selling power lawn 
mowers at full profit margin, in spite of stiff 
competition from supermarkets, gasoline sta- 
tions and drug stores, says Boyd Martin, dealer 
at Salt Lake City, Utah. 

“But it isn’t easy, either,” Mr. Martin points 
out. “To succeed in the power mower business 
today you must pass up easy-money $39.95 sales 


Service, quality mow- 
ers, important new fea- 
tures are high points 
of Boyd Martin's (left) 


salesmanship. 


and concentrate on product knowledge, continu- 
ing service, and maintain a big investment in 
branded mowers.” 

Mr. Martin got into the mower business some 
10 years ago. His store measured just 1600 sq 
ft. He lost money, at first. Then, as he learned 
the value of service and of quality mower mer- 

(Continued on page 60) 
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of a factory authorized reconditioning program 
by a major manufacturer. This trade-in and 
reconditioning program covers mowers made 
only by the same manufacturer. 

@ You can expect more emphasis on _instal- 
ment selling of power mowers. Very shortly, 
one major manufacturer will announce backing 
of an instalment program to stimulate dealer 


traffic for quality mowers and accessories. 

Repairs, trade-ins, and !ayaways will each in- 
fluence 1959’s sales. Rotary mowers will con- 
tinue to dominate sales. And riding mowers 
and accessories will continue to be a fast grow- 
ing market. For a further look at important 
merchandising concepts, study the pages that 
follow carefully. 
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Power Mower Report 


wait for second-time customers 


Boyd Martin Co. stands 
alone on a busy high- 
way. Thousands of mo- 
torists daily see the 
signs and glimpse im- 
pressive displays. 





How to get a full profit margin 


Be patient: you can’t compete on price so wait for second-time customers 


chandising, he began to expand. Now Mr. Mar- 
tin has 6000 sq ft under roof. His profit record 
is enviable. 

What is the basic reason for Mr. Martin’s 
success? 

“It’s funny, in a way, that a man will pay 
$3000 to $4000 for a car, five times that for a 
home, $100 for a suit, and expect to buy a power 
mower that will last indefinitely for $39.95,” 
Mr. Martin says. 

“So if you want to know where most of my 
sales come from,” he continues, “let me put it 
this way—lI’m patient. I figure the only way to 
convince many customers that it pays to buy a 
good mower and service is to wait until they 
have bought a mower in a crate that turns out 
to be an unsatisfactory buy. After a short ex- 
perience, especially if repairs and service are in- 
volved, they are ready for me. And I am ready 
for them with about 20 top-brand mowers ser- 
viced and ready to roll off of my sales floor, plus 
a reasonable trade-in policy and service that 
pleases the most demanding customer. 

“T don’t sell mowers in crates. 

“IT don’t cut prices. 

“| don’t seli bargain-priced leaders. 

“IT don’t try to get rich on trades. 

“For example, here are my trade-in averages: 

“Average mower, 1 year old: 40 percent of 
original value in trade. 

“Mowers 2 years old: 30 percent of original 
value. 

“Mowers 3 years old: 20 percent of original 
value. 

“Mowers 4 years old: 10 percent of original 
value. 

“Almost all 5 year old mowers are taken in 
strictly as junk.” 


Some customers need convincing 


Mr. Martin points out that convincing a cus- 
tomer that his mower is junk is touchy. 

“Most customers think you are kidding them 
when you say their mower has to be junked. 
They think you’re out to make a lot of money 
on them,” he says. | 

“When I tell a man I’m going to junk his 
mower, I hand him an axe and walk to the back 
of the store with him. Then I tell him, ‘go ahead, 
smash it.’ This convinces him that I am in 
earnest, and you’d be surprised at the delight 
many men get from taking the ax to unwieldy 
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(Continued ) 


mowers that have caused bruised fingers and 
days of trouble.” 

“We have a system covering rebuilts. It goes 
like this: 

“An average 1 year old mower needs 1}, 
hours of shop work, at $4 an hour, and $6 worth 
of parts. A 10 to 20 percent profit is added to 
these costs, and the trade is ready for resale. 

“For a 2 year old mower, there’s two hours 
of shop work, $8 worth of parts. 

“A 3 year old machine needs 3 hours of shop 
work and $12 worth of parts. 

“A 4 year old mower needs at least 4 hours of 
shop work and $16 worth of parts. 

“Seldom do we bother with a 5 year old 
mower. If we do, it takes $40 worth of labor 
and parts, plus a profit.” 


Highway signs pull traffic for trade-ins 


Where does Mr. Martin get his trade? 

“We've got a big sign outside the store which 
reads: ‘Power equipment for your outdoor 
housekeeping.’ It is read daily by thousands of 
motorists who drive by on Route 91. 

“T believe this slogan stays in the sub- 
conscious mind of many motorists, and will be 
remembered when the person becomes a power 
mower prospect.” 

The Martin store is on the outskirts of Salt 
Lake City. It stands by itself. Yet the store has 
to compete for the same trade that reads the 
$39.95 mower ads run by discounters and bar- 
gain stores. 

Customers who come to Martin’s come on 
purpose. They come because they have heard 
about the service policy of the store, or have 
seen the highway sign, or read Martin’s news- 
paper ads. Few come expecting to find bargains 
in power mowers. 

Because Martin’s lives up to a strict, prompt 
service policy, it has built an invaluable back- 
log of goodwill. 

“The trade around Salt Lake City knows we 
live up to guarantees, that we give fast service 
at reasonable prices. We stick to a regular re- 
pair schedule,” Mr. Martin says. “I post the 
names of customers whose mowers are due to 
be finished on a special bulletin board. The re- 
pair crew knows it has a deadline and usually 
meets it. 

“We employ two full time repair men, and 
two salesmen on straight salary. When we’re in 
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Martin's service shop is big, and has machinery for all types of repairs. 


the thick of the repair season, I have severai 
additional repair men working. My wife, Zola, 
is an expert salesman and a terrific technician 
on power mowers. 

“Mrs. Martin amazes many men who come 
to buy, for she knows a good deal more about 
mowers than the average man. Many buy out 
of sheer amazement that a woman could be so 
well informed. Mrs. Martin also is my head 
bookkeeper. 

‘““My repair men work throughout the year for 
we carry a big backlog of off-season overhauls. 
Our service department takes up a third of the 
building. There are no repairs that we can’t 
handle here. 

“Our customers know this, and they know 
before they enter the store that we sell only top 
brands. They know they’ll pay the regular price, 
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but they are happy because it includes service 
that will sooner or later be important to them,” 
Mr. Martin says. 

It took Mr. and Mrs. Martin at least three 
vears to start making a profit and to learn how 
important it is to sell quality merchandise 
backed by service. 

Since employing this yardstick of store man- 
agement, the Martins had to expand their store 
four times. In an everage year, they sell 500 
mowers, and repair scores more. 

“We'll keep as up to date as possible by at- 
tending all the trade shows, and visiting mower 
dealers for new ideas wherever we travel. We'll 
keep advertising and promoting quality and ser- 
vice, and hope that the discount houses and 
chains keep selling cheap mowers,” Mr. Martin 
Says in summing up his future. 





How a dealer set up 
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Power Mower Report 


a mower trade-in program 


“Let’s swap,” we suggested 


...and customers bought mowers 


by Ed Reynolds 
Handi-Mart Hardware 
Elmira, N. Y. 


If you want to sell more power mowers, and 
you want to start selling them earlier this year, 
here’s a suggestion: Start a trade-in program. 

You’ll be surprised at the reaction a liberal 
trade-in policy brings. 

We went through our first sales season on 
power mowers last year at Handi-Mart Hard- 
ware. None of us had merchandised mowers 
before. The store was in its first year. 

Our lawn mower department was slow. Mow- 
ers Just weren’t moving. We had plenty of cus- 
tomers stop and look, but sales were bad. The 
only thing we could blame it on was the re- 
cession. 

We were getting desperate, for we owned a 
lot of stock. We hit on the idea of trading 
mowers, and decided to promote the plan. After 
we set up a base price structure for trade-ins, 
we announced the plan in the newspaper and 
on radio. 

The basic figure in our calculation for trade- 
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ins was our cost, plus 10 percent. That is, we 
would sell a customer a mower that cost us $50 
for $50 plus 10 percent added ($55 total), and 
take our chances on making a profit on the 
trade-in mower. 

In other words, a customer would give us @ 
fairly good machine, in working order, and for 
a net cost of $55 get a new mower that lists 
for around $80. 

We would clean up the old machine and sell 
it, hoping to get back the margin of profit it 
represented. 

How did we make out? 

Mowers started to move right after we ad- 
vertised our trading plan. We sold mowers 
from then on, even past the grass-cutting season. 

If you’re wondering about the mowers we 
took in trade, we sold them all except one before 
November. We didn’t make up the full profit 
margin on every trade. But we did make up 
for the short profit trades with many that more 
than made up the difference. 

We are going to feature trade-ins. again this 
year, and more successfully so, for now we have 
enough experience to do it with confidence. 
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When Handi-Mart said ‘Let's swap’ in these newspaper ads, there was an instant sales reaction. Ads will be repeated 
this year. 
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Power Mower Report 


Start selling power mowers now 


You can start your 1959 power mower promotion even if it is snowing. 


Here is a program that produces sales now of higher-priced models 


against price competition, and that keeps traffic coming to your store. 


You can get your 1959 power mower promo- 
tion off to an early start, in January and Febru- 
ary, with layaway. 

Why not? 

Many dealers put power tools and expensive 
toys on layaway for an early, profitable start of 
the Christmas season. Layaway can do the same 
job for your power lawn mower section because 
layaway produces: 

@ Pre-season shopping and buying. 

@ Repeat traffic. 

@ A steady flow of cash for discounting bills 
on dating terms. 

Power mowers are just as seasonal as toys, so 
why wait until late spring to begin your promo- 
tion? Many of your competitors will promote 
early. You can go after the power mower mar- 
ket now with a proposition of $10 down, plus $5 
a week. By early spring you will have a backlog 
of customers who have paid in $30 to $50 on a 
quality mower, at full list price. You’ll have 
these customers coming to your store regularly 
to make payments, instead of shopping your 
competition for low-priced mowers. 

Last year a Meadville, Pa., dealer sold 60 
medium-priced mowers in early February in the 
midst of the worst snow in a decade. 

A Paramus, N. J., highway store sold a truck- 
load of $89.95 and $109 rotaries before March 1. 

In most pre-season sales, layway is involved. 
The layaway idea is presented to customers via 
a circular mailing or newspaper ad. The theme 
usually follows this set of ideas: 

@ “Why pay out a lots of cash for the power 
mower you need when spring comes? 

e “Visit Yourtown Hardware today. Put your 


mower selection on layaway. A small deposit 
holds it. 

@ “We'll service your mower and have it ready 
for use on March 1, or anytime you specify. 

@ “Meanwhile, you make a small payment 
each week. By spring your mower will be well 
on its way to being paid for, without denting 
vour budget!” 

Messages of these types mailed to customers 
or run in a newspaper ad build traffic and sales. 

After the worst of winter is over, many dis- 
count and chain stores with whom you compete 
will have full page ads offering bargains in 
mowers. You can beat them to it, while offering 
quality mowers at full list prices. If you do: 

@ You'll get an early indication of best selling 
models. 

@ You'll have traffic exposed to other hard- 
ware lines. 

@ You'll have an early inflow of cash to meet 
your bills. 

@ You’ll have less price resistance on higher 
priced lines. 

@ You’ll have more repeat traffic as customers 
come in to make payments. 

@ You'll get more tie-in sales as the season 
progresses. 

@ You'll build a mailing list for future lay- 
away promotions. 

A newspaper ad helps a lot. This ad, standing 
alone or as part of a larger store ad, should tell 
all about your layaway program: 

(1) How much down. 

(2) How much a week. 

(3) How the mower will be serviced and ready 
in March. 
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LAY- AWAY 
wo. 2072 


Nome__——_ 
address 


Prce___——— 


yo, 2072 


Clerk __—<———_ 


with a layaway plan <r 


(4) How the plan costs nothing extra (“no 
service charges’’). 

(5) How layaways ease the budget. 

(6) Pictures of the mowers you offer on lay- 
away. 


What you need to start a 


layaway program for power mowers ments ore made: 
‘ — 


Cenk — 


——aeg aGa 





As a service to readers HARDWARE AGE has 
designed special materials to start and maintain AR 
your mower layaway program. These materials E YOU SHORT OF CASH? 
have helped hundreds of dealers boost seasonal 
sales. Aboue our 


Everything you’ll need to make up to 100 LAY-A-Way PLAN 


Then ask 


power mower layaway sales comes complete in 
the HARDWARE AGE Layaway Kit. Tres hose: wt cennhy 

This kit is available for fast delivery. It has 
111 pieces, including: 

@ 100 three-part layaway tags, serially num- 
bered in red ink for easy identification. 

@®6 round red and white spinners, punched 
to hang on thin string. A slight breeze in your 
store will swirl them about. Spinners are 
printed on both sides, may be hung for window 
or store trim. 

@5 red and white layaway posters (84x11 
in., red and black) for store or window mount- 
ing. These posters build customer interest by 
explaining the basic idea behind mower lay- 
aways. 

The HARDWARE AGE Layaway Kit costs you 
$2.40, postpaid. 

Of course, all of the items in the kit are avail- 
able separately. Layaway tags (form No. 7) are 
$1.65 per 100. Layaway posters (form No. 8) 
are 5 for 50¢, and layaway spinners cost 50¢ 
for 6. All prices postpaid. 

To order layaway materials, send check or 
money order to: HA Reader Service Dept., 
HARDWARE AGE, Chestnut & 56th Sts., Philadel- 
phia 39, Pa. Please specify form numbers. 
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How to boost rental profits 


A department in a building adjoining hardware store brings this dealer 


more volume in rentals and better control in checking tools in and out. 


After running a rental department within the 
store for 15 years, Rocky’s Hardware of Spring- 
field, Mass., has removed the department to a 
separate building. Results have been gratifying 
to owner Rocco J. Falcone. 

Benefits derived from moving the department 
are: 

(1) Eliminated storage problem of rental 
tools in the store. 

(2) Isolated the rental business, enabling 
clerks in hardware store to concentrate on mer- 
chandising. 

(3) Furnished a parking area between build- 
ings. 

(4) Improved the accounting system, a closer 
check on rental volume and value of tie-in sales. 

Commencing with a single floor sander in 
1935, Rocky’s Hardware now offers over 100 
items. Each new item creates a storage problem 
as well as an addition to the accounting system. 
In rush periods, returned items set out for a 
customer to pick up, have a tendency to pile up 
in any available space. This may block aisles or 
a customer’s view of merchandise. 

Such confusion divides a clerk’s attention into 
two directions. He is continually trying to re- 
store order and at the same time concentrate 
on the sale at hand. 

“Tool rental does not consist of a side line 
of a couple of items in the corner with a sign 
hanging over them,” said Mr. Falcone. “You 
claim to be in the rental business and people 
take you for your word—from garden shears 
to a cement mixer.” 

Rocky’s Hardware has also discovered that 
many customers coming in for rental items are 
not browsers, consequently they are not pros- 


pects for merchandise other than that directly 
related to the job. Some sales are made on at- 
tractively displayed impulse items, and it is 
believed that some customers return to the 
store for items seen at the rental center. For 
the most part, however, rental customers are 
interested in the project for which they are 
renting, and that alone. 

Rocky’s new Rental Center is adjacent to the 
hardware store. There is space for parking 8 
to 10 cars. In a crowded downtown location, this 
has meant an overall increase in business, 
particularly in rental activity. Cars can be 
driven to the door for loading or unloading. 

“Lugging a sander, compressor, or heavy 
drill any distance certainly didn’t make a custo- 
mer feel any better towards Rocky’s, explained 
Joe DeMarco, manager of the rental center, 
“and no doubt discouraged some from making 
further rentals.” 

Separation of the rental department also 
allows for closer accounting and a truer profits 
picture. With a separate cash register, a Kardex 
file, and a drawer for 5 x 8 cards, Rocky’s 
Hardware has complete inventory control of 
every piece of rental equipment that moves 
from and returns to the store. 

The drawer contains a card for each piece 
of equipment. Each card is numbered to cor- 
respond to a number stamped on a brass plate 
and riveted or spot-welded to the equipment. 
Space is available on the card for “in” and “out” 
entries which reveal the amount of use of any 
one piece. 

When a rental is made, the customer signs 
out for the equipment. The card is now pulled 
from the drawer, a copy of the customer’s 
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agreement is placed with the card and both 
are filed in the Kardex file in a slot already 
numbered for that piece. 

Thus, at a glance, Mr. Falcone can tell how 
many items are out on rental. A closer look will 
tell him all that he may need to know about an 
individual item. A customer is never held up 
when signing out. Inquiries by phone may be 
answered promptly. Reservations are made with- 
out hesitation. 

Rental equipment is bound to be in need of 
occasional repair. Equipment is checked on 
return from the customer and serviced in the 
expanded facilities of the rental center. 

Mr. DeMarco explained that sending out 
tools and equipment for repair, by either a re- 
pair shop or the manufacturer, is just out of 
the question. Three or four repair jobs arise 
each week. An average of eight pieces of equip- 
ment are out of commission at all times. Most 
repairs are not too complicated. They entail the 
changing of armatures, gears, and ball bearings. 
Mr. DeMarco makes most repairs on weekday 
mornings when business is fairly quiet. 

Such service, along with volume inventory, 
has attracted industrial accounts to Rocky’s. 
Floor covering firms rent sanders. Builders, con- 
tractors, paper hangers rent once-in-a-while 
tools they normally can’t afford to own outright. 

An adequate number of units is important 


when serving such accounts. Their need for a 
tool or piece of equipment is connected directly 
with their ability to stay in business as opposed 
to the needs of a do-it-yourself homeowner. 
3oth type customers are important, however, 
and the only answer is to have enough equip- 
ment on hand to go around. 

Rocky’s Hardware has, for example, 10 floor 
sanders. With this many on hand, Mr. Falcone 
can safely take care of the normal load, hold 
any for customers requesting reservations, and 
still have one or two units to spare for rush 
calls. ® End 


Rocco J. Falcone, right, checks out tool rental 
from department's complete record system. 


Here is rental department, set up in separate building adjacent to hardware store. 
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Ideas that sell hardware 


Here are some things a former 5 & 10¢ 
store manager learned about merchan- 
dising and how he applies modern meth- 
ods to selling in his store: 


Get the merchandise out where customers 
can see and reach for it. 


Build massive displays, and use signs, to en- 
courage impulse sales. 


Keep selling signs and prices up to date, by 
the manager doing it himself as he tours his 
store. 


Handle extraordinary requests gracefully, 
even if you have to open the store in the 
middle of the night to help a customer out 
of a jam. 


Handle complaints carefully, so the customer 
feels kindly toward your store even if his re- 
quest for adjustment is out of line. 


Put check out counters along major traffic 
streams at entrances and exits, not in cen- 
ter of store. 


Create enthusiasm in sales clerks, using sup- 
pliers’ training films, and holding regular 
sales meetings. 


Keep stocks in balance to avoid outs, and 


play up fast selling lines for a good rate of 
turnover. 


How an ex-5 & 10e 


These ideas on turnover, displays, 
customer contacts, and fast movers 


will help expand your sales volume 


The heavy red signmaker’s pencil Tony 
Shafer carries as he moves through his store 
in Eureka, Calif., is symbolic of his hard- 
driving methods. 

He likes to say of his high-volume, profitable 
Marshall-Wells store in the Henderson Center 
district: “If there’s any secret in hardware 
retailing, it’s to take off your coat and go to 
work. You can’t be a desk jockey and succeed.” 

The big red pencil stamps him as a working 
manager, a shirtsleeves executive in constant 
touch with all details of his business. 

Mr. Shafer uses the pencil to mark new 
prices instantly. When he sees a display that 
needs livening up, he letters a brief to-the- 
point sign. It’s easier and faster than writing 
a memo to an assistant and the job is done. 

As he moves about his store with enthusiasm 
and the sure touch that comes with years of 
know-how, Shafer makes his red pencil a sym- 
bol of the elements that he uses so adroitly in 
building sales. Here they are: 

(1) Display. 

(2) Advertising. 

(3) Friendly service. 

(4) Knowledge of hardware. 

The Marshall-Wells store in Eureka applies 
the five and dime methods of display and sell- 
ing that Mr. Shafer mastered during his 18 
years as a Woolworth manager. 

“The idea is to get the merchandise out 
where it’s handy for shoppers, where people 
can reach and see ... you’ve got to show to 
sell,” Mr. Shafer says. 

He’s convinced that at least half his sales 
are impulse sales. 

“When yon analyze it, people come in with 
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store manager sells hardware 


Selling signs plus ample inventory create impulse sales. 
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How an ex-5 & 10¢ store manager 
sells hardware 


(Continued ) 


“a specific item in mind. Impulse creates addi- 
tional sales. But you’ve got to plant suggested 
impulse sales—not just leave it to chance,” 
he says. 

So all of the 20,000 items in the store’s 
$100,000 inventory are displayed. The signs 
that Mr. Shafer letters are part of the pro- 
fusion of signs that point out, invite, remind 
and suggest. All are keyed to the open dis- 
plays which build impulse sales. 

The signs are only a small part of a massive 
‘ampaign to keep the Eureka public aware of 
this store’s merchandise and services. 

A four to six-page tabloid-sized broadside, 
printed in three colors, is mailed to 9500 homes 
seven times a year, each time calling attention 
to a special 10-day sale. Thus, promotions are 
being used no less than 70 days a year. 

Actually, this is just a foundation. There 
are many more special events. 

Newspaper display space is used at the rate 
of a quarter-page weekly, plus a three-quarter 
page ad once a month. 

Radio spot announcements, 20 a week, bom- 
bard the listening audience. Motorists tuned 
in are invited to drop in and use the free park- 
ing area which accommodates 30 cars. 

Television is tied in with such promotions as 
a demonstration of a meat grinder—with the 
sale of two gross a direct result. 


Front of store check out counter has two registers for 
use during rush periods. 


Advertising links up with special promotions 
with sometimes spectacular volume: 1000 
lengths of garden hose sold in 10 days; 187 
sacks of steer manure on a single Saturday 
(normal sale: 10-20 bags); 45,000 daffodil 
plants in three weeks, and 2600 azalea shrubs 
during a special purchase offer. Such events 
usually increase garden department sales at 
least 100 percent. 

In cooperation with other Henderson Center 
stores, Mr. Shafer also sponsors a Million Dol- 
lar Theater TV program every Saturday. With 
a few other stores, he helped create Henderson 
Center some years ago as an independent out- 
lying shopping district, with its own post office. 
The merchants’ association, of which Mr. 
Shafer is a past president, now has 53 mem- 
ber stores. Recently the group staged a com- 
munity boat show, typical of its public rela- 
tions activities. 

The man with the red pencil is a stickler for 
friendliness. Here’s his credo: Service, friend- 
liness, good customer relations. 

It may mean getting out of bed to open the 
store. Mr. Shafer recalls, “A man going ona 
trip called at 10 p.m., four hours past closing, 
after trying two other stores. We got his camp- 
ing equipment for him so that he could leave 
early next morning. 

“Once a local retailer who was painting his 
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Rope, wire, cable stocks are kept neat with his store-built 
rack. 


Plenty of stock out on the floor where customers can 
reach it is a basic selling point of this hardware store. 
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Consumer catalogs are taken to point-of-sale on caster- 
equipped stands. 
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How an ex-3 & 10¢ store manager 


sells hardware 
(Continued ) 


floor, called at 1 a.m. and said he desperately 
needed another gallon of paint. He got it— 
and we got a firm friend. 

“The point is that we always respond with 
good grace to extraordinary requests. If you’re 
going to do it, then do it with a smile. 

“More sales are lost through poor handling 
of customer complaints than by any other 
cause. Even if there’s some doubt as to whether 
he’s in the right, the customer must leave our 
store feeling kindly toward us—and not as if 
he’s a criminal because he wants a refund. 

“My feeling is, he can do without us, but we 
can’t do without him.” 

One of the happy consequences of this policy 
is that fully a third of the store’s volume is 
in good-paying charge accounts. 

Friendly service begins the moment a Ccus- 
tomer enters the 5250 sq ft L-shaped store. 

One of the 16 people on the staff will come 
forward with a courteous, “May I help you?” 

If the customer does not tell immediately 
what he wants, he is invited to browse freely 
among the displays. Every fixture bears its 
own neat little Browse Around signs, too. 

Self service is made easy. Checkout stands 
are at the rear of the store and up front, where 
there are two registers to handle traffic. 

Checkout was in midfloor, so that a clerk 
would go rummage through the shelves else- 
where while a customer waited at the counter. 
Now more people are served more efficiently 
with no increase in the working force. 

Mr. Shafer thinks that the nature of the 
hardware business is such that shoppers need 
answers in order to buy merchandise that will 
not disappoint them. So, in such departments 
as paint and plumbing supplies, personal atten- 
tion is given. The big garden shop is another 
example—it takes the services of 11 clerks on 
a busy Saturday. 

To give good service, Mr. Shafer believes 
that you must know what you’re talking about. 
When he posts a new price, or letters a sign 
pointing out a special feature on a power tool, 
he acts on a thorough knowledge of his goods 
acquired the hard way. 

The entire staff shares in this kind of expe- 
rience. There are general meetings every Mon- 
day morning. The staff views manufacturers’ 
sales training and new product films. Mr. 
Shafer’s philosophy is to inject his sales help 
with enthusiasm about the items they sell. The 
meeting sifts other matters on which Mr. 
Shafer and his partner, brother-in-law R. E. 


Garden carts are used to restock floor displays. 


Kitchen, have jotted notes during the previous 
week — always with an accent on friendly 
service. 

Up-to-date catalogs on every item in stock 
are kept for handy reference on pulpit-like 
pedestals mounted on casters so they can be 
rolled in any part of the store. Occupying little 
more than a square foot of space, they are of 
a type that could be easily built by any amateur 
carpenter. 

The same ingenuity is shown in the use of 
15 garden carts for moving merchandise. These 
carts are light enough for gir! clerks to handle 
easily. And clear-cut divisions of departments 
have eliminated waste effort in stock-handling. 

Displays on the left side of customers enter- 
ing the store’s front door are mostly house- 
wares lines, which account for the greatest 
part of dollar volume. Other major groups are 
power and hand tools, sporting goods, garden 
supplies and paints. 

Drawing again on his dime-store background, 
Mr. Shafer carefully supervises stocks to keep 
them in balance. 

“We try to restrict stocks to the outstanding 
fast sellers in each subdivision,” Mr. Shafer 
says. “‘Never do we tamper with distress mer- 
chandise.” 

A want book system for each grouping keeps 
stocks at a predetermined level. 

This successful pattern has increased store 
volume five times in Mr. Shafer’s 10 years at 
the Eureka store. A profit has been made on 
all sales, because “we don’t believe in selling 
merchandise as loss leaders.” @ End 
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SHAWMUT HARDWARE & PAINT 
CO., INC.—Somerville, Mass. 
‘“‘Look—the people come in and ask for 
the easiest way to paint... say their kid’s 
bicycle... ] recommend a spray can. Now, 
with this new Derusto ENAMELIZED all 
I do is tell them it keeps rust away and 
comes in beautiful colors.”’ 

Henry Forman, Manager 


BOBKE PAINT CO.—Milwaukee, Wis. 
‘*‘When the salesman outlined to me this 
new Derusto Enamelized Spray line and in 
particular the emphasis on the ‘one coat 
System’, I said it can’t help but be a good 
seller. After all here is beauty, protection, 
rust prevention, all in one coat.”’ 

Arno Eichmann, Mer. 


MADISON PAINT & WALL PAPER 
CO.—Madison 3, Wisconsin 
‘*‘Derusto has been giving our customers 
good results for years. The expanded pos- 
sibilities of the line in the popular spray 
cans now that you have one coat, rust 
inhibitive, bright colors, surely mean 
greater sales for the dealers.” 

Robert Barnes, Co-owner 
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GOLDFINCH BROS.—Everett, Wash. 
“We could’ve sold three cans of this a day 
ago if we'd had it. A woman came in and 
wanted a ‘Shiny’ paint for her backyard 
clothes rack that would keep it from get- 
ting rusty. This new Derusto enamelized 
spray line is exactly what she wanted.” 

R. J. Goldfinch, Partner 


ADAMS AND HOUSER HARDWARE 
& SUPPLY CO., INC.—Sarasota, Fla. 
“Your Derusto SPRAY is moving fairly 
well. If you can deliver this enamelized 
line, | will make a window to show my 
customers how to fix old objects such as 
bicycles, toys, and many other things so 
they look like new. I have a strong feeling 
that this line has terrific sales potential.” 
Marion E. Houser, Secy., Treas. 


HUNT PAINT AND SUPPLY CO. 
Dallas 2, Texas 
“Sooner or later it had to come—some- 
thing like this Derusto enamelized line in 
spray cans offering the ultimate consumer 
so much for so little difference in price 
against ordinary spray enamels!”’ 

H. L. Hunt, President 


Shawmut Hardware & Paint Co., | 
Wallpaper - Oil - Varnishes 
Heating and Plumbing Supplies, Builders’ Hardware 
114 Medtord Street, (Magoun Square) Somerville, Mas: 
Telephone SOmerser 6247 


October 
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NILSSON’S PAINT & WALLPAPER 
Portland 5, Oregon 
‘This enamelized Derusto line is real prog- 
ress in that field. Here is one manufacturer 
who was surely thinking of the dealer in 
constructing the first real selling display 
rack with provisions to display other mer- 
chandise with the same rack.” 

Larry J. Jensen, Partner 


NEAL OORBEEK—PAINT & 
WALLPAPER—Kalamazoo, Mich. 
“There is an advertising phrase, I believe a 
cigarette company is using it: ‘They say it 
couldn't be done.” You can apply it to the 
new Derusto Enamelized Spray. What an 
impact package for impulse selling!” 
Neal Oorbeek, Owner 


DONALDSON PAINT COMPANY 
Sturgis, Mich. 
‘“‘How about that? That’s justewhat I said 
when this Derusto SPRAY Enamelized 
line was explained to me. It seems to have 
everything; consumer appeal, quality and 
one more important thing, this contem- 
plated national consumer advertising 
should do a real pre-selling job.” 

R. S. Donaldson, Owner 





ANOTHER INDUSTRY FIRST FROM MASTER BRONZE POWDER COMPANY 


RAY. 
ee DENAMELIZED 


It’s here! The one—the only —Derusto SPRAY in one-coat ENAMELIZED colors! Developed— 
perfected after two years of research and testing, this is the first and only nationally advertised 
rust preventive spray in a ONE COAT ENAMELIZED COLOR LINE! Loaded with consumer 
appeal—these rich-toned Derusto SPRAY ENAMELIZED colors fulfill the growing demand 
for modern as well as functional beauty. (4 800 group chips Enamelized, # 700 group Semigloss). 





growing consumer demand for rust preventive products. NOW—here is a combination of ALL 


THREE—Derusto SPRAY in ENAMELIZED COLORS! 


D Never Done Before! 
0 erusio SPRAY “SELF-SERVICE” 
DISPLAY ASSORTMENT #25 


Here’s a strikipg “‘self-service’’ display assortment of 
the entire Derusto SPRAY color line . . . featuring a 
3-D sign and color chip card combination. This com- 
pact floor display (can also be a counter display) of 
sturdy, lightweight, colored poly-vinyl also provides 
ample space in rear for 24 cans of Derusto SPRAY 
back-up stock. Attractive display base has “‘cut-out”’ for 
featuring other related products. Assortment includes 
two dozen 16.2 oz. Derusto SPRAY cans—one each 
of 24 different color finishes as indicated with color 
chips below. Retails for $1.98 each. Total asst. wt. 40 Ibs. 


FREE MODERN FLOOR UNIT WORTH $8.50 
TOTAL RETAIL VALUE $47.52 
DEALER COST. | .. 28.51 
DEALER PROFIT...._. ‘aa 19.01 
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wee a t Derusto SPRAY ee notice and only 
of 24 differen” to withdrawal withc 28 Of 70. 
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lid when ord - 
1 AL RETAIL VALUE $47.52 OEA | 
0 - 0 PROFIT: 
DEALER COST $2>- 

DEALER PROFIT $721.86 


ints RUST» STOPS RUS 
at DERUSTO SPRAY—NOW IN 24 COLOR FINISHES THAT 


861 —Sunflower Yellow 862—Pom Pom Yellow 863— Meadow Green 864—Seafoam Green 865— Autumn Brown 866 —Sandy Beige 


Matches John Deere Yellow Matches John Deere Green 
and Boat Trailer Yellow 








869 —Flamingo Red 870—Vivid Red 871 —Shell Pink 872—Smoke Gray 873—Aluminum Finish 874—Appliance White 
Matches Case Flambeau Red Matches International Red 
and International Orange 





COLORS! 


Already acclaimed as the most dramatic discovery in the industry — Derusto 
SPRAY is a “natural’’ for every property owner. And what a tremendous sales 
story it has—for just ONE COAT of Derusto SPRAY primes—finishes—protects 
and beautifies new or rusted metal surfaces! Think of it—a time-tested rust pre- 
ventive—proven in over | ,000,000 different applications— NOW in an ENAMEL - 
IZED ONE-COAT COLOR LINE! 


CONTACT YOUR DISTRIBUTOR FOR COMPLETE DETAILS! 


This Idea Made Sales History! 


Derusio and galv-a-grip 
Assortment #70 


PERSONALIZED METAL PROTECTION SERVICE STATION 
This Proven traffic stopper has created BIG VOLU ME 
impulse sales in thousands of dealer stores nation- 


YOUR WAME HERE 
maerTat Pr 
sanvicse BY "ay 


wide! Contains a Derusto product for every type of 


metal protection problem. Full color display sign with 
color chips and imprinted with YOUR OWN STORE 
NAME—FREE! A $2.00 display allowance check is 
sent you to help prove that this is the greatest money- 
making merchandising idea ever developed in the 
metal protection coating industry! This YOU DIS- 
PLAY—WE PAY offer is subject to withdrawal 
without notification. Assortment includes two dozen 
16.2 oz. Derusto SPRAY cans—one each of 24 differ- 
ent color finishes—PLUS a combination of one 
dozen cans of Derusto and galv-a-grip in 4 pints, 
pints and quarts. Total asst. wt. 110 Ibs. 


* 


‘ 


TOTAL RETAIL VALUE 
DEALER COST. 
YOUR PROFIT 


$108.80 
65.28 
45.52 


86,000,000 @ 
PEOPLE... 


will hear, read and see Derusto SPRAY advertis- 
ing during April—May—June—July and August #as 
in leading magazines, top-rated radio and 
television shows—PLUS hard-selling local 
newspaper promotions from coast to coast! 
It’s the greatest advertising, publicity and 
merchandising campaign EVER put 
behind Derusto—to promote 
Derusto—‘**‘move’’ Derusto 
SPRAY right off your 
Same Shelves and 
counters! 
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(INCLUDES $2.00 ALLOWANCE) LIAZ 
- <gripured 9 ) 
FULL 41+% DEALER PROFIT! wee " ent Nene 
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PRIME—FINISH—PROTECT AND BEAUTIFY WITH JUST ONE COAT! 


867 —Citation Blue 
Matches international Blue 


875—Flat Black 876—Ebony Black 
A Modern Wrought Iron Finish 


668 —Glacier Blue 751—Structural Red 754—Maintenance Gray 755—Pale Gray 753—Universal Black 








752—Industrial Green 
Matches Oliver Green 


756—Engineering White 757 —(Clear 758— Hot Rod 
Speed Primer 


For Lacquer Finishes 
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Derusio 


PREVENTS RUST, STOPS RUST on new 
or rusted metal. Proved in over 
1,000,000 different applications. 
Primes, finishes, protects and beauti- 
fies. With exclusive Derustite. Easily 
applied by brush, spray or roller. 
Available in Y pints to 5 gallon pails 
in 6 colors (plus white and black). 





Derusto and galv-a-grip DEALER PRICE LIST 





DERUSTO COLORS 


Unit Dealer Cost Retail 


Gallon $4.64 $6.95 
Quart 1.53 aoe 
Pint 1.49 
Yo Pint 


DERUSTO WHITE 


Unit Dealer Cost Retail 
Gallon $5.53 $8.30 
Quart 1.72 2.87 
Pint 99 1.65 


Yo Pint 59 98 





GALV-A-GRIP COLORS 


Unit Dealer Cost Retail 


Gallon $5.40 $8.10 
Quart 1.62 2.70 
Pint 93 1.55 


Yo Pint 57 95 





GALV-A-GRIP WHITE 


Unit Dealer Cost Retail 


Gallon $5.91 $8.86 
Quart 1.77 2.95 
Pint 1.00 1.67 
Yq Pint .60 1.00 


Derusto SPRAY 16.2 oz.—ALL COLORS—Retail $1.98 each 
Dealer Cost $1.19 each 


MASTER BRONZE POWDER COMPANY, INC. 
Calumet City, Illinois 








galv-a-grip 


PROTECTS, PRIMES, BEAUTIFIES ALL 
GALVANIZED AND SMOOTH METAL 
SURFACES WITHOUT SPECIAL TREAT- 
MENT. Won't crack, chip or peel. Pro- 
tects new, old, unpainted or partially 
rusted metal surfaces where good ad- 
hesion is difficult to obtain. Comes 
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ready-to-use for easy application by 
brush, spray or roller. In 4 pints to 
5 gallon pails in red, gray and white. 


’ . 
aiV-a-Gf Ip "'SELL-ON-SIGHT” 


COUNTER DISPLAY ASSORTMENT #64 
Every homeowner a prospect. Effectively dis- 
plays galv-a-grip in a minimum of counter space. 
Includes a colorful, fast selling counter display 
FREE with | quart, pint and 4 pint each of 
all three different galv-a-grip colors. Com- 
pact counter display measures only 16’ 

wide x 15” deep x 22” high. 


Y S @ Mantes 
PROTECTS @ raume Sa 


GALVANIZED METAL 
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TOTAL RETAIL VALUE $16.02 
DEALER COST $9.60 
DEALER PROFIT $6.42 


DEALER PROFIT 40% 


CONTACT YOUR DISTRIBUTOR 





How remodeling 
influences traffic flow 


New England dealer removes partition and uses low display islands 


so entire sales floor is opened and customers get better service. 


Better control of the entire management of Fishing lures are displayed by Howard 
the store was gained by Howard H. Pierce Pierce, store owner, on panels attached to 
through the modernization earlier this year of perforated panel board wall, to increase 
his G. C. Winter Co. hardware store in South- displays and to aid customers in making 
bridge, Mass. selections. 

The program included tearing out a wall that 
separated two store units, bringing the entire 
sales floor into one area. Now anyone entering 
the store can be seen from most places on the 
sales floor, so customers are served promptly and 
there is little opportunity for petty losses. 

The store formerly consisted of three rooms. 
One room had an entrance onto a side street. 
Two rooms, separated by the wall, had entrances 
on the main street. All three rooms came to- 
gether at the rear, near the general offices. There 
was a free flow of traffic into the various sales 
areas, yet each was similar to a separate room. 


























Now the entire sales floor is one large area. 
All islands are 60 in. maximum height, which 
increases visibility and gives the store an ap- 
pearance of spaciousness. 
The modernization program was worked out 
with the store planning service of Bigelow & 
Dowse Co., hardware wholesaler at Needham 
Heights, Mass. The wholesaler-supplier worked WK 4 j : 
up the complete program for Mr. Pierce’s ap- Pr: 
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The store now has a new ceiling, new lighting, 
new floor covering, walls covered with perforated 
panel board, and slim colored islands. Wall areas 
above perforated paneling were painted to har- 
monize with the colorful fixtures. 

Mr. Pierce’s store has three basic departments. 
These are: sporting goods; housewares; hard- 
ware, 

The sporting goods department is located in 
the area off the side street. This makes the de- 
partment a bit separated from housewares and 
hardware areas, but this has its advantages. 

The store carries a full stock, and is able to 
outfit teams. Coaches and managers are coming 
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How remodeling 


influences traffic flow 
(Continued) 


to the store to look over the lines and place their 
orders. The department location affords some 
privacy in being out of the general stream of 
traffic. There is an opportunity to lay out mer- 
chandise and to inspect lines at leisure. 

Mr. Pierce plans to establish minimum and 
maximum quantities of inventory to control pur- 
chasing and improve his turnover rate. The open 
displays put more merchandise out in the open, 
so stock taking can be done quickly to write up 
an order. @ End 


Lock up merchandise in sporting goods de- 
partment gets protected display. 
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Merton and Gilbert Holdridge, Oneida, N. Y., tell Art Crouch 


Bingham ss Spring and Fall promotions 
have produced spectacular results! 


Ind circulars distributed by u nvince the We like to devote as much of our time as p 
Dollar Buys More at our Harawoare Store! the merchandising and saie of hardware because that 
is where profits are made. Your weekly visits, plus your 
knowledge of over 40,000 items distributed by Bingham, 
makes it possible to obtain requirements and up-to-date 
selling information in a minimum amount of valuable 


i¢€ ¥ Th i} a cr a 
iplic that A 


20 years ago you started us on the road to a succes 
ful hardware operation. When our first order was placed 
with Bingham, you outlined the advantages of confining 


purchases to a full line, full-function distributor—we 


are glad we followed your sound advice. sales time. | 


We Invite You to join— 


Thousands of successful hardware dealers enjoying the superior services of America's 


most progressive hardware distributor. 


Modern catalog and price service. Printed, immediate future. Orders shipped prompt- 
easy-to-read invoices, which will show sug- ly and with almost no shortages—ship- 
gested flexible retail prices within the ments forwarded freight prepaid. 


Aa TPA g He oreo 


THE RELIABLE PROGRESSIVE DISTRIBUTOR 
CLEVELAND 1, OHIO 
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Still Needed: 


Bigger and better downtown 


Who says the downtown store is a dead duck? Here’s how a city dealer 


profits by changing with the time, and by rebuilding his old store 


to suit still-growing urban merchandise wants. 


There is no doubt that the post-war exodus to 
the suburbs has slowed the growth of cities. 

But cities, large and small, are still growing 
slowly, and city folks need hardware, house- 
wares, and sporting goods as much as suburban- 
ites do. In fact, city folks often need more hard- 
ware in proportion, for the majority of homes 
and apartments are older. They need more fixing 
and more hardware. 


Before. Smiley's Ace Hardware store 


?7tS 





Smiley’s Ace Hardware on Clark St., Chicago, 
is a good example of a dealer who likes his city 
trade and wants more of it. 

Mr. and Mrs. Charles Smiley, plus son Phil, 
opened Ace Store No. 41 in mid-November, 1958. 
The reopening event marked 15 years of hard 
work as a city hardware dealer. It was an instant 
success, proving the need for the wide-awake 
urban store. 


f A 
ooked for 15 years and the new Ace store 


Tre 41 et SOS 








hardware stores 


The old Smiley store shared a one-floor build- 
ing with two other stores. About 2500 sq ft was 


Smiley’s space limit. The store prospered, for the 


Smileys believe in hard work in addition to con- 
stant change in tune with the times. Soon the de- 
mands on Smiley hardware led to overcrowding 
of merchandise. Stocks were scattered, duplica- 
ted, and packed into too little space. 

Mr. Smiley started using small additional 


fixtures 'ighting ore visible through the 
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warehouse areas to supply the vast assortments a 
dealer needs to satisfy demands for city hard- 
ware. 

This demand is greater than many dealers 
imagine. Suburban homes generally are similar 
in neighborhood type, income groups, and general 
hardware merchandise wants. But a city dealer 
trades with widely varied neighborhoods and in- 
come groups. His basic stock list must be long to 
satisfy widely varied needs. 

Mr. Smiley has solved his problem. He recently 
acquired two stores next door. He ripped down 
walls, retiled floors, added electrical units and 
new lighting. He joined Ace Hardware Co., Chi- 
cago wholesaler, as Ace Store No. 41, and instal- 
led new Ace fixtures. 

In short, Mr. Smiley nearly tripled his store 
size, to 8000 sq ft. In addition, he’s getting more 
value per square foot with modern, functional 
fixtures, and less dependence on stockrooms. 

Luck has no place in Smiley’s growth. For Mr. 
Smiley studied his position in the market, and 
the many possible moves he could make, for years 
prior to remodeling. He read HARDWARE AGE 
articles about modernizing. He saw other dealers 
moving to suburbs and expensive shopping cen 
ter locations. 

Mr. Smiley concentrated his study of trends 
to his own neighborhood. It didn’t take him long 
to find out he was not getting nearly the sales 
potential right in his own backyard, mostly be 
cause of the restrictions of his store. 

The decision was made to expand, modernize, 
and load up on the right kinds of city hardware 
and allied lines. 

The Smiley family is sure it made the right 
decision, and hopes that the walls will have to be 
moved again in another 10 or 15 years. @ End 
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Here’s a man’s | 


hack saw blade 


e rugged 
e dependable 


e smooth 
cutting 


e stays sharp 


Plus! 


Fach Blade 


GO Telahmiilela 4-tem ie), 
felolism iP 4-melalem raalel, 
it will cut 


Each Blade 


lela d-1em del migelsl mile 


Each Blade 


mellali-te ME lele) «Me lelelen 
rust resistant 


Give the man a blade 
made to do a man’s work 


Ask your jobber for Griffin 
Hack Saw Blades, Coping Saw 
Blades and Scroll Saw Blades. 


Franklin, New Hampshire 
Sales Agents: 
John H. Graham & Co. Inc. 
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105 Duane St., New York 8, N.Y. ; 





Builders’ hardware vets 
special sales area 


Here is how Lion Hardware Co. in Abilene, Texas, features its 
builders’ hardware department: 

The department is in charge of a manager who concentrates 
on contract sales. 

The department has its own space, on the mezzanine floor, away 
from the rush of the store’s selling floor. 

The department has its own display, in the mezzanine office, 
where the manager can show architects and contractors the lines 
and numbers he recommends for their jobs. 

“We bid on nearly all builders’ contracts let in this area,” ex- 
plains E. A. Gentry, builders’ hardware department manager. 

“We subscribe to a construction news service and keep in close 
touch with architects and builders. This service keeps us posted 
on when contracts are to be let, so we are always ready to bid 
when contracts come up. 

Mr. Gentry has been with the department for 23 years and does 
all the estimating and pricing. He makes outside calls on archi- 
tects, contractors and homeowners. 

Lion Hardware has been the successful bidder on builders’ 
hardware for many large construction jobs. The department sells 
more than $100,000 a year in builders’ hardware. 

“Contract work,’ says Mr. Gentry, “is the only way in which 
sizable builders’ hardware volume can be developed. We do, how- 


ever, make over-the-counter sales.” @hnd 


r. A. Gentry builders hardware department manager jtudying } 


blue print in his combination mezzanine display room-oftice. 
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ARE YOU MISSING A BET? 


There’s extra profit in 
this combination 
plier-wrench 


No. 410 


SELF-GRIPPING 
HEAVY-DUTY 
PLIER 


IT’S EASIER TO STOCK 
JUST ONE LINE OF PLIERS 
This heavy-duty, self-gripping plier is a prime Ag g 4 f) 
favorite of mechanics. They like its terrific hy y, 7 
gripping power in tight places they can’t reach J As 4 
with a pipe wrench. They buy it and use it as } ff f ? Vi 'é 
_-a combination plier and wrench . . . the finest 


hand tool of its kind on the market. And IT’S PROFIT-WISE TO STOCK THE 


they'll buy it from you if you stock it... cata- GENUINE CHANNELLOCK LINE 
log it. . . display it. 


CHAMPION DeARMENT TOOL COMPANY 


MEADVILLE, PENNSYLVANIA 


Send for Our Yew Catalog ) 
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Ledge top displays promote 


mail boxes and saws 











Chrome-Plated , | 
GARDEN TOOLS and relatec items top the stee! goods displays. 


Here’s a new line of chrome- 
plated garden tools for the 
“economy-minded”’ quality buyer. 
Trump Estate tools are excep- 
tionally well balanced. They are 
made in the United States of : 
heavy gauge steel, triple chrome Long perforated panels are used for displays in space at the top 
plated (copper, nickel, chrome) of wall displays at Lathrop Hardware in Racine, Wis. 
for longer life and greater eye- al ceeaeeikalnien , 
monk. Ghee. andinsed tecdies Mailboxes are show n on a dusky rose panel where they can easily 
are comfortable to hold and to be seen from the aisle. When the customer is sold one of these 
use. Handles are firmly anchored numbers it is taken from stock so the display is kept intact. 
to tool head; joint is sealed with ;' : ° 
a bright metal ferrule. The same type display panel is used to show tree saws and other 
special tools on a light yellow background. This display is shown 
above the steel goods section. ® End 











No. 213 
Transplanter 
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Cultivator 
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New Trump Estate garden tools are 
“bargain”’ priced for volume sales at 
full profit. Order the complete line 
from your wholesaler. 
Also: Trump Deluxe 400 Series 
Trump 800 Series © Trump 700 Series 


ANIMAL TRAP COMPANY OF AMERICA Sample mail box, price and catalog number, are shown on a tag tastened 


Lititz, Pa. © Pascagoula, Miss. © Niagara Falls, Ontario | just below it on the panel. 
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If you want to sell more household furnishings, go where 
every page is full of ideas that sell: Better Homes & Gardens, the 
family idea magazine. It’s impossible to leaf through any issue 
without finding hundreds of ideas that sell BH&G’s home-centered 
readers on going out to shop and then to buy. Five out of ten BH&G 
average-issue readers live where new furniture was bought during 


a one-year period—nearly 30% better than the nonreader record. 


Source: BH&G-Politz 12 Months’ Study, 1956 


During the year 1/3 of America reads 


mes | ... the family 


- and Gardens 
agg yntuenttet idea magazine 
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tre COME-HITHER LOOK ... 


Here are the newest additions to Millers Falls “come-hither” displays! They’re 
designed to attract attention and sell more power bits and hacksaw blades 
— even without beautiful clerks. This new idea in point-of-purchase merchan- 


dising creates impulse sales . . . repeat sales . . . 


VA, O0 


Nitta Laatitee eGH SPEED STEEL 


POWER BITS 


FOR USE IN ANY ‘“% AND LARGER DRILL 





*Bore fast and clean in wood. plastic and masonite 
*Stay sharp 10 times longer than regular carbon bits 


*Cut through ordinary nails and screws without damage ; 4 ‘ | ; 
igh drilling speeds ond heats 1 Sa : | | 
*Keep temper under high drilling | ik} | 
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and greater profits for you! 
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STRIKINGLY MODERN! Display delivers a real sales pitch! Printed in 
three colors, it's made of husky “Duron” hardboard with sturdy wire 
legs and brackets. 


NEW PACKAGING IDEA! Each bit packed in vinyl sleeve with eye- 
catching copy on front for impulse sales. Instruction for better bit use 
on back. Punched flap for convenient hanging by work bench. 


VOLUME-PROVED ASSORTMENT! The most popular bits and exten- 


sions. Selection designed for maximum turnover — minimum investment. 


>41" 


Display Free 


30 Assorted Power Bits 
2 12-inch Bit Extensions 


LIST VALUE 
BITS ONLY 


86 


UNIQUE DISPLAY! It’s a counter partner of the power bit unit, a real 
selling team! This wide blade assortment is designed for practically all 
customers. Regular ‘’Tuf-Flex’’ for rugged dependability. High speed 
“Blu-Flex’’ for extra performance. 


NEW BLADE SLEEVES! Two “Tuf-Flex’” blades or one “Blu-Flex’’ in a 
sleeve. Basic hacksaw information on the back of each sleeve. Blades 
may be identified through clear front. Additional information on back 
of display. Put this merchandiser to work in your store! 


$h6* 


Display Free 


100 Assorted ‘‘Tuf-Flex’’® Blades 
50 Assorted ‘‘Blu-Flex’’® Blades 


LIST VALUE 
BLADES ONLY 
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to, SALES APPEAL! 


Millers Falls wide line of displays appeals to customers through 


color, design and ease of self-service. Use these handsome, free — ll No. 1210 
merchandisers to boost sales, repeat sales . . . and profits! 74 ac 1 10-Pak 
A 6 | Plane-'R-File 
Display 










Tengsten Carhide 
Lifetirme Abrasiv 














No. 1044 No. 5556 No. 1006 No. 5904 
Hand Drill Display Hand Sander Display Automatic Drill Display Torpedo Level Display 
ieee es 
acta 4144 —— a CUTTER 
a aE - denial s Y _ m 
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Nos. 8585 and 6565 No. 4100 Countersink and No. 7108 No. 466 
Screwdriver Displays Screwdriver Bit Display Countersink Display Glass Cutter Display 
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No. 999 Workshop No. 5256 No. 1112 No. 825 

Accessory Display Keyhole Saw Display “Blu-Mol’”’” Blade Display Nail Set Display Unit 





Write for full information on Millers Falls complete line of merchandisers displays! 
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MILLERS FALLS COMPANY 


Dept. HA-35, Greenfield, Mass. 
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LOOK... 


WON'T SPILL! 


“Twin Grip” 
TACKLE BOX 
e Exclusive “Twin-Grip”’ 
Feature Positively Pre- 
vents Accidental Spilling 
when Lifted by Handles. 


Here's a totally new and different 4 tray 
tackle box a rugged, streamlined 
beauty that’s BIGGER, ROOMIER and SPILL- 
PROOF too. So if you are looking for a 
way to boost tackle box sales and allied 
tackle sales this year, then the new 
UNION “8817” is your answer! 

Advance dealer-customer reactions 
indicate that the UNION ‘“Twin-Grip” 
will be this year’s sales leader. This 
means heavy demand on jobber stocks 
We suggest that you place your orders 
early, 


Jobbers' Dealers! Write for 
literature and prices on the 
new UNION ‘“‘Twin-Grip.”’ 


STEEL CHEST CORP. 


LE ROY, NEW YORK 


UNIO 











Low display 


boosts fixture sales 


Light fixture sales quadrupled in 
two months at Village Hardware, 
Oxnard, Calif., following installa- 
tion of a special lower display fix- 
ture. Co-owner and manager 
George Haughton believed that he 
was not getting his share of light 
fixture sales because the merchan- 
dise was mounted at too great a 
height from the floor. Customers 


were not able to inspect the light 
fixtures closely, nor to handle them. 

The new display gains attention 
from its similarity to a small roof 
and from its generally attractive 
design. The fixtures now are 
mounted within arm’s reach and 
the display unit is wired so the 
lights may be turned on with a 
switch. 


George Haughton, right, shows customer a fixture taken from easy-to-reach shelf. 
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Display booths promote 


Big-ticket items sell more easily L LL a 


when the customer and salesman 
have privacy. 

The same idea helps sell quality 
wallpapers and opens the way for 
the sale of paper for an entire 
home. 

A mid-west dealer uses two 
booths for showing customers wall- 
paper samples and to discuss home 
decoration. Booths are separated 
from each other and from the rest 
of the store by waist-high parti- 
tions. Chairs and tables make it 
easy for customer and salesman to 
relax while talking decorating. 

One booth features higher-price 
papers on wall panels and in sample 
books. Medium-quality lines are 
promoted in the other booth. 

Colonial furniture is used in the 
booth for higher-quality paper, 
modern tubular style furniture in 
the other. 











While seated in one of these 
booths a customer can often be 
sold paper for more than one room. 
Paint orders for exterior jobs are 
sometimes sold while customers are 
in one of the booths. 


Why should your clerks H | N D L E Y 
have garden know-how? B ° h Wi ‘ 
If you want to sell more lawn rig t ire 


and garden seed and related lines 





to customers be sure that they “They're impulse items that all but push the keys on the cash register!” That’s 
understand the proper ways to how one dealer described handy Hindley Pic-Paks. Good reason, too! 


grow grass, flowers and vegetables. Attractively packaged Hindley Pic-Paks just 

You can best do this by knowing naturally invite on-the-spot bright wire hardware 

sales. Neat, compact window units add new 

appeal to counter areas . . . enable customers to 

that employees know the answers. select their needs quickly _ ay ; ~+ so 

:, , : iaatiaeatian up to 60% more space over plastic bags and other 

If you don't Know the answers cule isco oa Die-cut ‘tab me straight 

to a customer's soil problems have stacking or wire rack hanging . . . enables home 

that soil analyzed. Most seed grow- —e to hang units up and off the work- 
nc 


the aiuswers yourself and seeing 


ers have laboratories to test soil 

so that they can find the right Cash in on self-service Pic-Pak sales now. Pre- 

counted, pre-priced, pre-packaged units are 

available individually or as part of a colorful 

poor grass plot. display rack. Complete assortment includes 

; . daaldes oa == ; screw eyes, cup hooks, screw hooks, curtain rod 

Or the dealer can use his own hooks, gate hooks, shoulder hooks and clothes- 
line hooks. Order yours today! 


answer as to why someone has a 


soil testing kit to give his custom- 
ers the answers. 
: New Orders or Rack Refills 
An eastern dealer recently hired 


. Available through Your Wholesaler 
a woman graduate of an agricul- 


tural college so that she could ad- 
ae hae eee ee indley / HINDLEY MANUFACTURING COMPANY 





things they want. Cumberland, Rhode Island 


The dealer also held a series of 





afternoon and evening lectures to 
show his customers how to get WIRE HARDWARE + COTTER PINS - PLUMBING SPECIALTIES 
healthier lawns, more productive 
gardens. 











HARDWARE AGE, JANUARY 15, 1959 





How to save the day for 


kitchen modernizing job 


A New 


QUICKI\ 


Jersey 


dealer 


often 


sells a customer on the idea 


of a complete kitchen moderniza- 


tion job. 
But there 
moment 
“Oh, I 
sive job id 


Then 


sometimes 
when the 


the dealer shows 


NOW. 

THE WORLD'S 
LARGEST 
SELLING 
PLANT 


COMES 


customer 


the 


Says, 


can’t afford such an expen- 


CUS- 


the 


tomer how to reduce costs by in- 
cluding some lower-priced units In 
the project, 

Or he 
be done in several stages to spread 
the longer period. 

Both cash and deferred payment 
plan prices are given to the 
tomer. The dealer emphasizes sav- 
ings the make by 
buying all or part of the equipment 
for 


suggests that the project 
costs over a 
cus- 
customer 


Call 


cash. 





‘ nf a ee 


SOLUBLE 
PLANT Fa00 
POwoer 


7 


s 


a 
fees: to8 
~*~, « Be 


Plant Food in soluble powder form is becoming more and 
more popular. This is the proven PLANTABBS formula in a 


strikingly 


designed display package. It will sell and re-sell 


quickly due to the magic sales appeal of PLANTABBS. 


Strong consumer demand is built by 
regular advertisements in 300 Sunday 
Papers & TV Guide to the millions of 
readers of: THIS WEEK—AMERI- 
CAN WEEKLY—TV GUIDE—PAR- 
ADE and other national media. 


90 


PLANTABBS CORP. 


1105 MARYLAND AVE., 


BALTO. 1, MD. 





Glazing service brings 
extra store profits 
Three years 
walked into 
Cynwyd, Pa., 


ago a customer 
Main Line Hardware, 
with a smashed storm 
window under his arm. “Fix it,” he 
said, and started this suburban 
Philadelphia dealer on a brand new 
road to business. 

In the last this 


three years 


\ = ae 
dealer has replaced thousands of 
broken windows, from tiny panes 
in small storm windows to fancy, 
large home sizes of every type. 

Main Line Hardware has found 
there is considerable profit in this 
service. Main Line’s bottom price 
is $2 for small aluminum storm 
sash, plus cost of materials. For 
larger metal storm sash the price 
goes up according to size. For 
wood sash or metal sash the price 
is higher still. 


Youngsters’ parties can 


build greater toy sales 


Invite youngsters to 
department to see some entertain- 


your toy 


ment at a time when believe 
traffic will be small. 

A clown, or a trained animal act 
will be a good drawing card. 

Give each 


Vou 


voungster in- 
expensive novelty such as a balloon, 
a whistle, or some other item with 
your store imprint, Even a paint- 
ers’ cap will please them 

An up-state New York dealer 
used the party idea when he opened 
his permanent toy section in a new 
location in his store. 

Each child attending the party 
was asked to give name, address 
and birthday date. The firm ob- 
tained a list for follow-up before 
birthdays, Christmas, Easter and 
vacation season. 


some 


HARDWARE AGE, JANUARY 15, 1959 





Now/ jw woop BORING DRILL SET 
with Cell built right in. 








boring over- 





Pa i ke i Line : No. 10 a 


WOOD BORING DRILL SET 


EXTRA WIDE RANGE 4%” TO 14%” 


ih 


for your 
Ve" POWER 
DRILL 


(or drill press) 


10 piece set in- 
cludes shank and 
wrench. 


Perfect for 


head 





Mortising 





Cell in the only set 
that goes from if to im 


Drill sizes: %”, 30", ‘2, 58, 34’ 


‘ 1 
a? 1'4 ‘é 


Colt in the low, low retail 


price 


$2.75 
Cell in the clearview 
plastic case. The 


colorful package serves as a 


moisture-resistant toolbox. Dis- 
courages pilferage. 


Celt in the hang up, 


stand up, tell-all dis- 
play card perfectly suited to 
selfservice. 


Cell in the faster, cleaner, 
truer boring of 


wood, plastics, panelboard, plas- 
ter and compositions. 


Celt in the guarantee of 


hardened tool steel 
Takes and holds a keen edge 


Cell in every one of the 


set's 10 ruggedly 
constructed pieces. Set includes 
universal shank and wrench. 


Fits all “%4°’ electric drills 
or drill presses 





At an angle 
. and into 
end grain 





PARKER MANUFACTURING COMPANY 


WORCESTER 1, MASSACHUSETTS 


: 


hae a ‘ yee 
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DO YOU 
WANT T0— 


® Sell or buy a store 


® Represent new ac- 
counts 


Hire experienced hard- 
ware personnel 


Dispose of surplus stock 
—distress inventory— 
job lot merchandise 


Get sales represento- 
tion for your line 


Get a job in the hard- 
ware field 


THEN — 


Tell It To The Trade 
In The Classified 
Advertising Pages Of 


HARDWARE AGE 











Classified Ad Dept. 


Hardware Age 


56th & Chestnut Sts., Phila. 39, Pa. 








Want to sell more tools? 


Then look at your display of hand tools, as this 
dealer did, and discover how putting tools in 
one open display area can increase sales volume 


_ 
stWLeY | : 


em By Pe 
a ‘ 


rs 


When hand tools were moved to one display more customers bought 
more tools. 


Last year a salesman for a tool manufacturer pointed out to 8S. 
W. Cobb and William Dailey, owners of C & D Hardware, Houston, 
that it would pay them to give better display to hand tools. 

“Put all tools in one area, display them openly, so customers 
may serve themselves. I'll guarantee your tool sales will increase 
by at least 25 percent,” the salesman told the hardware store owners. 

The salesman was so persuasive, and cited so many instances 
where improved display did increase sales, that the two owners 
accepted his challenge. 

They did what he suggested. Within 30 days the new display 
arrangement had increased tool sales 25 percent. 

Sales have been increasing steadily since. 

The display is covered by a canopy which spotlights the tool 
section. The display is 12 ft long, along a wall near the entrance. 

The unit rests on a solid base, and has four graduated display 
shelves, each set back more than the one below, to provide maximum 
display for merchandise on each shelf. The canopy is four feet above 
the top shelf. 

Each shelf has adjustable partitions, spaced to accommodate 
the specific items displayed. Each compartment bears a price, 
so that the customer may shop leisurely. 

“We added nothing to our tool stock,” Mr. Cobb explains, “when 
we built the new display. What we did simply was to bring all 
tool stock together to make a more impressive showing. The aver- 
age customer looks at this display and thinks that we stock about 
twice as many tools as we did before.” ®*End 
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Why risk your company name 
on something less than an APCO? 


fe pe ae , 
i abe 


Motorboat buoyant vest—U.S. Coast Guard approved for use on motorboats of classes 
A, 1 and 2 not carrying passengers for hire. Sizes: children under 45 lbs., Model CKS; 
color, orange and plaid. Children between 45 and 90 Ibs., Model CKM; color, orange 
and plaid. Universal size for adults; Model AK; colors, orange, green and plaid 


APCO means quality. The kind of quality that can be produced only 
by the country’s oldest manufacturer of marine life saving equipment. 
And quality means protection — protection for the seller as well as the 
buyer. You'll get no complaints about an APCO product. Quality plus 
manufacture will help build your own good business reputation. This 
motorboat buoyant vest, for example, does more than merely meet 
Coast Guard regulations. Every regulation is met and in cases sur- 
passed. APCO never sacrifices quality! And, in addition, you get 
assured delivery, prepaid freight, and individual packaging in attractive 
polyethylene bags for easy sales. 


> ATLANTIC-PACIFIC 


MANUFACTURING CORPORATION 
124 ATLANTIC AVE. BROOKLYN 1, NEW YORK 


Jobber Inquiries Invited — Write for complete catalog and price list 


\ 
~ 
Seal 


= 


HARDWARE AGE, JANUARY 15, 1959 





ELECTRONICALLY SEALED 
CUSHION. 

Made of attractive box 
calf grain vinyl. All seams, 
including straps, electron- 
ically sealed. Kapok filling 
separately sealed electron 
ically in vinyl to keep i 

i aw ate au. 
: Red, blue, green 
with yellow gusset 


UNICELLULAR SKI BELT. 
Gives skiers freedom of 
action: safety without bulk. 
Covered with fast colored 
orange fabric. Unicellular 
plastic buoyant material 

will not waterlog or 
mildew. Adjustable web 
strap around belt has dee 
ring closure. Three waist 
sizes: 20 - 24°, 26 - 30" 
and 32 - 40 


WATER SKIS. 

laminated, banana shape, 
solid ash, slalom and aq 
vabatic. Comes in several 
colors and designs. Adjust 
able foot grips are made 
of pure molded gum rubber 
and aluminum fittings. 
They are placed to assure 
perfect balance for buoy- 
ant planing. 


UNICELLULAR PLASTIC 
BUOYANT VEST. U.S. Coast 
Guard approved for motor 
boats of classes A, | and 
2 not carrying passengers 
for hire. Filled with unicel 
lular plastic foam. Has tie 
tape and adjustable body 
strap. Colors: orange or 
plaid. Sizes: two for chil 
dren, one universal size for 
adults. 
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Paramus, 
is self contained in about 30 sq 
ft of floor space in the rear of the 
store. 


Modest display = big sales volume jist iene Paramus, S.J. 


Counter is limited to traffic 
items. Bulk back-up stocks (sheet 
metal, roofing, gutters, spouts, 
etc.) are kept in the storage room 
and sold from this display’s 
samples. 

Rickel finds it difficult to keep 
display bins full of sundry items. 

Every item on Rickel’s counter 
is price marked and size marked. 

A steady stream of small con- 
tractors and do-it-yourselfers flow 
around this display and out the 
checkout counter. Few of them 
have to ask for clerk service. Those 
who do ask for advice get expert 
help from Rickel’s trained sales- 
men. 

Sales volume from this display 
amounts to many thousands of dol- 
lars, for a much higher figure 
than the $30-50 yearly sales per 
sq ft of display that is par for the 
average store. e@ End 





ing scccs = GET ON THE BAND WAGON NOW! 


Fastest — Battery Additive 


GIVES POWER ONE TREATMENT 
LIKE NEW! NEW! LASTS ALL WINTER! 


the LEADER BECAUSE IT REALLY — 
poms (T'S GUARANTEED! = 


* LIFETIME-CHARGE is the only battery additive backed by an unconditional Guarantee 
of refund to the consumer if it fails to revitalize a weak car battery. . .and NOW... 
LIFETIME-CHARGE offers your customers FREE —— Start Insurance on their present 
batteries, regardless of age, when they use “LIFETIME”! “You Start . . . or WE Pay” 


is the newest proof of satisfaction offered by famous LIFETIME -CHARGE . . . used in 
over 1,000,000 car batteries! 


REMEMBER, NO OTHER BATTERY ADDITIVE GIVES YOU THIS BACKING! 
cma oF (omy (eum) pum (umm, (um) (uum, aM) 9 quam | uc" iy (eo tT oy) (qua my) = cana) am TMM 


DON’T LET CADMIUM CLAIMS FOOL YOU! Sometimes people are confused by so 
many scientific claims. Electrochemical Engineers will tell you that Cadmium will ruin a 


“RETAILS Jead-acid battery. That's why LIFETIME-CHARGE CONTAINS NO CADMIUM! 
FOR ONLY 


\ 
7 | oh Omci ges | » 
iia Ad N 
pa ict YORK — att MADE 7 nenall MARKET STREET 
——— ev MAGNAFLO COMPANY, INC.  ‘ouncstown 12, on10 
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New idea in’ Show Business — 
sells abrasive belts! 


The old proverb still works . . . to show them is to sell 
them. This simple, pegboard display rack for abrasive belts is 
making the cash register really ring at Patterson Bros. 


in New York City. 


One of the most popular and fastest-growing tools for contractors and 

home craftsmen is the portable belt sander. And Behr-Manning supplies the 
right size and grit for practically every belt sander and every job. 

It’s easy to produce profitable sales and happy customers — by recommending 
fast-cutting, long-lasting Behr-Manning abrasive belts. Better check your 
stock of these portable belts for homecraft and boat maintenance. 


BEHR-MANNING CO. 


TeOov, Ste YOR K s 


A DIVISION OF NORTON MP N 
COMPANY ORTOND ¢ 
A 


ABRASIVES 
In Canada’ Behr-Manning (Canada) Ltd., Brantford. For Export Norton Behr-Manning Overseas Inc., Troy, N.Y.. U.S 
BEHR MANNING PRODUCTS. Coated Abrasives harpening Stones ° Pressure- Sensitive Tapes NORTON PRODUCTS: Abrasives - Grinding Wheels - Grinding Machines + Refractories - 
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Firm uses open house to ing open house. The owners and showed big-ticket appliances, paint 

manager studied the crowds and and other lines. 

their reaction to different types of 
When a New England firm merchandise. 

opened its new hardware store it When the store was opened it 

used an open house to find what had only limited housewares stocks. to seek fix-it help 

customers want. Customers quickly bought out The 
The store manager says, “We initial stocks and asked about items 

are after as many varied lines as and lines not stocked. he plans to do on his own. 

we can sell in all types of house- Success with its initial open Isermann Hardware, Kenosha. 

hold and home equipment and sup- house made the firm hold a trade Wis., gets the do-it-yourself cus- 

plies. We find that one-stop shop- show at a later date in the form of 

ping service is essential.” a two day and two night promo- 
The new store was crowded dur- tion. Demonstrators from factories 


CHIAPONS 335 43" 


IN LAWN AND GARDEN SPRAYERS 


find its customer wants 


Sign invites customers 


do-it-yourself customer of- 
ten needs advice about the work 





New Design! 
New Appeal to Customers! 
New Sales for You! 


tomer interested in visiting this 
Most sales-stimulating innovation in years in 
lawn and garden sprayers! Chapin’s new wide- 
diameter compressed air sprayer in a complete 
range of capacities! Larger diameter and lower yourself, 
height add greater balance and stability, new This friendly greeting has 
carrying convenience, modern appearance. SAME stepped up sales on tools, paints 
SApeneEaT® AAPA quently SRE Pervermence. and supplies and related items. The 
Two-stage safety lock. QOil-resistant hose, gas- , 
ket. valves store staff has information on 
items the handy man can build and 
can also give instructions on paint- 
ing, if the customer wants it. 


store through a large window sign 
which reads “We'll help you do-it- 


Send for our new 
1959 catalog il- 
lustrating Chapin’s 


complete line of ° a 
ro and spray- | Moving van men can Pive 


Wri ; 
ors. Write Dept. 2 you new customer names 


Many couples live in apartments 
for a year or two and then move 
to their own homes in the same 
communities. 

If you make friends with van 


4 Compare this new operators in your community, so 


res | | wide-diameter Model . 
SPRAYER | No. 141 with this old. i. an | that they will tell you of apartment 
p me a style small diameter 773 house dwellers who are moving to 
a. | Model No. 140 » | private homes, you can get in- 
| } formation that may lead to sales of 
A complete range of ca- <A big-ticket items. 
pacities in both styles | New homeowners are often in 
the market for washing machines 
and refrigerators. 
If you offer a fee to operators 
who give you the names of cus- 


Quality Sprayers and Dusters since 1887 


tomers to whom you sell big-ticket 
MANUFACTURING WORKS, ING. | : ore ee 


_ appliances within a month of their 
BATAVIA, N. Y. moving you will get plenty of new 
sc eieiiacaeindnsiaiaehiamnmaiiammt cites cence ee ne names, 
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with the new 1959 


EXCC 


The “BIG VALUE” 


the line... the features 
the promotion... 
the dealer program 


16 new magic-sell models... 


AT EVERY PRICE LEVEL FROM $39.88 


All the best in the most complete line of power mowers 
ever offered ... steel and aluminum-alloy decks, 2 
cycle or 4 cycle engines, 2 HP to 5.5 HP, walking types 
and self-propelled rotaries, reels and riders ... blank- 
eting the entire power mower field, and priced from 
$39.88 ... EXCELLO has them all! 


wheel pads and baffles for extra strength... 


scalping, staggered wheel design . . 


NEW 
DURABLE 


miro&lo 


B &S3H.P. Engine 


Model 249 | 


rotary featuring a full 24” cut . . . rewind starter 


. wide, front discharge chute ... heavy 14 gauge steel deck with 


8” steel wheels .. . 


snap-on, stand-up chrome handle with hill-holder safety lock . . . no 


. full year warranty and finished 


with baked-on two-tone luminous MIRRO-GLO enamel. 


Suggested 
List Price 


PLUS ... traditional EXCELLO quality, sales-exciting 
appearance and unexcelled performance. PLUS ... 
these dealer extras: QUANTITY DISCOUNTS, Big Mar- 
gin DEMONSTRATOR DEAL and the quick-cash, fast 
service, DEALER FINANCE PLAN ...EXCELLO has the 
line, the promotion and the program for PROFIT in 59. 





MODEL 2C-199 





ROTARIES 


MODEL 2209 RIDERS 
22” CUT 2.5 H.P. REELS 
ALUMINUM e 


=. 18" 19° 21" 
22” 24” 


2 CYCLE & 
4 CYCLE 
ENGINES 


STEEL DECK 
ROTARY 





19” CUT 2.2 H.-P. 





a’ 
MODEL 911-4E 


24” CUT 5.5 H.P. 
RIDER 





WITH 
ELECTRIC 
STARTER 
AND 
BATTERY 

















* 
ALUMINUM ALLOY 
AND STEEL DECKS 





guaranteed for one full year... 


/ 
a 


CALL YOUR DISTRIBUTOR OR WRITE To / 











backed by a nation-wide system of authorized service dealers 


HEINEKE & COMPANY 


SPRINGFIELD, ILLINOIS 


/ lawn mowers have been our business for 33 years 
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SPRINGFIELD 
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14. ADJUSTABLE HANDLEBARS 

Tiller handles move up or 

down to lessen operation fa- 
POsitiONS 


eeeeeeecoeeoeoeooeoeooeoeeeoooeoeeeee -2eeeeeeeeeeeeeeeeeeeeeeeesd eeeeeeeeeeeseoeoeeeeeeesves eee e 


eeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeceeeeeeeeeeeeeseeeeeeeeseeseeeeeee 
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No matter how Convention Calendar 
you get there— 





conventions shows conferences 





Convention Check List 








3o00uT The conventions and : W stead be 
Tina Tortir >| Th 


complete listing wi 





1959 


January 
18 Massachusetts Hardware D Tennesseee Reto 
tor Inc., Annual Spring Assn.. Nashville 
immer Show, Cambridge California Reto 
Assn., San Francis 
© Own Hardware: 
handise Exhibit 
Reta Hardware holders’ Meetina 


Hardware Assn. 





L Yr 

Asst Baton Rouge Tri-State Hardware 
Weed & Co., Blue Chip Mer: ment Assn... Amar ex, 
chandise Show, Buffalo, N. Y Virainia Retail Hardware A 
M re Handley Hardware Cc Roanoke 

7th Annual Merchandise Mart *h Horadwoare Assn 
Birmingham, Ala. i 

Intermountain Assn. ot Hard 

ware & Implement Dealers 

Elko, Nev. 

Bigelow & Dowse Co., Annua 

Sprina Show, Needham Heights 

Mass 

Albany Hardware & lron Cc 

Merchandising Show, Albany 

N.Y. 


/ isn. \ Ree 
: Hibbard, Spencer, Bartlett & . Louisvil 
Co., 6th Annual Merchandise . Nebraska Reto Hoardwars 
Show & Convention, Evanstor Assn., Lincoln 
Hi. . Michigan Reta Hardware 
25-27 Nortt Coast Retai Hardware Assn. Detr it 
Assn., Portland, Ore. . Pennsylvania & Atlant Te 


Ar j olde t ti | Ss j tion 25-27 Pacitic Ni rthwest Hoardwore & board Hardware Ass 
nerica s ) es nationa associa Implement Assn.. Sp skane bara. Po. 


exclusively representing contractors in 25-27 Ge C. Wetherbee & Co 


i Ie r je 


the home improvement industry. D. 





Mississipp Reta 
2ocier Merchanad se Show De Assn. Jacks n 


| troit-Leland Hote!, Detroit - New Enaland Hardware Deo 
|| 26-27 American Hardware Supply C aos ieee. een 
| Merchandise Fair & Stockhold -24 Oklahoma Hardware 8 ple 
ers Meeting Pittsburgh ment Ass n.. Oklahoma Cit) 
Qe () e 26-27 Marshal! Wells-Kelley How Pacitic Southwest H - ware 
n Thomson Co. Convention A West Coast Hardware & 


n re & 
26-28 United Hardware Distributing Housewores Show. Los o eles 


| Co. Annual Convention and . West Virainia Hardwa A 
iS comin Merchandise Show, Minneapoli Charleston 
| 27-28 Ir 3ar Retai! Hor jwore Assn . , | \ 








7 Decatur & H pkins C 
ind Or ID S nual Sor na Open 4 


| 27-28 Van Camp WHardwore & Iron Bostor 
Co., Spring & Summer Show : Hardware Assn. 
Indianapolis nas, Charlotte 
27-29 Missouri Retail Hardware Assn 
St OU'IS 4 


27-29 untain States Hardware 


__— A. , 5 dware & - . M. Warren & C f 
mplement Assn., Denver | Show, Troy, N. Y. 
28-29 George rause Hardware C 8-10 Pacitic Southwest Hardwar: 
Jeaie OW Lebanon Pa -) useware Sh Ww Dhnacy,r 
29-30 Mars! . ells Kelle y How 8-12 Gitt Show, Boston 
| vert 9-14 American T y Fair, Ne i 
February 15 Whitlock Corp., Silver Anniver 
| 1-4 Janney, Semple, Hill & Co. An pory snow, Wiite Ploins, N. J 
F a} 99 | nual Retailers’ Conterence, Min- 15-17 Flor da & Georgia oe 
eb. 22, 23,24, 1959 a Se ee 


ny 
neap S 


Hotel Sherman, CHICAGO | 2-3 Wisconsin Retai Hardware 15-17 South Dak ta Retail Hardware 


Assn... Milwaukee Assn.. Sioux Falls 


| 2-4 New Yor ate Retail Hard 
the industry's MIGHTIEST ee _ 


wore 


MOST IMPORTANT event | a ae oe a ee 
PLAN NOW to attend! 


NERSICA, Inc., 12 £. 41 St., New York 17. 


For complete details about conventions and shows listed above see the Jan. | 
issue of Hardware Age 
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mm BIGGER! 
OONLONALIEN TORS 

hoe SH TTER! 
“FACTORY RUN” $ 


PROMOTION! sya 


With Savings Up To 52% 


Westfield 


Pineland \ 


slom adomm—lelile 


Q.95 


Reg $20 80 


weer A 16-Pc. Patterns 
, Patricien ere al 7 2 ‘95 


Boontonware’s ‘‘Factory Run” promotions were Boonton Patrician Solid Color 
sell-outs in ’57 and ’58! Now 3 ways bigger for Single 4-pe. place setting 
—_ , ; ‘ Four place settings , 
‘59, with the sensational new Patterns intro- Reg. $20.80 
duced in the fall, the elite of Boontonware’s Solid Soontonware Patterns — 
ai | Single 4-pc. place setting 

Colors, and the most-wanted Service Pieces! Sell Four place settings 
dinnerware according to your customers’ pref- | | 

sii hem ainal are ’ Boontonware Service Pieces — A big traffic 
erences — either singie 4-pe. piace settings Ol builder, giving you the regular 40% plus an extra bonus profit! 
16-pe. sets. The more they buy, the more they A proven promotion backed by a complete merchandising program! 
save, and the more vou profit! And you make GUARANTEED AGAINST BREAKAGE 
even more! It’s a proven fact that service piece 
sales go with place setting sales. Each such sale contlon Ware’ 
gives you 40% plus an extra bonus profit! A finest of all melamine dinnerware 
tried-and-proven promotion! BOONTON MOLDING CO., BOONTON, N. J. 


Reg. $25.00 
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wif? 


r, ad ” 
, sf ¢ 


(Double O R) 


ono us ey , ; 
\ Eg PE 


RIfSID 


RE Bie 


PR ee Me 


number for 
drop-head pipe dies 
unequaled for fast 
hand threading and 
customer demand! 











Larger RIGID Drop- 
Head Dies offer same 
easy work features. & 
) WIR, ’” to 1%” 
} 12R, “%’ to 2” 


No wonder pipe “pros” have bought hun- 
dreds of thousands of them, the easy way 
they snap into the ratchet ring handle... the 
smooth clean way they cut ”’ to 1” threads 
... the quick way the dies reverse for close-to- 
wall threads. Your customers like OOR’s, too 
—order from your Wholesaler today. 











HARDWARE AGE 


QO Your Club 


WILLIAM FRANK 
(Randy) RANDOLPH for 
many of his 50 years in 
the hardware _ business 
has been a traveling sales- 
man. Since 1926 he has 
traveled in the southeast 
for J. Wiss & Sons Co., 
cutlery manufacturer. He 
started in 1908 with the 
old Gray & Dudley Hard- 
ware Co., Nashville, Tenn., 
as a billing clerk at $25 a 
month. He worked six 
days a week from 8 a.m. until 6 p.m. There was 
lots of overtime and some Sunday work. Two 
years later he joined James S. Mason Co., Phila- 
delphia, and sold shoe polish to hardware whole- 
salers. From 1912 to 1918 he represented the U. 8. 
Rubber Co. heel department and called on hard- 
ware wholesalers. Later he joined Midland Tire 
& Rubber Co., Coshocton, Ohio. He is an Elk, a 
member of the Executives Club of Atlanta and a 
former member of the Kiwanis Club of Atlanta. 
He is a member of the Southeastern Traveliers 
Club. 


HIRAM E. CHAFFEE 
who recently retired as 
vice-president and direc- 
tor of J. Russell & Co., Inc., 
Holyoke, Mass., wholesal- 
er, began his hardware 
career in August, 1908, as 
an errand boy for Belcher 
& Loomis Hardware Co., 
former Providence whole- 
saler. He served the Provi- 
dence firm as department 
manager, buyer, and vice- 
president and _ director. 
Mr. Chaffee joined J. Russell & Co. on March 18, 
1935, and has served the company as a buyer, and 
sales manager. In October, 1950, he was elected 
vice-president and director of J. Russell & Co. 
He is a former director of the New England 
Hardware & Iron Association, and has served the 
town of South Hadley as a selectman and as a 
member of its board of health. A Mason, he is 
also a member of the Kiwanis Club. Gardening, 
fishing, and cribbage are among his leisure-time 
activities. A son, Thomas D. Chaffee, is a buyer 
for J. Russell & Co. 
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Hardware D 
poe! 


ealers 


HIGH COMPRESSION STAPLE GUN 


with built-in staple extractor and exclusive push-button loading 


Already a proved sales success! Don't 
delay. Swingline offers you immedi- 
ate delivery for immediate profits 
The new rugged, heavy gauge steel] 
Swingline 101 Staple Gun is compact, 
powerful and capable! It delivers as 
much driving power as machines 
twice its size and weight. Takes two 
staple sizes: 4/16” and 5/16”... per- 
forms hundreds of tacking jobs in- 


Profit with 
all 

these 
SWINGLINE 
leaders: 


Swingline No. 200 
Compression Tacker 
Takes 3 staple sizes 
up to 5/16” 

Retail price $10.50 


cluding insulating, carpentry and 
upholstering...even has a lock to hold 
it securely closed. Gun positively will 
not jam...Swingline patented open- 
channel allows split-second loading 
Here's the hardware item all your 
customers want at this sensationally 
low price. ORDER NOW! IMMEDI- 
ATE DELIVERY ON ALL QUANTI- 
TIES, 3 COLORS 


® 


INC. LONG 


Swingline No. 900 
Super Drive Stapling 
Gun. Takes 6 staple 
sizes up to 9/16” 
Retail price $12.50 


ISLAND CITY 


cross The Country 





=. 7. 


See how easy the SWINGLINE 101 sells 
Order this 4-unit case today, including an 


easy-to-set-up display for counters, walls 
or windows 


4 guns, 1 doz. $ .59 Boxes of Staples 
Retail Price 


Dealer Cost 
Pert tl tae aa titi 


FROFIT NOW 
with the biggest 
selling staple 


guninthe 


aor | 
TV Vt tN 


1, NEW YORK 


World’s Largest Manufacturer of Staplers for Home and Office 
In Canada: Saxon Office Equipment, Ltd., 156 Evans Avenue, Toronto 14, Ontario 
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WHAT'S NEW 





(Continued from page 15) 


brass, old copper and dull bronze. 
Black posts. The assortment con- 
tains 12 each of hooks and pulls in 
each of three finishes with dull 
bronze as a substitute if desired. 
Matching knobs available from open 
stock. Complete assortment con- 
tains 72 items. A _ natural-finish 
birch display board (shown) is 
available free with each assort- 
ment. Medalist Div., National Lock 
Co. 


For more data circle No. 12 on postcard, p. 109 


Space-saving garden cart 


Homeowners with a minimum of 
acreage will want this 3 cu ft gar- 


den cart which retails for $6.95. 
Recessed wheels conserve storage 
area. semi-pneumatic 
and puncture-proof. Enamel is 
baked on the deep-drawn steel 
body and seamless steel handle. 
Overall body dimensions are 30 x 
18’) x 11% in. Contour-shaped 
cartons reduce storage space. Pro- 
vide a platform for point-of-sale 
display when stacked. Radio Steel 
& Mfg. Co. 


For more data circle No. 13 on postcard, p. 109 


Tires are 


All-purpose gun stapler deal 
Arrow has added three new at- 
tachments to its T-50 Multi-Pur- 
pose Gun-Tacker Kit. The im- 
proved kit is offered as a Hard- 
ware Week special at $17.50, reg- 
ularly $19.50. The new attachments 
are for screen, wire and _ shade 
work with the heavy-duty non-jam- 
ming T-50 staple gun-tacker, which 


104 


ie SP 
ARROW 


SHOOTS A STAPLE 


wherever youd |. 





is also in the kit. A staple lifter 
and 5000 staples round out the kit 
packed in a self-display box. Arrow 
Fastener Co., Ine. 


For :nore data circle No. 14 on postcard, p. 109 


Moderate-priced auger bits 
Do-it-yourself customers are of- 
fered these quality’ solid-center 
auger bits and bit sets at popular 
prices. These bits feature deep- 
milled points for nonslip 
feed, precision - machined cutting 
edges and highest quality bit steel 
hardened throughout. Fully guar- 
anteed. Resale prices begin at 75¢é. 
Sizes range from '4 to 1 in. Five- 


screw 


piece set includes 14, %x, '%, %s and 


5, in. sizes for $4.30 retail. 
Thirteen-piece set from 14 to 1 in. 
is $12.30. Greenlee Tool Co. 


For more data circle No. 15 on postcard, p. 109 


Inexpensive drawer control 

This inexpensive, trouble-free 
drawer control has a zinc-coated 
steel Monorail and a nylon on 
metal glide. Quiet and rustproof 


action is possible for cabinet, van- 
ity and furniture drawers. Two 
drawers may be operated on a 
single wood center rail since no 
anti-tilt rails are needed. No notch 
ing of drawers or wood rails re- 
quired. Penn-Akron Corp. 


For more data circle No. 16 on postcard, p. 109 


Improved carbide drills 
Improved spiral carbide-tipped 
rotary drills that last longer and 


speed masonry drilling have been 
introduced. Spiral fluting of these 
Rawldrills is designed to clear cut- 
tings from the hole and eject them 
with more rapid action. Carbide 
tips are brazed into 
milled and indexed slots for maxi- 
mum support against shock. Spiral 
carbide drills are available in di- 
ameters from ‘4 to 1% in. Rawil- 


a 


accurately 


plug Co. 


For more data circle No. 17 on postcard, p. 109 


Multi-purpose folding legs 

Here are multi-purpose tubular 
steel folding legs for constructing 
display, work, ping pong, utility, 
and packing tables. They fold com- 
pactly. Are offered in 25 and 32 
in. widths with 20 in. 
and 17 in. 
welded. 


table legs 
bench legs, electrically 
Come in neutral gray 
color. Locking mechanism assures 
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You don’t go DUCK HUNTING 
with a SLINGSHOT! 


And you can’t get top volume 
with old style fixtures 








with 


7 


Z 

















Mass Display your Merchandise without Mess 


Introduce Color to your Displays 
(44 color combinations possible) 


NOW AVAILABLE M & D’s NEW CHALLENGER FIXTURE LINE CATALOG 


available through the M & D Store Planner in your crea. 
Write, wire or ‘phone M & D Store Fixtures, Inc., Dept. 86 


ig 

; \] 6 No. Michigan Ave., Chicago 3 or City of Industry, Calif. 

NATE /, 

. ‘ ‘ 
i : vA _ =“ 
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There’s Moore Garry, that 


More sales-getting promotions...more 

aggressive advertising, including nighttime 
network TV!...more effective decorating helps— 
featuring a great new MAESTRO* COLOR 
PLANNER-=—will bring more customers into 
Pittsburgh Paint dealers’ stores. 


ittsburgh Paint dealers have enjoyed a 
banner year in 1958! 


@ Aggressive and timely promotions of high- 
quality products, backed by hard-hitting 
advertising in magazines, newspapers and 
on TV and radio have brought the greatest 
number of customers into their stores in 
Pittsburgh Paint history. 


@ 1959 will be an even bigger year! There'll be 
more promotions. More powerful advertis- 
ing in magazines, on radio and in newspapers, 
with dealers’ names listed at no charge. 


@ And for the first time there’ll be nighttime 
network T'V—the new GARRY MOORE SHOW 
—with this great star’s convincing sales- 
manship reaching households in every 
dealer’s community. 


@ Next year Pittsburgh Paint dealers will 
have available for their customers the most 
complete color service in the industry. A new 


MAESTRO COLOR PLANNER, with thousands 
of color harmonies to choose from, has been 
added to the MAESTRO COLOR SELECTOR and 
the popular book, ‘Modern Decorating 
Ideas.’ Supplementing these is a complete 
line of color cards, with large-size chips and 
helpful painting suggestions. 


@ Store identification signs, eye-compelling 
window displays, streamers, banners and 
pennants identify dealers’ stores as Pitts- 
burgh Paint headquarters. And a completely 
revised edition of the helpful Maintenance 
& Buying Guide aids dealers to serve their 
customers more efficiently. 


@ This complete sales promotion and adver- 
tising program has been carefully planned to 
help Pittsburgh Paint dealers get a bigger 
share of the 1959 market. Now is the time 
to get on the bandwagon and cut yourself 
a bigger slice of the paint business in your 
community. MAIL COUPON TODAY! 


PITTSBURGH PAINTS 


PAINTS @© GLASS @ CHEMICALS @© BRUSHES @ PLASTICS @ FIBER GLASS 


Privy ¥ 31832 @ & 


ge ee 


ee a ae COMPAN Y 


IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITED 
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is)...and More...for 59! 


New GARRY mM QO 


| : ORE SHOW 
now on 157 Stations wait 
40,000,000 homes : 


TUESDAY 
CBS-Ty S, 10-11 P.M. E.s 7 


ONS 


VENING 


AND AFFILIATED STATI 


— — He 


Pittsburgh Plate Glass Company, 
' . P . ~~ @ . 
How to Put Garry Moore’s ) aint Division, Dept. HA-19, Pittsburgh 22, Pa. 


, : , : ; , Gentlemen: I am interested in how I can use your 
Sale smanship Lo Work For ) Ou. | promotions and the salesmanship of Garry Moore to 


help increase paint sales in my store. 


e If you want to take advantage of timely 
product promotions offered by Pittsburgh to 
its dealers during 1959, backed by two-fisted 
advertising which includes the convincing TV 
salesmanship of Garry Moore, mail coupon. 


Name___ 





Address____ 





City County__ State__ 
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safe support of heavy loads. Only 
a screwdriver is needed for fast, 
easy and permanent installation. 
Legs are shipped one set to a car- 
ton. Qual-Craft, Quality § Steel 
Products, Inc. 


For more data circle No. 18 on postcard, p. 109 


Bright chrome cabinet pulls 
These floating ring and square 
concave cabinet pulls are available 


in polished chrome. There are 
three knob and two pull styles all 
made of pressure-cast alloy. A dis- 
play showing all styles is available. 
Rach type is packaged 10 to a 
box. Prices range from 65¢ to 95¢é. 
Stanley Hardware Dvwiv., 
Works. 


For more data circle No. 19 on postcard, p. 109 


Stanley 


Quality 24 in. power mower 
Safety, comfort and ease of op 

eration are engineered into the 

quality-priced Yardsmith 24 in. rid- 


ing power mower. 
foot operated brakes, wide wheel- 


base, rear-mounted engine an 


108 


Features are 


floating front axle. Single lever 
controls speed and direction. Yard- 
smith rider lists for $339.95. Also 
in the line are walking rotary 
mowers priced from $79.95 to 
$139.95. Reel mowers, available in 
18 and 21 in. sizes, to retail from 
$99.95 to $139.95 Standard tillers 
list for $154.95. The convertible 
tiller/mower, as a tiller sells for 


$164.95, mower attachment is 
$59.95. Yuba Power Products. Ince. 


For more data circle No. 20 on postcard, p. 109 


Low-priced clothesline 

A specially - treated Fiberglas 
core is featured in this low-priced 
Seco clothesline. The core mini- 
mizes stretch and increases tensile 
strength. The line is braided from 
fine white cotton yarn around the 
Fiberglas strand and is glazed to 
weather conditions. Lines 
are individually packaged in red 
and yellow polyethylene bags with 
two 50 ft hanks connected for a 


resist 


100 ft 
Eastern Cordage. 


one plece length. South 


For more data circle No. 21 on postcard, p. 109 


Umbrella motif wall planter 
Smartly designed like a partially 
opened umbrella this wall planter 


is suitable for living room, bed- 
room, den or breakfast nook. The 
planter is finished in satin black 
and rests in a black metal ring. 
Easily attached to the wall. The 
914 in. planter is attractively gift- 
boxed. Retails for $1.25. Davis 
Products Corp. 


For more data circle No. 22 on postcard, p. 109 


Portable clock-radio 
Here’s a cordless,’ transistor 
clock-radio that is portable. Syl- 


th 


if at ; 
.* rh, Stars py eas S497 a ; 
Hecgtts tt. patie * —_— 
4 +4. “+ _ 
sipeet a 
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vania’s Play Timer runs 200 hours 
on six “C” type flashlight batteries. 
Has automatic wake-up and sleep 
switch. The full front mother-of- 
pearl inlay with clock 
face. Suggested list price is $69.95. 


contrasts 


Sylvania Electric Products Ine. 


For more data circle No. 23 on postcard, p. 109 


Magnetic latch mail box 
An Alnico magnetic latch is 
featured on this Kursh mail box. 
Designed to complement modern or 
traditional decor. The _ precision- 
made box is of extra heavy bond- 
erized steel with an embossed di- 
amond pattern. Finish is durable, 
(Continued on page 112) 
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Be sure to write name 
and address on post card. 
Please use this P. O. 
Box Address for Quick 
Check Cards Only 
























































use this FREE 


CHECK CARD 


AN EXTRA 
HARDWARE AGE SERVICE 


A successful hardware dealer keeps up to date on 
What's New in merchandise. The Quick Check 
Card on the bottom of this page will help you get 
more information on new products described in this 
issue, quickly and easily. HARDWARE AGE brings 
you more new product descriptions than any other 
magazine. The Quick Check Card service will now 
get you all the information you need, quickly. 





FIRST CLASS 
PERMIT NO. 3% 


New York, N. Y. 








BUSINESS REPLY CARD 


No postage necesscry if mailed in the United States 





POSTAGE WILL BE PAID BY 


HARDWARE AGE 


Post Office Box 60 
Village Station 
NEW YORK 14, N. Y. 


Postcard valid 8 weeks only. After that use own letterhead fully describing item wanted 


1/18/89 


Please send me further information on the WHAT'S NEW items, code numbers 
for which | have circled below. 


1 
16 
31 
46 
61 
76 
91 


2 
17 
32 
47 
62 
77 
92 


ee & « 10 «610 (612)—O 
19 20 21 25 26 27 28 
34 3536 40 41 42 43 
49 50—é«*S 55 56 57 58 
64 66 70 #7 #+72 «73 


14 
29 
44 
59 
74 


100 101 102 103 104 
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Here is Your Quick Check Card 


What it is... How it works 


Each issue brings you dozens of descriptions of new products, new dis- 
plays, etc., in the "What's New’ columns. You get more of these in 
HARDWARE AGE than in any other magazine. 




















When you want more free information on any of these products, simply 
mark a circle around the same number on the post card as appears 
under the individual item description. 


Drop the post card in the mail box. No postage is needed. You will 
quickly receive, free, complete details on the product from the manufac- 
turer. You may circle as many items as you wish. Separate information 
will be sent you on each item. 


Be sure to give your full name and address on the post card. Print or type 
it clearly. We cannot service post cards with incomplete addresses. 






























































WL 


————— A ec ce cee - 


Pesicord valid 8 weeks only. After that use own letterhead fully describing item wanted 1/15/59 
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First of 
its kind...a new 
dimension in 
listening 


880 060 PHONO 


Revolutionary in sound, style, versatility, Arvin’s new stereophonic FM ‘AM 
radio offers the ultimate in audio enjoyment—opens immense new sales pos- 


sibilities in a vast and virgin market. Model 3586, $100.00° 


ONLY ARVIN offers such a handsome, compact 


stereo twosome—Hi-Fi FM / AM radio plus matching amplifier speaker 


ALL THESE PREMIUM FEATURES: Push-button control for each function. 

Frequency response JU to 15,000 cycles. 
© 9 tubes plus 2 selenium rectifiers. Phonojack for player connection. 
© Transformer type straight AC chassis. you can feel the differents. 
@ 2 Alnico speakers 5” x 7" and 4”—harmoni- 


Separate tone control. 
cally balanced. : 


@ Separate AM and FM tuning operates simul- 7-watt push-pull output. 
taneously for stereophonic reception with FM 
connection to Arvin auxiliary amplifier-speak- 
er or other Hi-Fi system. 


* 

+ 

° 

e@ Gyroscopic tuning 
» 

* 

” 


Beautiful cabinet of lifetime Arvinyl and 
plastic, strikingly individual in design, finished 
in textured gray and black. 


A _ Seeatrontes & Appliances Division 
pie sagen a tages INC., Columbus, Indiana 
Heaters, Ironing Tables, “Ourdoo Portable Electric Heaters, Car 


r Grills, ; . 
a Leisure Furniture and 
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Arvin HI-FI FM/AM 
STEREO RADIO 





ae 


— OQ Q 


Arvin acoustically matched 
twin-speaker amp 


u } 
matching cabimne t. $49.95" 


© 


Two harmonically halanced 
speakers: DX ¢ woofer and 
4” tweeter 


wn 


ifier in 


Finished. back with stereo 
jack + phonoja ke auxuiary 
amplifier outlet outside an- 
tenna connections and switch 





WHAT'S NEW 





(Continued from page 108) 


weather-resistant, baked black en 
amel with polished trim. 
Comes with magazine brackets. 
Retails at $5.98. Kursh Products, 
Ine. 


For more data circle No. 24 on postcard, p. 109 


brass 


Rust-resistant paint 

Emergency winter painting can 
pe handled with this low cost, one- 
coat rust-resistant paint. Rustrem 
is for use on all types of metal work 
indoors or out. No prime coating is 
needed. Can be either sprayed or 
brushed on after minimum surface 
preparation. Can be applied over 
damp surfaces. Available in 1 qt, 1 
and 5 gal cans, and 55 gal drums 
in clear and eight standard colors. 
Special colors available on order. 
Speco, Ine. 


For more data circle No. 25 on postcard, p. 109 


9-piece pottery sets 

Nine pieces are featured in this 
colorful pottery line. The swans are 
10 in. tall, the long console dish is 
131% x 4% and 41% in. These items 


are all in matte colors, white, mint 
green, and a combination of ebony 
and coral white. Retail prices run 
from $1 to $2, Stanford Pottery, 
Ine. 


For more data circle No. 26 on postcard, p. 109 


Inexpensive work gloves 

These fabric utility gloves for 
women are priced at 59¢. Light, 
vinyl impregnated fabric provides 
almost barehand flexibility § and 
nonslip grip for gardening, paint- 
ing, and household chores. Machine 
washable. Come in lime green and 
tangerine colors. Self-selling tag is 


punched for convenient 
display. Edmont Mfg. Co. 


For more data circle No. 27 on postcard, p. 109 


hang-up 


Stainless shellfish cracker 
Impulse sales can be stimulated 

with this imported device that 

rapidly cracks shellfish and easily 


removes the meat. The polished 
stainless steel Gismo No. 9 is 8% 
in. long. Dual-actioned hinged jaws 
crack either thick or thin shell- 


fish. A pronged meat pick elimi- 
nates the necessity for tools or 
extra flatware. Gismos come packed 
six to a hinged leatherette box. 
Can be retailed profitably for $7.95 
per set. Fred Roberts Co. 


For more data circle No. 28 on postcard, p. 109 


Self-propelled snow plow 
Even ice-encrusted snow drifts 
can be removed with Homko’s self- 


propelled plow. 
throttle regulates the 
speeds. Unit has colorful baked 
enamel finish. Adjustable chute 
throws snow right or left up to 
15 ft. Easy maneuverability is 
achieved with a rigid tubular han- 
dle. Has a 2% hp 4-cycle engine. 
Western Tool & Stamping Co. 


For more data circle No. 29 on postcard, p. 109 


snow Fingertip 


machine’s 


Corrugated lawn edging 
Mirro aluminum lawn edging is 
available in 40 ft x 4 in. and 24 ft 


x 4 in. lengths. Both sizes feature 
an appealing full-color merchandis- 
ing label. Edging is corrugated for 
extra strength. Keeps lawns neat 
and trim. Can be used to terrace 
flower beds, protect tree and shrub 
A spade, wood block and 
hammer are all the customer needs 
for installation. Flexible and easy 


bases. 
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BEST SELLER IN 
43 DEPARTMENT STORES 
ACROSS THE NATION! j| 


RECHARGEABLE 


~ 
4o-Lilo 
- 
43 TOP DEPARTMENT STORES HAVE ORDERED. 


RE-ORDERED, AND SOLD MANY THOUSANDS OF 
THESE REVOLUTIONARY FLASHLIGHTS... because 


Life-lit? NEVER NEEDS BATTERIES! 
Life-litd \S RECHARGEABLE! 

lLife-lite \S NEW! 

Life-lite \S COMPACT & HANDSOME! 


Life-lito \S FULLY WARRANTED! S95 
Life-Lit \S PROFITABLE! wail 5 _ 


FOR FAST TURN-OVER AND TOP PROFITS ALL YEAR AROUND—SELL LIFE-LITE! 
WRITE FOR FURTHER INFORMATION TODAY. a 
Alkaline Battery Division 
ulton Industries, Inc. 


Metuchen, New Jersey 
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i more hose profits? Feature Supplex! Want to please 
customers? Feature Supplex! Simple fact is that Supplex is 


quality —through and through—and in 
the long run quality pays—for you as 
well as your customers. 


Seven national magazines now carry 
smart Supplex ads. And Supplex provides 
“free” Ad-Dollars to pay for your local 
advertising. Buy Supplex and sell quality. 


SUPPLEX COMPANY, Garwood, N. J. 
Division of Amerace Corporation 


NYLON TIRE-CORD REINFORCED HOSE | 


RETAIL $3.98 and up — Won't burst even 
if left for days in hot sun under full water 
pressure. Guaranteed 10 years. 


Note tough, knitted 
ply of nylon tire cord 
embedded in this all- 
vinyl hose. An 
outstanding sales 
feature your 
customers 

can see. 





LIGHT, DURABLE NON-REINFORCED 


RETAIL $2.24 and up — Leaders in moder- 
ate-priced field, also give you generous 
profit margins. Fully guaranteed. 





TRIPLE TUBE .. SPRINKLER 


ropes 


oh 


RETAIL $3.98 and up — Superior, triple 
tube construction. Outsells all other sprin- 
klers. Packed on amazing new reel. ..makes 
all other flexible sprinklers obsolete! 
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WHAT'S NEW 





to work with. Requires no mainte- 
nance. Has double-strength rolled 
edges. Retails for $3 in 24 ft size 
and $4.45 in 40 ft length. Murro 
Aluminum Co. 


For more data circle No. 30 on postcard, p. 109 


Shoulder hook with wing grip 


These Gries shoulder hooks have 
a wing grip that makes them easy 


Fig SRP ereQemEs * 
el SE eae oe Be es 


to use, more attractive, and gives 
them extra strength. The one-piece 
die-cast hook is less expensive than 
conventional shoulder hooks. It is 
particularly useful in building dis- 
plays and in other temporary or re- 
use locations. Now available in the 
34 in. size in bright nickel or brass 
finish. Gries Reproducer Corp. 


For more data circle No. 31 on postcard, p. 109 


Emergency gasoline can 
Motorists and mariners 
want this Porta Gasoline Can. 


will 
It’s 





easy to carry. Only 13 x 10 x 5% 
in., it fits under boat seats. The 
can is made of electro plated steel 
with a red lacquered finish. Re- 
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versible pouring spout, which tucks 
away inside the can, has a built-in 
fine mesh filter screen. Vented for 
easier pouring. Can holds 2% gal 
of fuel plus oil additive and expan- 
sion. Packed six to a carton at 
$2.45 retail. Catalog available on 
full line. Edward Can Co. 


For more data circle No. 32 on postcard, p. 109 


One-coat outside white paint 
Svenska White Church Paint is 
a durable outside white house fin- 
ish for one coat work. It retains 
« brilliant whiteness throughout 
its life, covers completely with one 
coat, mildew, won’t crack 
and rate of chalking is controlled. 
This paint is a companion to 


resists 


Emalj, the non-yellowing white en- 
amel. John W. Masury & Son, Ine. 


For more data circle No. 33 on postcard, p. 109 


Fishing reel repair kit 
On-the-spot repairs to fishing 
reels can be made with this fishing 
reel repair Two open end 
wrenches, two screwdriver blades, 
a smooth pointed aw! together with 


set. 


> 


a chuck type, swivel topped 
knurled handle are in the plastic 
kit. The wrench will fit standard 
14 and 5/16 in. hex nuts. Screw- 
drivers are 1/10 and 7/32 in. All 
these tools are interchangeable, 
heat treated and chromate plated. 
Retails for $3. Moody Machine 
Products Co. 


For more data circle No. 34 on postcard, p. 109 


Large fishing tackle boxes 
Two large-size fishing tackle 
boxes for spinning and bait cast- 


TPta ye 


a 4 
Ta ee Ag 


ing have been added to the Water- 
loo line. Shown here is the 3-tray 
model which has 33 compartments, 
20 of which are spin-size. It has 
a special built-in section for reels. 
Weighs 414 lb. Made of textured 
aluminum with a corrosion 
tant plastic finish. Also available 
in a 6-tray model. Waterloo Valve 


resis- 


Spring Compressor Co, 


For more data circle No. 35 on posteard, p. 109 


Promotional molded cabinets 
Low cost promotions are offered 


on three-drawer model cabinets. 


These molded cabinets avail- 
able in bright red, light green 
and beige. Crystal clear drawers 
can be partitioned into small bins 
with dividers furnished. Inch 


are 


115 
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Missour! River BRIDGE CHENNAULT AIR Force BASE BISSONET PLAZA 


New SENATE OFFIce BUILDING U.S. Arr Force ACADEMY 
Washington, LD. C Colorado Springs, Colo St. Charles, Mo. Lake Charles, La. New Orleans, La. 


&D-ON THE JO 


“* 


‘~ 


Op ne ce 


150 Black & Decker Saws 


used in construction of 
U. S. AIR FORCE ACADEMY 
Colorado Springs, Colorado 
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Cape CANAVERAL MISSILE GLENWOOD REDEVELOPMENT 
CENTER, Cocoa, Florida PRoJEcT,* Minneapolis, Minn, 


_ AT ALL TOP TEN! 


America’s top construction jobs pick 


world’s toughest saw— Phlach& Decker. { 


From coast to coast... under roughest feet per day. Black & Decker Saws turn 
field conditions . . . leading contractors out the work fast with less downtime... 
and builders specify Black & Decker and more customer satisfaction! Dealer 
Saws! Why? For better control in the _ satisfaction, too... you’re selling a qual- 
wood. For dependable operation. For solid ity product! Ask your B&D supplier about 
all-round performance and more board ' Black & Decker Heavy-Duty Saws. 


, t Minot Arr BASE PROJECT Route #15 Bypass 
Indiana University Minot, N. Dakota Amity Hall, Pennsylvania 





1. CoNTROL IN THE Woop ... light, 
balanced, easy to adjust, accurate 
guide. 

2. BLADE Won’T Quirt...noclutches 
or overload gimmicks necessary to 
protect the powerful B&D-built 
motor. 

3. SAFETY...totally-enclosed, guard- 
ed blade; automatic release switch. 
UL-listed. 

4. Economy... fast accurate cutting 
produces more board feet per day, 
5. STRENGTH...withnew, heat-treat- 
ed reinforced brackets and shoes. 


*Courtesy Minneapolis Star & Tribune 


Complete Line of Heavy-Duty Saws 


en 


oii li . 


62" B&D HEAVY-DUTY SAW 7%” B&D HEAVY-DUTY SAW 8” B&D HEAVY-DUTY SAW 8%” B&D HEAVY-DUTY SAW 9%” B&D HEAVY-DUTY SAW 


i Look Under 
> TOOLS- ELECTRIC 
BUI LDERS in Yellow Pages| 
BEST BUY & CZ: @— 


Towson 4, Md. World’s Largest Maker of Electric Tools 
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WHAT'S NEW 





high tapered riser feet prevent 
scratches or surface marring. Can 
be retailed for less than $2.50. 
Campro Products, Ine. 


For more data circle No. 36 on postcard, p. 109 


Automatic light reel 
Cordomatic’s Handy - Lite reel 
contains 20 ft of cord which pulls 


out to desired length, locks and re- 
tracts automatically. The unit has 
a pistol-grip phenolic handle with a 
built-in electric outlet. A swing- 
open steel guard and a swivel re- 
flector are other features. Built for 
lifetime use. The reel eliminates 
the inconvenience and hazards of 
tangled cord. 
does not 


This portable unit 
require junction boxes. 
Cordomatic Div., Vacuum Cleaner 
Corp. of America, 


For more data circle No. 37 on postcard, p. 109 


3-piece mixing bowl set 
Housewives will be interested in 

these three rolled-edge polyethylene 

bowls nested in a plastic bag. Spe- 


cial construction allows the bowls 
to be used with automatic mixing 
appliances. Set includes a 1, 2 and 
1 qt bowl. Solid color ‘pack, red, 
vellow, white and turquoise. Re- 
tails for $1.29. Also available is a 5 
qt capacity polyethylene colander 
retailing for 98¢. Republic Molding 
Corp. 


For more data circle No. 38 on postcard, p. 109 


Aluminum household ladder 

Housewives, week-end painters 
or carpenters will want this extra 
stable ladder with its big, wide- 
and-deep working platform. Pro- 
vides positive balance. Rich’s Knee- 
Bar has extra wide spread of up- 
right supports with braces at stress 
points stability during 
weight shifts. The ladder is alumi- 
num and weighs 2% lb per ft. 
Comes in 4, 5 and 6 ft heights. 


insuring 


Provides flat, compact folding for 
easy storage. Has heavy rubber 


a 


shoes on all feet. Roller trays can 
be hooked on. Howard B. Rich, Inc. 


For more data circle No. 39 on postcard, p. 109 


Speed-forming tool special 


Do-it-yourself customers will be 
attracted to this file-type Surform 
with a half-round blade. It is of- 
fered as one of seven Hardware 
Week from the Stanley 
Tool line. This combination deal 
offers a speed-forming tool and ex- 
tra blade for double-duty work in 
trimming plywood, soft metal, plas- 
tics and other materials, Regularly 
$3.95 it is specially priced at $2.69. 


specials 


FREE. .New HALF ROY 
SURFORM. BLADE. 
“3 VAR kar 


Geax 
“aes 
= 


Six sets in 
Packed on a 


re-shipping cartons. 
colorful cardboard 
hanger for impulse sales. Stanley 
Tools Div., Stanley Works. 


For more data circle No. 40 on postcard, p. 109 


Brass leg tray table 
Marshallan’s king size trays are 
1614 x 22% in. Trays have a scal- 


loped edge design. Stands are of 
lustre finish tubular legs. 
Available in light or dark back- 
grounds with colorful designs. Re- 
tails for $9.95. Smaller queen size 
tray tables also available. Marshal- 
lan Mfg. Co. 


For more data circle No. 41 on postcard, p. 109 


brass 


Economy entrance locksets 
Kwikset’s new low cost entrance 
handle lockset line is available in 
bronze or aluminum. 
shield motif 


cast brass, 


Distinctive design. 
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THE: SHOT LINE FOR ‘59 


erry 


GIANT 24” 


Model D300A 
4 Cycle 3 HP. Briggs & 
Stratton Engine with 
Remote Rewind 
Starter and 
Choke-A-Matic 
Control 





21” 
SELF-PROPELLED 


Model SP300A 
4 Cycle 3 HP. Briggs & 
Stratton Engine with 
Remote Rewind 
Starter and 
Choke-A-Matic 


Control 
a - ’ > 


9 





as 
SUPER DELUXE 


Model A300 
4 Cycle 3 H.P. Briggs & 
Stratton Engine with 
Remote Rewind 
Starter and 
Choke-A-Matic 
Control 


. 
4 
’ 

4 


" \ 


19” 
SUPER DELUXE 


Model C200AA 
4 Cycle 2 H.P. Briggs & 
Stratton Engine with 
Remote Rewind 
Starter and 
Choke-A-Matic 
Control 


AO adivs" 


PROMOTIONAL 
MODELS 


19” 
ECONOMY 


Model 2CA 


2 Cycle 2 H.P. Clinton 
Engine with Rope 
Starter 


a 2» 
rd 





y oh 
DELUXE 


Model A250 

Cycle 2'2 HP. Briggs & 
Stratton Engine with 
Hand Throttle and 
Rewind Starter 
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19” 
DELUXE 


Model C200A 
Cycle 2 H.P. Briggs & 
Stratton Engine with 
Rewind Starter 





4 We will rush complete free sales package. Gives all de- 

| tails, ordering information, costs, literature samples, 
sales aids, etc. Also merchandise samples available to 
jobbers, distributors and wholesalers on request. 











(Sess. SS SSS See 
| Company Name 
| Address 
| City 
Your Name 
I 


Position 


Manufacturers of a Complete Line of Power Mowers... 
Barbecue Braziers . . . Quality Fans 





WHAT'S NEW 





complements modern or traditional 
homes. These sets may be keyed 
with any Kwikset entry lockset. 
Available with “400” Line Bel Air 
or Standard design interior knobs 
for matching Kwikset “400” Line 
locksets. A 5 in. backset or dead 
latch for outswinging doors may 
Kwikset Div., American 
Hardware Corp. 


be used. 


For more data circle No. 42 on postcard, p. 109 


Low cost coping saw set 


Home craftsmen will want this 
98¢ coping saw set which can saw 


COPING SAW 
SE 


“ 


through six different materials, Set 
has a coping saw frame and four 
6'4 in. blades. A coarse, an extra 
fine and two medium blades are 
included. All woods, plywoods, 
Pressdwood, plastics, non-ferrous 
metals and mild steel can be sawed 
with these blades. The saw frame 
has a 5 in. throat depth. Sets are 
individually mounted on eye-catch- 
ing colorful display cards. Parke) 
Mfg. Co. 


For more data circle No. 43 on postcard, p. 109 


Sliding door track sets 


Homeowners, professional build- 
ers or carpenters will be interested 
in M-D’s Aluma-Slide sliding door 
track sets. Panels slide easily on 
these extruded aluminum tracks. 
Packaged sets for %%, 4, %., % 


and *%4 in. sliding panels of per- 
forated board, Masonite, glass or 


plywood. Available for 3, 4, 5 and 
6 ft openings with holes drilled in 
tracks. Also in bulk lengths of 8 
and 12 ft. Aluma-Slide comes in 


120 


Alacrome, Anodized Satin, Ano- 
dized Albright and Anodized Al- 


bras. Actual working model shown 
here is free with initial minimum 
order for 24 sets. 
Duncan Co. 


Macklanburg- 


For more data circle No. 44 on postcard, p. 109 


18 in. top-reading level 

An 18 in. top-reading level has 
been added to the Du-Rite line of 
low cost, extruded magnesium lev- 
els. An extra large vial assembly 
facilitates reading from top and 
sides. The whole assembly has 
recessed with larger 
top opening. The vial is replaceable 


been deeply 


and adjustable. Accurate readings 
taken by holding it up 
against overhead structural mem- 
J. H. Scharf Mfg. Co. 


For more data circle No. 45 on postcard, p. 109 


can be 


bers. 


Special on hedge shears 

This hedge shear regularly sells 
for $4.95 but will be priced at $3.95 
during Hardware Week. It has 81 
in. forged steel tempered blades. 


Lower blade is serrated and has 
limb notch. Adjustable hinge bolt 
and nut. Fire-hardened 
True Temper Corp. 


handles. 


For more data circle No. 46 on postcard, p. 109 


Locking lid mail box 
This ranch type mail box fea- 
tures an inner locking lid with a 


full length slot for mail insertion 
The box is 14 x 3%4 x 7 in. The 22 
gauge steel has a wrought iron 
finish and the scrolls are 
Patent Novelty Co. 


For more data circle No. 47 on postcard, p. 109 


brass 


Medium-priced dinnerware 

Housewives who want inexpen- 
sive and attractive dishes will want 
this medium-priced group of mela- 


mine dinnerware. The Catalina 
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Your choice one 


14T Rd. Bow Rake, 
4\/,' Handle 
- 
4 
J 


WARETAIL... y 
\: afta pro fit! {4 a 


14T Rd. Bow Rake, 
5’ Handle 


TBI3 


14T Level Head Rake, 
5° Handle 


7” Socket Beet Hoe 
8” Handle 





7” Socket Beet Hoe 
4\/3° Handle 


7” Socket Beet Hoe 
4° Handle 


Wood’s done it again! Here are garden tools MADE 
IN U.S. A. (15 numbers in a popular range) TO 
RETAIL IN THE $2.00 - $3.00 BRACKET AT 
FULL PROFIT. Others may tell you it can’t be 
done, but Wood’s doing it! So, if you want to make 
competition instead of trying to meet it, this is for 
you! Remember the brand — TURF BOY — made 
right here in the U.S. A. by the makers of TRU BLU 
TOOLS BY WOOD. See your jobber! 


THE WOOD SHOVEL & TOOL COMPANY = 
PIQUA, OHIO $i" Socket Gorden Hoe 


4'/,° Handle 


D-Handle 
Rd. Point Shovel 


TB40 


Rotary Edger 
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aom’t just happen! 
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1937. 1938. 1939 


99, Kester Solder has been single-mindedly devoted 

re ; better Solder and Soldering Fluxes for every appli- 

Its no accident, then, that the name of Kester after 

60 years) is virtually synonymous with Solder and Fluxes. 
For this unique and valued acceptance, we are truly grateful. 


i942 1943 1944 1945 1946 


Kester Solder 


7 : fi ‘ . i # : ‘ 2 4 Ore a i fe 
> ‘ & ™ i. Pde 3 3 O & 7% _ she 


f ta U8 5 
Ri br ag } Bir oucsil™ Sina & 


COMPANY 


. 4207 Wrightwood Avenue, Chicago 39, Illinois 
SUH ICP IATY 


KESTER Bees Newark 5, New Jersey * Brantford, Canada 


99941994 1955 1956 1957 1958 


122 
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WHAT'S NEW 





group will retail at $12.95 for a 16- 
piece decorated set and $8.95 in 
solid colors. Two patterns are in- 
cluded in this group. Meadow 
Flower shown here has pink flowers 
on a white background with pink 
accessories. The Garland pattern is 
pink, yellow and aqua on white with 
aqua accessories. Watertown Mfg. 
Co. 


For more data circle No. 48 on postcard, p. 109 


Aluminumware line expanded 
Three new items, three larger 
units and a group of improved 


units have been added to the Chil- 
ton line of medium gauge kitchen 
ware. Additions are a 3 - egg 
poacher, 10 in. chicken fryer and a 
French fryer with a perforated alu- 
minum basket. Larger units include 
a 12-cup percolator, 8-cup drip cof- 
fee maker and an 8 qt covered sauce 
pot. All the pots and the combina- 
tion pan set have redesigned large 
plastic handles. Spe- 
cialty Co, 


For more data circle No. 49 on postcard, p. 109 


Aluminum 


Insulated jugs, ice chests 

Here are three lines of insulated 
jugs and ice chests designed to at- 
tract high traffic. The Trailblazer 
line shown here includes eight jugs 
and seven chests styled in brown 
and tan. Cold-Flyte jugs come in 
1 gal size in white, gray and red 
combination. Skylander models, in 
contrasting blue tones, have 1 and 
2 gal jugs with porcelain enamel 
liners. Insulated chests in _ the 
three lines feature bottle openers 
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— 
. 


built into the heavy handle plates. 
Steel or aluminum chests hold ice 
for 72 hours. Hamilton-Skotel 
Corp. 


For more data circle No. 50 on postcard, p. 109 


Chromed steel hedge shear 
Equal blade pressure is a feature 
of this new Village Blacksmith 
hedge shear. A Perma-Spring at 
the pivot point creates the pres- 
sure on the tool’s high carbon cut- 
lery steel blades. The shear has 
sturdy chromed steel tubular han- 
dles with rubber grips. Overall 
length is 24 in. Retail price is 


$6.95. Village Blacksmith Dviv., 
General Metals Corp. 
For more data circle No. 51 on postcard, p. 109 


Matching drawer linings 

Four new prints and solid beige 
have been added to the Marvalon 
line of matching linings for closets, 
pantry and cabinet-shelf drawers, 
splash area coverings and acces- 
sories. Coverings are available in 
12 ft or 25 ft rolls of shelf lining 


and 9 ft rolls of adhesive veneer. 
All coverings are on a rubberized 
base and are coated with plastic to 
make them color-fast, washable, 
durable, tear and wrinkle-resistant. 
Available in scalloped edges. Kim- 
berly-Clark Corp. 


For more data circle No. 52 on postcard, p. 109 


Swiveling toilet tank ball 

The Satellite Swiv-L-Ball tank 
ball will fit anv toilet tank. An 
attractive counter display shows 
the self-centering action of the 
rubber ball. Comes with initial or- 
der. Helps impulse sales. The tank 
ball’s trouble-free performance 
stops noises, saves water and is 


completely rust-proof. Simple to 


Gatellt 








install. No tools needed. Each ball 
is packed individually in three color 
box. Individual units come packed 
12 to a carton. Blue Ribbon Metal 
Products. 
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Welded wire lawn edging 

This versatile protective border 
for lawns and gardens can be used 
in practically any shape. The strong 
welded wire fabric, finished in 
white enamel, is easy to erect and 
dismantle. Each section of the 
Garden Skirts interlocks and stakes 


a a Re a re 





WHAT'S NEW 





hold the joints firmly at any angle. 
They are packed in four 30 x 15 in. 
sections (full length, 10 ft) with 
five heavy wire stakes. Mid-States 
Steel & Wire Co. 


For more data circle No. 54 on postcard, p. 109 


Electronic door openers 


These electronic operators for 


overhead type doors are offered for 


7 
| 


~ Bi caesarcss 
aj 


residential and commercial use. 
Residential models fit 7 or & ft 
doors. They weigh 60 Ib and can 
be installed easily. Remote contro! 
units are available with these op- 
erators. 
reduction unit 


has a gear head 


sealed in oil, malleable iron con- 
struction. Shipped assembled, ready 
to install. Can be equipped with 
radio control. Raynor Mfg. Co. 


For more data circle No. 55 on vostcard, p. 109 


Popular price trimmer mower 
Called the Velva-Trim, this mod- 
el is a popularly priced crisp-cut- 
ting trimmer power mower. It has 
a fast Avail- 
able in an 18 in. cutting width re- 
tailing for $149.50 and a 21 in. cut- 


cutting 6-blade reel. 


The commercial operator 


model 
Powered by a 


ting width selling for 
$169.50. 1*4 hp en- 
gine with automatic re-wind start- 
er. Features an extra large muffler, 
a snag-proof handle and engine 
and traction control at the handle 
grips. Cutting unit throws clip- 
pings forward. Permits moving 
under shrubs or side trimming to 
within *4 in. of obstacles. 
sen Mfg. Co. 


Jacob- 
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Contoured wastebaskets 

Two sizes of contoured waste- 
baskets are featured with legs and 
scalloped rim edges in the Bliss- 
craft Matched Design motif. Both 
the 3 and 6 gal capacity baskets 
have a rounded bottom design 
which eliminates dust traps. The 
6 gal model is 1414 in. high and 
has a 12 in. opening. Priced to re- 
tail at $3.49. Packed three per car- 
ton. The 3 gal wastebaskets are 
11'5 in. high and have a 91% in. 


opening. These retail for $1.98. 
Packed six to a carton. Available 
in lemon-yellow, pink and_ tur- 
quoise. Blisscraft of Hollywood. 


For more data circle No. 57 on postcard, p. 109 


(Resume reading on page 16) 


TO HELP YOU SELL 


New Displays and Other 
Dealer Sales Helps 


(Continued from page 16) 
nine roast meat and poultry ther- 
mometers, nine stand-or-hang bi- 
metal oven thermometers and six 
dial-type roast meat, poultry, or 
barbecue thermometers. Total re- 
tail value of the merchandise is 
$32.52. All merchandise is carded 
and pre-priced. Thermometer Corp. 
of America. 
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Paint remover display carton 
Here is an eye-catching and in- 


formative counter display carton 


RWI 


to help sell Kwik paint removers. 
A special pocket holds literature. 
The carton and literature are sup- 
plied to retailers at no charge with 
the purchase of six quarts and 
six pints of any Kwik product. The 


carton can be refilled from distrib- 


utor stocks. Chemical Products Co. 


For more data circle No. 59 on postcard, p. 109 


Eye bolt display revamped 
Everyday uses of eye bolts are 
featured in this revamped self ser- 
vice display offered dealers. The 
fixture helps sell more Androck eye 
bolts. The bright yellow, red and 
black hardboard display is 15!4x12 
in. and illustrates uses for the 10 
holds. 


Other uses are listed to serve as a 


BOLTS... 


QD e- ! 


popular eye bolt sizes it 


apt 


— ves 








self-selling as well as a self-service 
unit. Washburn Co. 


For more data circle No. 60 on postcard, p. 109 


Resin glue squeeze bottle 
Flexbond, a synthetic resin glue, 
is available in a_ polyethylene 
squeeze bottle package. The pro- 
tective cap is designed to prevent 
loss before the customer buys it. 
(Continued on page 128) 
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hickory, power driven and 
machine wedged...com- 
bined to make the finest 
sledge available...a 
Warren-Teed. 





to last... 
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Machine turned 6" radius 
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Tool exclusive for 24 years. 








Eye cleaner—no wobble—tight fit. 
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WARREN-TEED TOOLS’ 


WARREN TOOL CORPORATION 
WARREN, OHIO 








NEW! COMPLETE! WITH 3 TIMES MORE TO SELL! 


~ 
. 


“The touch of your 
hand guides it!" 


New Directional 
Glide Wheels for 
easy turning! 


COMPLETE PRICE RANGE OF 
*2-MINUTE PICK-UP’’ CARPET SWEEPERS 


NEW CAPRI SPEEDSWEEPER 


e Functional, curved chromium handle with _ 1. CLASSIC: Finest made, comes gift-packaged. $23.95 
Touch-Control handgrip 


2. GRAND RAPIDS: Most efficient sweeper made. $16.95 
e Streamlined case gets under low, modern fur- P ade. $ 


niture—stores flat 3. FLIGHT: For heavy-duty and extra-long life. $12.95 


e Big, top-opening Dust-Door for easy emptyi ' ;, 
ow _— i ia 4. MERCURY: New satin-finished chrome sweeper. $10.95 


e Full-width brush sweeps close to baseboards 
5. RELIANCE: A natural promotion model, only $9.95 
e Satin aluminum finish with choice of Coral, 


Black, Ivory or Powder Blue—$14.95 6. BISSELL-ETTE: Miniature brass-and-black beauty. $5.95 


tase Protect pete nemmpopen...onty  BISSELL CARPET 
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DE LUXE SHAMPOO MASTER KIT 
and STANDARD SHAMPOO MASTER 


Now the nationally accepted method to home- 
clean carpets, rugs! (9x12’s take 30 minutes!) 


1. De Luxe Shampoo Master packed in self-display 

carton with free 22-oz. (Regular) can of Bissell Rug 

Shampoo: a $16.93 retail value, you can sell profit- 

ably for $14.95. 

@ Packed as a kit to help you sell-up 

@ Positive Trigger Control for even shampooing 

@ Exclusive Roller-Brush action gets out deep- 
down dirt 

@ Aqua-Tone trim, chrome handle, vinyl grip 
that fits hand 

2. Standard Shampoo Master, neutral grey, (full-size 

tank) at fast-selling promotional price of $9.95. 


NEW! 3 SIZES BISSELL 
RUG SHAMPOO IN 
UNBREAKABLE CANS 


‘*‘Guaranteed—twice the 
cleaning power!”’ 


1. MORE VOLUME! Regular 
22-oz. can, cleans 9 x 18 rug 
area. $1.98 


2. MORE VALUE! Economy 
Half-Gallon cleans 475 sq. ft. 
Saves $1.78. Retails $3.98 


3. MORE PROFIT! Super-Econ- 
omy Gallon cleans 950 sq. ft. 
Saves $4.60. Retails $6.95 
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NEW BISSELL 
UPHOLSTERY SHAMPOO KIT 


Now! A ‘“‘No-Mess’”’ Way to Foam- 
Clean Furniture in Minutes! 


e Foam-clean without soaking 
e Easy to use, dries fast 
e No messy mop-up 


e Professional results for a fraction 
of the cost 


e Introductory offer saves cus- 
tomer $1.50 —a $3.99 value for $2.49 


SWEEPER COMPANY, GRAND RAPIDS 2, MICHIGAN 
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plete parts list and prices are in- 
cluded. Information on the pre- 
wound spool program, reel field 
kits, accessories and dealer sales 
aids also are detailed. Garcia Corp. 
For more data circle No. 63 on postcard, p. 109 





Mower demonstrator deal 
Special demonstrator deals are 
offered to Excello power mower 
dealers who purchase six or more 
mowers. Dealer is then entitled to 
=. | purchase a model 2209, a 22 in. 
The NEW Name in High Grade Vinyl Plastic f @ F " aluminum alloy deck rotary, at a 


™ " special low price. Several promo- 
GARDEN and} * eval 


tionally priced steel rotary 


SPRINKLER -_ , mowers are included in the Excello 
The squeeze bottles are available in : . 
. line which has been redesigned. 
HOSE a 1 oz size for housewives, and in 


The Complete Line That's te ct masa = ~ price 
PROFITABLE TO CARRY batten sini wsiilaail 24 one poeeriaeny 
EASY TO SELL The 4 and 8 oz sizes are packed 12 
GUARANTEED TO SATISFY sees ; 


per carton. Consumers Glue Co. 
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Battery merchandisers 
Two metal self-service displays to 
stimulate impulse sales of steel 
jacketed D-cell flashlight batteries 
are available. A wall-mounted dis- 
play holding 24 Burgess standard 
flashlight batteries and a triple-tier Iunvelope folders on lawn care are 
counter model holding 48 are both available for dealer mailings. 


These Features are important designed for permanent use. These Heineke & Co. 


' ; F i " s ? 
to you and your customers: two sales aids are constructed of ar mene Gata elects Ne. 66 om pentenss, p. BCD 
e Superior Seamless Construction 
e Attractive, Eye-Catching Color 
- Unconditionally Guaranteed buRGEss Log chains in separate bags 


e Wide Range of Inside ee — , 
Diameters, Lengths end Prices mePO Manes) Proof Coil log chains are pack- 


A sure-fire way to make friends =f mata aged one to a bag to take up less 

storage space. Available in white 
bags printed with sizes, length and 
style. Provides quick identification 
and convenient handling. No in- 
crease in cost. American Chain & 
Cable Co. 


For more data circle No. 65 on postcard, p. 109 


heavy gauge metal rod with a per- 


... and money... is by stocking 
and selling ATCO, the Profit Line 
for 59! Designed, packaged and 
priced right, ATCO Hose is nation 
ally advertised and powerfully pro- 
moted to build brand demand. 
Order NOW from your jobber, or 


American Thermoplastics Products Corp. 


Union, New Jersey 
Showroom: 
200 Fifth Ave., New York 10, N. Y. 
Room 209 


Pe at ae 
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Upholstery shampoo special 


manent gold finish. Units are as- An introductory special is of. 
sembled. Burgess Battery Co. fered on this upholstry shampoo 
For more data circle No. 62 on postcard, p. 109 and applicator for cleaning fabric, 
leather and vinyl upholstered fur- 

niture and auto seats. Shampoo 

Fishing tackle catalog price is regularly 99¢ and the ap- 
Here’s a 55-page tackle trade plicator is $3. Special offers both 
catalog offered free to dealers and for $2.49. Shampoo is. non-flam- 
jobbers. About 30 rods are il- mable, non-toxic, odor safe and al! 
lustrated and described in detail. color fast fabrics. No danger of 
The catalog underlines important over-wetting article being cleaned. 
features and selling points. A com- Mixed with water, 12 oz can will 
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Griffin's high standards of quality assure 
your customer handsome appearance 
during life-long hinge performance. A 
full line of Griffin ball bearing butts is 
available in all popular finishes. 


HANDLE THE ENTIRE GRIFFIN LINE 
Sell plain and ball bearing hinges as 
well as shelf hardware, carded for 


faster selling in Griffin’s eye-catching 
VisiPak. 


GRIFFIN MANUFACTURING CO., ERIE, PA. 


SINCE 1899 








Attractive, open displays make 
shopping easier, sales larger. 
R-Line Store Fixtures are tree- 
standing... engineered to 
merchandise everything from the 
bulkiest htting to tiniest screw... 
use limited floor space efhciently. 
Large-scale production keeps costs 
surprisingly low. Buy R-Line 


-_ he 
Axtures finished or unfinished. 


WRITE TODAY FOR FULLY ILLUS- 
TRATED CATALOG. NO OBLIGATION 


ante, > “Reena 


| R-Line Store Fixture Co., Inc. Dept. H-31 
| 340 N. State St., Phila. 4, Pa. 


THERE'S AN 


| Gentlemen: 


| Please send me your fully illustrated catalog, 


| NJ b= | at no cost or obligation to me. 


FIx TURE Name 
FOR EVERY Position : 
SALES JOB! 








Address: 
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Get the facts on these famous 
“Rapid” Tools 
Four fast-selling, easy-working garden 
tools to give your Garden Department 


added interest — they’re 


Lifetime Guaranteed 








ri4 Sach is made of forged steel; 

‘ach is amazingly light; 
‘ach has pick-type “safety” handle; 
‘ach serves many purposes in a garden 


~ an pe Ten 


nn i. 





Get into the “quality” tool line 


for solid profits. 


Write For New Catalog Sheets ! 
MANN EDGE TOOL COMPANY 


Lewistown 1, Pennsylvania 








Manufacturing fine quality forged tools since 1843 





TO HELP YOU SELL 








Eye-Appealing 
Black Handles 


RETAIL THIS. RR gs" 
Tool at *3”° 


make your full 10%, + D 
mark-up, and sall be outin front of the field. 
Count the quality features that give you and 
INTERNATIONAL the edge... give you the 
edge over your competition, For low-price 
items that are real quality tools... standard 
items that are the equal of the industry's © pre- | steel - copped 
mium grade”...completely new and unmatched > pon eee to 
numbers at the top of the line... look to Piiieaeane 
INTERNATIONAL for the edge. Look too at INTERNATIONAL’s COM- 
PLETE LINE OF GRASS SHEARS TO RETAIL FROM $1.25, at discounts far 
better than you are accustomed to get. For hedge shears, grass shears, 
pruning shears, and grass clippers, get the best deal for yourself and 
your customer...at INTERNATIONAL, If your favorite jobber 
doesn’t have INTERNATIONAL, write: 


\NTERNATION A; 


e Luxe Hedge 
Hollow ground 
keen cutting blades, top 
blade serrated 
foreven cut, 
natural carbon 
finish with pol 
ished bevel 
edge, handles 


“Skilled Craftsmen since 1895” 


International Shear Corp. 
530 CRESTMONT STREET * READING, PENNSYLVANIA 





“FR OBYr 'ory- 


make more than half a gallon of 
cleaning fluid. Bissell Carpet 
Sweeper Co. 


For more data circle No. 66 on postcard, p. 109 


Metal railing displays 

Here is one of three store dis- 
plays available for each item of 
Elite’s line of wrought iron, gal- 
vanized and aluminum railings and 
columns. This display is the largest 
but requires only 30x34 in. of floor 











area. It is a combination display 
and storage unit. Elite is absorb- 
ing almost all of the cost of these 
displays. You are billed at only a 
token charge. Elite Fabricators. 


For more data circle No. 67 on postcard, p. 109 


Bulletin on wall hydrants 


Mansfield frost-proof wall hy- 
drants are described in a bulletin 
available to dealers. The illustrated 
bulletin highlights three different 
adapter ends. Advantages of these 
hydrants are pointed out. Dia- 
grams of components and parts 
list are included. Mansfield Sani- 
tary, Ine. 

For more data circle No. 68 on postcard, p. 109 


(Resuine reading on page 17) 
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THE PAUSE--- 
THAT SELLS MILLIONS OF SEE-THRU CARDS! 


This is modern merchandising—Hager packaging 
shining hardware on midnight black cards with a 
bulls-eye red signature that cashes in on 109-year-old 
Hager brand familiarity. 


No wonder today, Hager is America’s No. 1 
line in carded hardware! 


Ask your jobber or write for full information today. 





-  @ 
EVERYTHING HINGES ON Hager ! C.HAGER & SONS HINGE MFG.CO., ST. LOUIS 4, MISSOURI 





FOUL WEATHER 


for these Taylor Instruments ... 


Iindoor-Outdoor 
Thermometer 

at a budget price. Single 
scale for easy compara- 
tive reading. Brown 
figures, off-white metal 
scale. Five ft. of armored 
tubing. Case size 9"' x 2 
Antique white, « 5336; 


Maximum-Minimum 
Thermometer 

tells the Aighest and 
lowest temperatures since 
last setting. Present tem- 
perature, too. Magnet 
supplied for re-setting. 

® 5458. $12.95. 


TEMPRITE* Window 
Thermometer 

Gives quick, accurate 
outdoor temperature 
readings at a glance. 
Black markings baked 
permanently into en- 
ameled scale. Twelve to 
a carton. * 5316, $2.29 





Chocolate brown, * 5337. 


\ $5 list. 





each. 





Consul STORMOGUIDE* 
Combination Barometer 
also has a thermometer and 
HUMIDIGUIDE* hygro- 
meter. STORMOGUIDE dial 
forecasts weather conditions 
12 to 24 hours in advance. 
Plastic case; Cloud Gray 

* 2583; Chocolate Brown 

* 2584. $9.95. 


Navigator Compass 

for auto or boat. Ideal for 

motorist or sportsman. Ad- 

justable bracket fits all cars 
Transparent, liquid-filled dome 
reads from side or top. Push- 
button battery lighting, no wires. 
* 2957, $6.95. 


“Taylor COOKING THERMOMETERS 


take the Guesswork out of Cooking! 


No. 5941 COOKING THERMOMETER ASS’T. 


3 pcs. 5912 Candy-Jelly-Frosting Thermometer .. 
2 pcs. 5913 Deep Fry Thermometer 

6 pcs. 5936 Roast Meat Thermometer 

2 pcs. 5921 Oven Thermometer 


13 Thermometers RETAIL VALUE $32.74 
YOUR COST 19.64 
YOUR PROFIT (40%) $13.10 


No charge for permanent display board 


(Extra boxes included for thermometers on board) 


“Sabre-Tip” Roast Meat Thermometer 

Armored tip pierces meat without skewer. 
Stainless steel sheath and scale protects tube, 
cleans easily. For barbecue and poultry too. 
* 5937, $2.98 list. 



































Taylor Instrument Companies, Rochester, N.Y., or Toronto, Ont. 


See us at the HOUSEWARES 
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MEANS FINE SALES 


both new...and proven profit makers! 


A new line of TAYLOR [se i THERMOMETERS 
DIAL THERMOMETERS == for Health and Comtort 


A WEW IDEA IN THE 
Designed, packaged and priced to SELL ! | en Ovtetends header 


Window models... indoor wall : ' Alar entrada 
models ... all in modern design and 3 ims laters 
popular colors, 4’ x 4” with big, ion 
easy-to-read figures . . . all fine Taylor 

quality at budget prices. They’re 
blister-packed, on self-selling display 
cards... ‘naturals’ for impulse sales. 
Order the *5159 Dial ‘““Thermo-Pak”’ 


Assortment from your wholesaler. 


*€ 


indoor 
Wall Thermometers 
Keyhole hanger plate. 
Range 20° to 120°F. 
Light gray and yellow, 
* 5133. Soft beige and 
brown, * 5134. 

Each $1.98 list?. 


Self-serve display measures just 18"' x v 21's" high, stands or hangs. 


No. 5159 DIAL “THERMO-PAK” ASSORTMENT 





2 No. 5133 Wall Thermometers............++0++0++e+++$1.98 each 
2 No. 5134 Wall Thermometers..............-.++++-++++ 1.98 each 
Deluxe model in striking red and black 5 No. 5343 Window Thermometers.............+++e08: .98 each 
weatherproof Plexiglas case; decorative, 5 No. 5344 Window Thermometers.............-.++++:. .98 each 
simulated wrought iron bracket. *« 5345,$2.88. 3 No. 5345 Deluxe Window Thermometers 

With plain, adjustable aluminum bracket; in One Wire Rack Self-Serve Display 

black and white, * 5343; in two-tone green, 


& 5344, each $1.98 list. RETAIL VALUE $36.36 
DEALER COST 21.80 


SHOW... BOOTHS 169 & V7] ‘hee. 0-5. Pat-08. FULL 40% PROFIT $14.56 


MEAN ACCURACY FIRST 
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How's the Hardware Business? 





Lawn-Boy tackles power mower trade-in problem 
with new 60-day guaranteed reconditioning plan 


A program to stimulate trade-in 
sales of power lawn mowers has 
been developed by Lawn-Boy, La- 
mar, Mo., division of Outboard 
Marine Corp. 
used 
when taken in 
dealer on a _ trade-in, is 
turned over to a service station. 


Under this program a 
Lawn-Boy mower, 
by a 


The mower is reconditioned by 
the service station on an agreed 
flat hourly labor rate. The mower 
is then returned to the dealer and 
is given a 60-day service war- 
ranty. A detailed list of all the 
work done on the unit is attached 
to the machine, as well as a list 
of the new parts. 


Plan taps new market 


According to Charles J. Lear, 
Lawn-Boy’s factory service man- 
ager, the new program, called the 
Factory Authorized Reconditioned 
Mower program, is to help dealers 
tap the large replacement market. 

It is estimated that six out of 
every 10 mowers sold today are 
replacement units. The problem 
trade-ins on these 
bothered dealers for 
some time. Some have set up their 
own rebuilding facilities but these 
dealers are few and their job is 
complicated because of the nu- 
merous brands they must handle. 


of handling 


sales has 


The reconditioned mowers are 
expected to have a high resale po- 
tential since they carry a_ war- 
ranty. 

This plan is restricted to Lawn- 
Boy machines, and repairs under 
the program will be handled only 
by authorized Lawn-Boy service 


stations. 


Expanding selling season 

Another purpose of the program 
is to provide authorized service 
stations with additional 
work. 


repair 
The new trade-in program is 


134 


seen as encouraging dealers to 
run promotions at _ off-season 
times and thereby extending the 
mower selling season. Dealers 
should be able to take in a good 
number of trade-ins on new power 
mowers that are offered in special 
Fall-through-Christmas sales. 


Personal income dollar 
total is record in ‘58 

Personal income will reach a 
record level in 1958. That was the 
prediction by the Department of 
Commerce before the year ended. 

The estimated record total of 
$353 billion would be an increase 
of more than $5 billion, or 1% 
percent, over the total for 1957. 
Consumer prices also went up, by 
about 2% percent. This amounts 
to a difference of 1 percent. The 
1 percent difference represents 
that much loss in purchasing 
power during 1958. 

Personal income increased in 
almost every month since Febru- 
ary. This increase more than 
made up for a decline which 
started in August, 1957 and ended 
in February, 1958. 

Government transfer payments 
accounted for most of the rise in 
total personal income from 1957 
to 1958. Wage and salary pay- 
ments were below the 1957 level. 


Moderate price increase 
on some Ekco products 
have been increased 
slightly on a limited number of 
items in the Ekco-Autoyre Div., by 
Ekco Products Co., Chicago. 
affects some Ekcoloy 
items and Ekco shoe 
trees. “This first increase in nearly 
two years reflects higher labor and 
material costs,” the firm said. 


Prices 


Increase 
bakeware 


Ward's reports 10% 
cut in winter book prices 

Montgomery Ward & Co. has is- 
sued its winter sales book contain- 
ing 48 more pages and 2500 more 
items than the 1958 edition. Six 
million copies are being distrib- 
uted. 

Ward’s says prices have been 
cut an average of 10 percent, based 
on a new index. This index com- 
pares prices of identical staple 
items in all merchandise lines, 
Ward’s says, in the fall 1958 cata- 
log and the winter sales’ book. 
More than 800 items in the book are 
listed at Ward’s lowest prices, and 
200 more items are priced lower, 
the company reports, than at anv 
time since 1949. 

A deferred payment plan is of- 
fered on lawn mowers, outboard 
motors, summer furniture and 
other summer items. The first full 
payment will be due in May. 

Ward’s announcement lists an 
eight-page power tool section of- 
fering 16 major items at a reduc- 
tion and a 19-in. power mower 
listed at $84.50 in the fall catalog, 
now listed at $64.50. 


1959 construction may 
reach $72 billion high 


Total construction broke dollar 
volume records in 1958 in spite of 
a general business decline. 

There’s a good chance that the 
figure may climb to $72 billion, a 
6 percent gain, in 1959, according 
to the Associated General Contrac- 
tors of America, Inc. 

The 1959 forecast breaks down 
this way: $52.2 billion in new con- 
struction, and almost $20 billion in 
maintenance and repair. The 1958 
total was $67.5 billion for beth di- 
VISIONS. 


Business failures dip 

Business failures dropped to 251 
in the week ended Dec. 18, down 
from 267 in the previous week, re- 
ports Dun & Bradstreet, Inc. The 
level was down moderately from 
276 failures in the comparable pe- 
riod the year before. 
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2 
edalist Merchandising program 


ACCLAIMED ACROSS THE 


CONVENIENTLY EE ( 
cases | DEALERS PRAISE IT AS AN 
box with clear acetate Ar esrt back 
cover permits ra a 


istome! 


‘ nts 
to examine content 


package: Extends an 


i. OUTSTANDING SALES BUILDER 
sili i Coy 
without damagins . ; 


Medalist . . . biggest news-maker in the hardware field. 
invitation to buy. 


Select assortments of quality cabinet, builders 


and shelf hardware .. . unique, convenient packaging 
... action-stimulating displays . 


. all are included 
in the complete program. Put the Medalist program 


to work and watch your sales climb. Write for 


Brochures No. 2122 and No. 2126, with prices 


ES 

STIMULAT 

QUICK-SERVICE 
SELLING 


Encourages self service: 
Designed to merchaty 
dise three Medalist 
Hardware pet 
and hold display boars 
and demonstrators. 
Fye-catching floor 

unit has heavy 

duty pegboard back 


and sturdy legs- 


Order an assortment, get a display board FREE. 
Includes hangers for wall mounting, or cleats for 
attaching to floor or island merchandising units. 


Y Nedabist\ HARDWARE DIVISION 








NATIONAL LOCK COMPANY ¢ ROCKFORD, ILLINOIS 
HARDWARE AGE, JANUARY 15, 1959 





BORAXO 











for KITCHEN « PANTRY 
BATHROOM e¢ CLOSET 


Housewives will welcome the con- 
venience of this strong metal shelv- 
ing. The store-keeper takes up little 
space, yet it provides extra storage 
and keeps cupboards from being 
overcrowded. Your customers will 
want one for the kitchen, bathroom, 
closet, utility room, garage—mul- 
tiple sales for you! 

@ Strong metal 

shelves; metal side 


rails with multiple 
positions 


@ Attractively lith- 
ographed in pink, 
yellow, white, 
turquoise. 


@ Easy to attach— 
just screw it on 


@ Sizes include 
small (illustrated), 
medium and large, 
expandable. 


Order from your Jobber or write or wire us- 
today! Catalog literature sent on request. 


Booth Nos. 768-770 


PARMECO 


THE PARKER METAL DECORATING CO 
1301.33 S. Howard St., Baltimore 30, Md. 


Promotions 











1959 Homko line gets 
dealer sales aid kit 


Western Tool and Stamping Co., 
Des Moines, lowa, is offering deal- 
ers an advertising and merchan- 
dising program for its 1959 line 
of Homko lawn care equipment. 

A life-size 7 x 12 ft display 
poster serves as a traffic builder, 
takes up little floor space, and 
shows the entire Homko line. 

Dealers are alse offered a four- 
color outdoor all-steel store sign 
with brackets, lawn mower price 
and description tags, 4 page color 
mailers, ad mats, counter dis- 


plays, posters and streamers. 


Consumer book helps 
you sell better paint 

“How To Stretch Your Paint 
Dollar,” a booklet for consumers 
and a training aid for your pain! 
salesmen, is available through the 
Bureau of National Affairs Inc., 
Washington, D. C. 

This booklet’s purpose is to ex- 
plode old theories that paint is 
paint. It stresses the importance 
and value derived from buyin ys 
quality paints. The booklet points 
out sales techniques that hurt the 
industry. 


Aerowax premium offer 
is dealer selling aid 

A premium offer to increase 
store traffic is available for Spring 
sales through wholesalers stocking 
Aerowax Paste Wax. 

Premium, offered by Boyle-Mid- 
way, New York City, is a $5 value, 
6-plece spun aluminum canister 
set with anodized copper tops. 

A direct mail coupon comes in 
specially marked cans of Aerowax. 
Customers pay $2 for the set when 
they return the coupon through 
the mails. 


Manufacturers’ New Merchandising Plans 





Mirro cookware sale 
offered to dealers 

A special display counter card 
and price reduction is available to 
dealers on Gold Band Cookware 
from Mirro Aluminum Co., Mani- 
towoc, Wis. 

The promotion is to stimulate 
sales of the entire Gold Band line. 

Price reduction covers the 2 qt 
Gold Band saucepan, from a regu- 
lar price of $5.25 to $3.98. 


Wear-Ever offers 88¢ 
promotion on 12 items 

A Spring promotion of 12 popu- 
lar aluminum utensils to retail at 
prices ending in &88¢ is offered to 
dealers by Wear-Ever Aluminum, 
Inc., New Kensington, Pa. 

Four items will sell for S8&8¢ 
each: 1 qt sauce pan, 9 in. layer 
cake pan, 9 in. pie pan and round 
bacon grid. 

Four utensils will retail at $1.88 
each: 2 cup egg poacher, 7 in. fry 
pan, 2 qt french fryer and 14 in. 
pizza pan. 

A third selection of items retails 
at $2.88 each: 4 cup egg poacher, 4 
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MORRIE 
"Yes, Miss, that's what you press!” 
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EIT warts Myers pump-tank 


STEEL THREADS IN WOOD. 


ORDER NOW! 


Also, investigate other Dot profit-producing 


fastener hardware available on cards for 


hardware stores. Write: 


COLUMBIA FASTENER COMPANY 


3229 S. ASHLAND AVE., CHICAGO 6, iLt 
Subsidiary UNITED-CARR FASTENER Corporation 


Our New 
SLIM LOOK in Legs 


. Sparks Sales! 


-DENNIX— 


Scandinavian style 
ROUND TAPER 


LEGS 


Modern elegance and 
grace in fine hardwood 
New 3” solid brass trim 
taper ferrule 


For variety in style and 
size stock Dennix 
furniture and table 
legs and other 
‘attachablies’’ and 
have areal good 
‘do-it-yourself 
section 

i : 
The price is right, quality 
guaranteed, Quick delivery. 


WRITE FOR FREE 
CATALOG 





DENNIX 


PRODUCTS CO. 


33-04 DOWNING STREET 
FLUSHING 54, N. Y. 





Dept. HA-! 











ee we aia 





DENNIX 
LEGS 


Are Customer 
Pleasers! 


You invest in good 
will every time you 
sell a Dennix product 
They look good, stand 
up well, and are easily 
attached. The vast 
variety of Dennix styles 
and sizes is a great 
sales help. And prices 
are competitive 





Stock Dennix Furniture 
and Table Legs, Book- 
case builders, adjust- 
able shelf brackets and 
you'll find the *‘do-it- 
yourselfers’’ have 
made your store their 
buying headquarters 





The New Extra Heavy 
SQUARE TAPERED 


| LEG 
with heavy duty bracket 


~ 





Steel straight position brackets (No. 5) 
Fiare brackets (No. 5F) on request 


WRITE FOR FREE CATALOG 


DENNIX 


PRODUCTS CO. 


33-04 DOWNING STREET 
FLUSHING 54, N. Y. 





Dept. HA-! 
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units... make 
selling 

CAS)... 

more 


profit 


too! 


——_— 


= CUSTOMER DEMAND FOR 
MYERS. YOU SELL MORE... 
MAKE MORE MONEY. 


No installation headaches. Pump 
and Tank are together for easy con- 
nection. 


The price is right. Your customers get 
more pump at lower cost. 


Myers Pumps give you more profit. 
Myers pricing allows you full profit 


protection. 


YOUR BEST BUY... YOUR EASIEST SELL IS 


| Myers} | 


The F. E. Myers & Bro. Co. 


ASHLAND, OHIO KITCHENER, ONTARIO 
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CLEANING SUPPLIES _ 





* 
a 
a 
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CAN YOU SPARE THIS MUCH SPACE ’ 
FOR A HIGH VOLUME, 
HIGH PROFIT DISPLAY? 


| : 
Aeuee ent Vai 
Floor Sweep Display No. 1 POO 0) VR 


preteen cops &; 


a 
i PUSH se 4 





























Stocks = Displays-— Sells 


Mark off 2! + square feet of floor space in your store . . . see for 
yourself how little space it takes to increase your volume on high 
profit floor sweeps. Oxco’s Floor Sweep Display No. 1 stocks 

. displays ... sells a complete selection of the most popular 


sweeps! 


a) Top sign tells customer type of sweep needed for his 


floor surface. 


Complete selection displayed...i1ncluding sweeps for 
garage floors, smooth or rough floors, medium or 


heavy dirt, etc. 


EP sox: extra sweeps in rear. 


Easy to set up and stock! No bolts, nuts or complicated 
assembly. Display includes 18 sweeps and handles, plus 
metal rack at no extra cost. Shipped in one carton. 


ox EIBRNV 


CES) ORDER NOW 
Cen Yeu, FROM YOUR 


—— JOBBER! OX FIBRE BRUSH Se ae INC. 


FREDERICK MARYLAND 
« 


- a 
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Manufacturers Promotions | | 





YOUR 


(Continued) | i 


qt covered sauce pot, 9 in. fry pan | 


and combination cooker 
higher in the West). 


(shightiv 


In Wear-Ever’s deluxe Hallite 
line, a $15 offering of double boiler 
and 7 in. fry pan combination is 
reduced to a $10.95 retail for the 
first three months of this 
(slightly higher in the West). 


year 


Consumer ads will run in Febru- 
arv’s Parade, This Week, McCall's 
and Sunday supplements in 125 
Dealer promotional materi- 
als include: counter cards, catalog 
pages, window 
mats. 


cities. 


banners and ad 


Year's guarantee backs 
Lafayette hose nozzles 

There’s a one-year guarantee 
backing hose nozzles made by La- 
fayette Brass Mfg. Co., New York 
City. 

The guarantee stipulates that if 
nozzles leak within one year of 
purchase, the consumer will be 
given the company’s $2.49 Rain- 
bow lawn sprinkler in exchange. 


Dealers are offered promotional 











literature explaining the guaran-| 


tee. 


Dealer aids available 
for small powered car 


Dealers may now get a promo- 
tion kit for Vanguard, a powered 
automobile for youngsters made 
by the Great Lakes Tractor Co., 
Cleveland. 

The kit includes promotional 
material such as newspaper mats, 
jumbo postcards, mailing pieces, 


posters, and radio and television | 


scripts. 


Wheel goods traffic 

from Bicycle Month 
American Bicycle Month, spon- 

sored by the Bicycle Institute of 

Ameriea, will have its third anni- 

versary in May this year. The 

program hinges on two basic ac- 
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has some very 
OUTSTANDING 
VALUES 


SPECIALTIES 


Your jobber’s salesman is a consci- 
entious, sincere man trying hard to 
help you in any way he can; but like 
you, he’s BUSY .. . doesn’t want to 
waste his time, or YOURS. 

You can help him to help YOU as 
you thumb through his ponderous 
catalog—ask him to show you the 
newest as well as the “standbUys” 


in the WESSEL line. WESSEL 
specialties are available in your 
choice of skinpak cards, (for which 
you can obtain free, our sales- 
making revolving display rack with 
an 8801 assortment.) Also visible 
POLLYPAKS and bulk in the new 
easy-dispensing STAKPAKS. Be 
sure you ask to see them. 











HAE-WH 681-1258 














WESSEL HARDWARE CORP. 


919-931 N. 5TH ST., PHILADELPHIA 23, PA. 
in Canada: Geo. $. Hall Co., 25 Grenville St., Toronto 1 
Export: Hall & Reis, Inc., 165 Broadway, New York 6 





Satisfied Customers 
increase Profits with 


Mr. Smith holds the key to your future. He lives 
in your community. Each time he enters your store 
he’s a prospect. Each time he leaves, it’s up to you 
to be sure he’s a customer for repeat business. 
His satisfaction with your merchandise and serv- 
ice can make you or break you. 

So what does this have to do with fasteners? 

Simply this. Even though Mr. Smith may never 


ask for fasteners by brand name, he is brand-con- 


REPUBLIC 


scious. And when he sees you fill his order with 
Republic Fasteners you can be sure he feels satis- 
fied. To Mr. Smith and millions like him through- 
out the country, Republic is a well known and 
respected name... a name that means quality. 

Republic Bolts and Nuts in your store are a 
good indication that you insist on quality in every- 
thing you sell. For complete information, contact 


your local distributor. Or mail coupon. 





WIRE NAILS AND STAPLES—c complete line for every farm and home 
use. Also ideally suited to and accepted by the building trades. 
Made from wire specially produced for nail manufacture. 


STEEL PIPE —for plumbing, heating, air conditioning, and all other 
home and building uses. This high-quality pipe is available in a full 
line, in sizes you want. 





ROOF DRAINAGE PRODUCTS—a complete line that's competitively 
priced and ready to use. These uniform products are supplied in 
galvanized steel and ENDURO’ Stainless Steel. 


FLEXIBLE PLASTIC PIPE — for livestock watering, lawn sprinkling, 
irrigation uses. Supplied coiled from 2” through 3” diameter. 
In straight lengths in 4” and 6” diameter. Plus a complete line 
of fittings. 
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BOLTS AND NUTS 














REPUBLIC STEEL CORPORATION 
DEPT. HA-5720-R 
1441 REPUBLIC BUILDING + CLEVELAND 1, OHIO 


Please send more information on: 


C1) Nails and Staples (J Steel Pipe 
bW3 Y 4 Wiideat, Ke 2 C) Plastic Pipe () Roof Drainage Products 


C) Bolts and Nuts 


of, Standard Stach antl, Name se Nos 


Company 


Stool Product _ 
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‘Best handles that ever 


Crossed & Counter” 


Floyd Loson, above right, manager of Lowville 
Farmers Cooperative, Inc., Lowville, N. Y., and other 
leading dealers and distributors stock Marion Handles 
for one reason. ‘They’re good sellers! 

Marion Handles have been fast movers for more 
than 30 years . . . for they are produced from the 
toughest Appalachian straight-grain hickory by crafts- 
men who know how to build a handle the public wants. 

There’s a superior Marion Handle for every type 
of industrial and home use. Workmen prefer them 
because each is designed to do a specific job better. 
Successful dealers and distributors prefer them for 
their saleability. And everybody agrees they’re 
the “‘best handles that ever crossed a counter.” 

Marion Handles are distributed in up-state New 
York by W. W. Conde Hardware Co., Watertown, 
and in central and southern New York by Onondaga 
Hardware Co., Inc., Syracuse. 


DEALERS: It will pay you to stock Marion Handles 
exclusively. Order them from your wholesaler. Ask 


for Marion's illustrated Price List No. 28 and List No. 
200 on the Power Packed Line. 


WMearsa: 
MARION a 


Se 
Ficemedies 


QUICK CHANGE @ : POWER PACKED 








MARION HANDLE MILLS, Ine. 
Marion, Virginia 





tivities: distribution of the 12 
rules of bicycle safety together 
with signs and displays, and free 
safety inspection based on a set 
review of basic safety devices. 

Wide nationwide consumer pub- 
licity, plus local promotion, will 
make Bicycle Month a traffic 
builder for dealers who handle 
wheel goods. 


D&B seeks credit data 
from business houses 


You may get a request for your 
business’ financial statement this 
month. Dun & Bradstreet, Inc., is 
sending out requests for financial 
statements to nearly 3 million 
businesses in the United States. 

The information will be used to 
bring D & B’s annual credit Refer- 
ence Book up to date. 

Virtually all manufacturers, 
wholesalers and retailers who seek 
or grant commercial credit will be 
asked for their statements. 

All information will be kept con- 
fidential, the agency said. 


Manufacturers expand, 
move to new facilities 


Daisy Mfg. Co. has opened a new 
production plant and office building 
in Rodgers, Ark., in a recent move 
from Plymouth, Mich. 

Clarke Floor Machine Co. has 
purchased a new manufacturing 
plant and is building a 3000 sq ft 
addition to it in Muskegon, Mich. 
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EVERY DEALER= 


can make more money with S-K/Lectrolite Wrenches... 


and 7 good reasons why: 


QUALITY: 
A real competitive advantage immediately obvious—handsomely Ask your wholesaler salesman for details 
plated finishes, rugged strength, perfect balance and precision- of the S-K /Lectrolite success story . . . or 
finished openings. write, wire or phone S-K /Lectrolite Tools 
VALUE: collect! Phone Chicago, LAfayette 3-1300 
That enables you to offer your customers more for their money or Defiance, 3-2065. 
in the finest wrenches and sets on the market today. 
USER ACCEPTANCE: 
A loyalty long established with the quality-conscious men who 
earn their living with tools. 
SET SALES: 
Deliver —alone—more than twice the business possible with wy . K ledbiolile 
the ordinary line of individual wrenches. ‘ 
TURNOVER: 
Consistent 3- to 4-time annual turnover—a matter of record. 
§ pa Saver’ DISPLAYS: 
The all-new series of smart, fast-selling merchandisers! Ask 
today for SpaSaver* Display Brochure, No. DB-958. . 
DEALER PROTECTION: Designers and Manufacturers of 


. : ; : Quality Wrenches Since 1923 
S-K/Lectrolite Tools are available only through established 
wholesalers and retailers, assuring protected profits. 


CHICAGO 32, ILLINOIS 
DEFIANCE, OHIO 


*Trademark 





BERGER ANNOUNCES 
a new line of builders’ instruments 
— and new profit opportunities for you! 


The new 


“SPEED-A-LINER”’ 
BUILDERS’ TRANSIT- LEVEL 


— modern clear through...budget priced, too! 


_ SPEED t — Lange oe TRANSIT LEVEL— New 13-power optical systen 
Lever type r dependable leveling. Built-in sunshade. Fully protected 
plov ope v I yand 1 operating stability. Model 200 $98.75 


‘*SPEED-A ——. —_— LEVEL - in 

iispensable pocke for builder | “*SPEED-A —, CUMPY LEVEL—Low 
contractor oe neh do-it-your costie oe Nc i greater value than 
ifers. Full field of view. Impact ever. 10-powe "Il internal focu 
esistant aluminum. Built-in) sun ne aie cope. Built-in sunshade 
hade. Platform surface for use a Fully protected vial. Fully enclosed 
nason S and carpente level. Handy 4-screw s veling head. Model 190 
p-cket clip. Model 4 $3.85 | Amazing value atonly $54.95 


Let your builder customers take one look at these 
precision instruments...one look through them—and it’s 
“sale at first sight’’! Berger has re-designed them from 

e ground up. 

The accent is on speed because time is money to the 
modern builder...speed in lining up on a target 
speed in leveling up... speed in taking readings. Speed 
combined with the accuracy and dependability that have 
made Berger a byword in building for &7 years... and 
moved Berger instruments off dealers’ shelves by the 
thousands! 

The price is right for your customer—plus good busi- 
ness for you. These big ticket items have generous profit 


THE 


*Stiff-leg tripod, carrying case, accessories 
and Instruction Manual included. 
Prices Retail F.O.B. Factory 


Ltt 


The new 


“MASTER BUILDER” 
CONVERTIBLE TRANSIT-LEVEL 
—to meet any building challenge 


Designed for the builder who wants big instrument performance 
at a moderate price. Solves problems encountered with build 
ings, highways, parks and farms. New, larger yoke frame pro 
vides unrivaled protection against damage. Powerful level lock. 

’-power telescope with razor-sharp optics permits sightings 
at long distances... even in poor light. Horizontal circle and 
vertical arc with double verniers read to 5 minutes. Leveling 
tangent and clamp screws all dust protected. 3-ft. short focus 


—plus many other ‘quick sell” features. Model 320. $227.00” 
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margins. Selling time, writing sales checks, wrapping and 
bookkeeping cost no more than for many ‘“‘penny”’ item 
And, Berger instruments are pre-sold by advertising in 
the magazines your customers read. 

Show these new Berger instruments to your customers 

builders, contractors, carpenters, masons, farmers and 
maintenance men. They’ll tell you they’ve never seen so 
many advanced features in builders’ instruments before. 

Start with a trial order of a few instruments and see 
how quickly they sell—and help sell your other builders’ 
and hardware items, too. Write today for complete infor- 
mation and dealer discounts! C. L. Berger & Sons, Inc., 
55 Williams St., Boston 19, Mass. 


“@ BERGER 


Engineering and Surveying Instruments . . . Since 1871 
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—— Consumer Mailers 


New Wholesalers’ Aids 


for Dealers’ Use 


Sales-making (OURD] 


Mev bo Red Round 


DISPLAY RACK 





Clearance Sale mailer 
available from Janney 

A Clearance Sale tabloid size 
mailer is available from Janney, 
Semple, Hill & Co., Minneapolis 
wholesaler. 

Dealers can use the mailer to 
promote traffic in January, or later, 
to fill in normally slow times before 
spring goods begin moving. 


























Provide big new profit opportunities 
for alert merchandisers 

There’s new selling-power for you in the 

new GIANT-power Titan Chain Saws. Titan 

gives you Sales-winning new features, in a 

line of saws to fit all your markets, from 

occasional user to commercial cutter. 


earron nay anwar 
hoice territo 
distributor 


Propulsion 


ENGINE CORPORATION 


vailable for qualified 
Write, wire or phone for information 


401 Marion Ave., S. Milwaukee, Wis. 


a subsidi f Foo¢ Machinery & Chemi 





Changes 


New products and new 
trade names are con- 


being added to 


the listings for the next 


stantly 


Directory Number of 


HARDWARE AGE. 


Therefore, if you do not 
find in the current issue 
of the Directory Number 
the product you are inter- 
ested in, write to the 
“Who Makes It” Editor. 
He'll be glad to serve 
you. 


HARDWARE AGE 


Chestnut and 56th Sts., Phila. 39, Pa. 














( WRITE FOR YOUR FREE: ) 


= SEIS) 
CTS] 





v¥ Complete Newest as \( 
of Key Board Tags 

¥Colorful Streamers 
That Will Brighten Up 
Your Store 

WV New Edition of Key \\\ 
Blank Comparative List 


STAR Key & Lock 


Manufacturing Co. 


51 South First Street 
Brooklyn, N. Y. 
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The tabloid is eight pages, all 
HUNDREDS OF we 
ares . 

Five ' canis 


Valuable 
Cou pou 
) “aside 


DOZENS OF eo 


ey STORES 


rar: ove SAVINGS 


JANUA a ct savings up to 


CLEARANCE SALE 


VAPORIZER wm FREE Tissets! 


BEAUTIONL * a “a 
UT-Gt 


7: 


Rockwell 3.3577 700 Pee & Bur' 


Reineman Hardware 
printed in colors. Four pages are 


on paint department merchandise. 
Other 


housewares, 


departments featured are 


plumbing, electrical, 
and hand tools. 

A coupon is used for a whipping 
beater. 

Store display materials, ne\ 
cards, and simi 
supplied. 

The company points out 
ance Sale promotion now 


dealers convert 


paper mats, price 


lar sales aids are 
a Clear 
helps 
slow-moving mer 
chandise to cash. 


Kester Solder observes 
sixtieth anniversary 
Kester Solder Co. 
its 60th business anniversary 
month. 
The company supplies products 
for resale through the hardware 


is celebrating 
this 


























IT 


| REVOLVES 
Ger Makes ‘ 


Every 
P yy 
La Product 
OT handy! 


RACK SIZE: 
Only 13° Wide — 
30” High 


wae 
FEATURING FIX-IT PRODUCTS 


© 12SPA-1 DURO PLASTIC ALUMINUM (5 
© 6PR-1 DURO PLASTIC RUBBER (Black) 
© 6PP-1 DURO PLASTIC PORCELAIN 

© 4 WPR-1 DURO PLASTIC RUBBER (White) 
@ 4(S-1 DURO EPOXE CHEMSTEEL 

® 4HA-7 DURO PLASTIC handy-patch 


2 oz. tubes) 


$36.00 


Retail Value of Special Rack 5.00 
$21.60 


(Rack & merchandise shipped complete in 1 carton) 


ORDER from Your Jobber TODAY! 


a 
Retail Value of Merchandise 
! 


, Your Dealer Cost Only 


THE 


WOoOonrDnHILa 


CHEMICAL COMPANY 


1390 E. 34th St. * Cleveland 14, Ohio 


**Originators and World's Larges? 
Manufacturers of Plastic Aluminum" 





Stock the one 
VI Mmelliasles-y- 
water seal 











Proved by home owners 
— contractors 


widely advertised 


MOISTURE PROOF WALLS, 
CEILINGS, FOUNDATIONS 


Wood + Tile «+ Stucco «+ Masonry 
Concrete « Shingles « Painted 
and unpainted surfaces 
Prevents dry rot, efflorescence, 
water stains + Retards dampness 
in basements « Lasts five years 


OUTDOOR USES 


Keeps moisture out of camping equip- 
ment, awnings, convertible tops, garden 
furniture, pads, planter boxes, boots, 
shoes, any porous material 


Easy to apply by brush, spray or roller. 
Deep penetrating. Colorless. 


Excellent concrete curing and sealing 
agent. Proved bond breaker for pre-cast, 
tilt up and lift slab construction. 


Order from your wholesaler or Thomp- 
son distributor. Ask about free perma- 
nent display fixture to speed up sales, 
ave inventory. 


Write for complete information and name of 


distributor nearcst you. 4036 


Thornpodon dg 


MANUFACTURERS OF FINE PROTECTIVE 
CHEMICALS SINCE 1929 


E. A. Thompson Co., Inc., Merchandise Mart, 
San Francisco 3, California 


San Francisco © Los Angeles * San Diego °* 
Portland © Chicazo * Seattle © Denver * Dallas 
Houston * St. Louis © St. Paul ¢ Detroit * 
Philadelphia © New York City © Memphis « 
Cleveland * Factory: King City, California 
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trade, and also for manufacturers 
in the automotive and electronic 
industries. 

Kester was a pioneer in making 
flux-core solder for the electrical 
industry, also acid-core solder for 
sealing food cans, and specialized 
solders for the automotive and 
radio and later the electronic in- 
dustries. Special products also are 
made for automation assembly line 
operations. 

Kester has manufacturing plants 
in Chicago, and also in Newark, 
N. J., and Brantford, Canada. Gen- 
eral offices and the research labora- 
tory are in Chicago. Frank C. En- 
gelhart is president. The company 
has remained under the same man- 
agement since its inception. 

Kester is issuing a colorful four- 
page folder to observe the anni- 
versary. 


Mail order catalogs 
feature lower prices 

Sears, Roebuck & Co. is empha- 
sizing lower prices in its winter 
catalog. Price tags are cut an aver- 
age of 13 percent from the previous 
catalog, the firm said. 

Montgomery Ward recently an- 
nounced substantial price drops 
(see pp 134). Other mail order 
firms, such as Spiegel, Inc., have 
also made announcements of low- 
ered prices. 

For hardware dealers, this means 
a closer watch on competitive 
prices. Most of the reductions an- 
nounced thus far are broad, affect- 
ing most departments. Dealers can 
check these catalogs to learn their 
competitive situation and sprinkle 
various departments with bargain- 
priced items and price leaders. 


Fair Trade survey is 
taken in 86th Congress 


A survey of recently convened 
86th Congress showed there are 
many senators and representatives 
favorable to Fair Trade. 

Survey was conducted by the Bu- 
reau of Education on Fair Trade. 

It showed 34 senators who voted 
for the McGuire Fair Trade Act, 
and 30 representatives who de- 
bated in favor of the 1952 act. 





this cabinet... 


a . —_ 

Us ShRING= =. 

Yow? oe 
=< LARGE EXTENSIONS or ee 


business 


inSPRINGS 


Here’s the easy practical way to meet 
the daily calls for standard springs. 
Cabinet No. 932 contains 402 plated, 
precision-made springs — 127 different 
sizes of extension and compression 
springs — in coded compartments. 
Boxed refills shipped from stock. Also 
smaller assortments in one- and two- 
drawer cabinets. 


Order from your jobber, or write us 


Also Weatherstrips 
Clean-out Augers 
Pole Sockets 


ARDNER WIRE CO. 


1329 So. Cicero Ave., Chicago 50, Ill. 














New Merchandising Ideas 


Looking for more profits, 
better salesmanship? Hun- 
dreds of dealers have used 
this Hardware Age reprint 
as a source of ideas tor 
sales training meetings, etc. 
Better Housewares Sales 25¢ ea. 
How you can increase turnover 
in your housewares department 
is outlined in this 32 page House- 
wares Merchandising Guide. 
Basic stocks, how to increase 
charge accounts, how to set up 
a gadget bar, how to make 
money on color trends, etc., are 
described. 


order copies from 
Editorial Reprint Service 


HARDWARE AGE 


Chestnut & 56th Sts., Phila. 39, Pa. 


Cash must accompany order 
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1 The net is in the handle. 2. Pull out net. No fuss, no fumble 3 It pops open automatically ... 
*" To use, twist handle cap... 


AMAZING POP-OUT NET INTRODUCED WITH LANGLEY V.H.Q.* RODS! 


New Langley Rods are the very highest quality tubular glass 


a rods that can be made...an honor product from one of 
a> America’s most dependable fishing tackle manufacturers. Some 
a have the amazing pop-out net. Combined with Langley Reels, 


they offer American anglers the finest sport in the world. 


yA Write for catalog. 


.. takes only a second... * ready to net your prize catch. 


= HIGHEST QUALITY 





12, CALIFORNIA 











NOW IN THIS NEW SELF-SELLING 
BUBBLE PACK DISPLAY CARD 


. | “TILETTE” LIQUID 
© LIQUID PORCELAIN GLAZE ae 
PORCELAIN TB V4 3 A fast seller since 1925. ANTI-SYPHON CHECK VALVE $850 


FOR Rep Repairs chipped porcelain Fyl — 9 

nickiy. enclie, ‘ ull water-way.No restriction, 3 e 
AIRING> CHIPPED PORCELAIN. —'y. Sinsa' white. wate ’ ities 
on SINKS, BATHTUBS, REFRIGERATORS proof. Ready to use; dries 


quickly. See how this new 


nd all Porcelain Items wh k witl UNIO E Uni 0) 
Heat is Not Subjected to Surtce boost" your” alee. Order NION VALVE (Non-Union $2.6 $460 





now. 


net Sew eneee an tate Swivel seat for long life, 4°’ pipe 





TILETTE 
CEMENT CO., INC. POP-UP SPRINKLER HEAD $190 


401 LAFAYETTE ST. Pops up 1'2” above grass 
NEW YORK 3, WN. Y. 














REGULAR SPRINKLER HEAD 


KITTY LITTER | : | = Fully adjustable, solid brass 50 


THE RELIABLE, ORIGINAL . ae | 4 HOSE TO PIPE FITTINGS 


“oot al SANITARY LITTER FOR CATS /  ¢ |p Sage 30 





Various sizes available 


Twenty-eight million cat owners in 
U.S. offer you a BIG PROFIT oppor- 


tunity. Kitty Litter is nationally ad- bes ir — hp A | HOSE Yy 

vertised and already in demand! Stock DAYS | ; . 48 

up and cash-in locally. { ee | Ideal for Siamese connections ? 
AVAILABLE THROUGH | 
YOUR DISTRIBUTOR hah Zee | OUR PRODUCTS MANUFACTURED FROM HIGH QUALITY BRASS, 

GUARANTEED AGAINST DEFECTIVE WORKMANSHIP 


LOWE’S, itcoe . ) ; a PRODUCTS SOLD THROUGH YOUR LOCAL JOBBER ONLY 
Dept. 75 x | 
Coneopolis, Mich. B CHAMPION BRASS MFG. CO: 


1460 NAUD ST. ® LOS ANGELES 12, CALIF. © CApito!l 1-2108 
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News About Dealers: Modernization Pays; 
So Say Leonard And Max Sparks Of Tampa 


Here is Sparks Hardware of Tampa after the store was completely 
modernized. The owners have noticed a new attitude among the 


customers since the change. 


Fla. 
LLARDWARE, 551 1 
Ave., 
and 
ard 
noticed a change in 
ers’ attitude. C 


SPARKS 
Nebraska 
recently modernized 
Max and 

have 


Tampa, 


owners, [.eon- 
already 


the cus- 


Sparks, 


istomers 


uy more, are not so 


ONSCIOUS, and they 


Sse 


price { 
tend to 
lection of 


erve themselves. 
fixtures, 


colo} 


Arnold O. Wolf Named 
To NEMA Chairmanship 
Arnold O. Wolf, vice presi- 


dent and general manager of 
Hamilton Beach Co., 
Wis., Division of 
Mfe. Co., has 


chairman of 


cacine, 
Scovill 
elected 
Klectric 
of the 


peen 
the 
Housewares Section 
National Mfrs. Assn. 
Newly elected 
man of the 
wares Section is 
Rexinger, sale 


Vice-chati 
Klectric House- 
Seott ©. 
manager of 
Toastmaster Div., McGraw 
Edison Co. 


James Adams Of Warner 


Adams is 
outside salesman for the 
year at Warner Hardware 
Co., Minneapolis wholesaler. 
Mr. Adams, one of 23 sales- 


James the top 
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schemes, and enlarged mod- 
ern store layout was achieved 
with the help of the dealer 
ervice department of I. W. 
Phillips & Co., Tampa whole 


aler. 


kK y.—KEN 
TUCKY HARDWARE INC. held 
a grand opening recent- 

(Continued on 154) 


Bowling Green, 
nere 


pace 


the President 
‘1 SHO) 


men, received 


Trophy and certificats 
fo} h 
John 


ret) 


is accompli 

Schultz and WKennetl 

llengler won $25 cei 

ork in sales. All 

ented at the 
|) nme! 


for their w 
awards were pre 
annual President’ 
i. C. Warner, Jr., 
ident. 


COD) peal 


pre 


Bernz Appoints Mallett 
General Sales Manager 


Otto Bernz Co.,, 
Rochester, N. Ts has 
John Mallett general sales 
manager. He has been south- 
ern regional manager, 
with headquarters in Mem- 
phis, since 1957. 

Mr. Mallett joined Otto 
3ernz in 1954 as a salesman 
covering southern Ohio, 
Kentucky and West Virginia. 


Inc.. 
named 


sales 


Henry Parsinen Joins 
Our Own Hardware Co. 


Henry J. Parsinen has be- 
come a member of the ex- 
ecutive staff of Our Own 
Hardware Co., dealer-owned 
wholesaler of Minneapolis. 
For the past year he 
Marshall-Wells Stores sales 
manager for Marshall-Wells- 
Kelley-How-Thomson, whole- 
saler in Duluth, Minn. 


Was 





Looking For Ideas 
On Tool Rentals? 


A Tool Rental 
is available. 

This Guide gives you basic 
information for setting up 
your own profitable too] 
rental department. 

The Guide consists of the 
three published re 


Guide now 


articles 


JULES P. GOLDSMITH 


Goldsmith Is Elected 
Royal Eleciric V-P 


Jules P. Goldsmith has 
elected the newly- 
created office of vice-presi- 
dent, marketing of the Royal 
Electric Pawtucket, 
ee 

Mr. Goldsmith has 
with the company since 1951, 
most recently as marketing 
manager. 


been to 


Corp., 


been 


Jack Apple Is Buyer 

At American Hardware 
Jack Apple has been ap- 

pointed housewares buyer 

for American Hardware Sup- 

ply Co., Pittsburgh, Pa. He 


Mr. Parsinen had been as- 
sociated with Marshall-Wells 
Co. for 12 years before that. 
Through those years his 
posts included general sales 
manager of the Duluth 
branch; group merchandise 
manager of plumbing and 
heating, electrical and elec- 
trical housewares, automotive 
and heavy hardware depart- 
ments; and _ traveled 
Stores supervisor. 


as ra 





cently in HARDWARE AGE en- 
titled “‘Rentals.”’ 

If you want a copy of the 
Guide paste a quarte) 
letterhead and 
Rental Guide.” 

HARDWAR' 
Department. 
Phila- 


On) 
write 
Send 


your 
Too! 
the 
AGE Editorial 

Chestnut & 56th 


delphia 39, Pa. 


envelope to 


Sts. 





has had long experience in 
the housewares field. 

Mrs. I. B. Paxton, who had 
been buyer, is 
now responsible the di- 
rect shipment program at 
American. 


housewares 


for 


Wilmot Wheeler Elected 
American Executive VP 


Wilmot I’. Wheeler, Jr... 
formerly vice-president, has 
been vice- 
president and a director of 
American Chain & Cable Co., 
Inc., New York. 

Mr. Wheeler 
sistant to the 
19583 and was elected a 
president In 1955. 

Wilmot F. Wheeler, Sr.. 
active for 42 years of 
tinuous service, has 
chairman of 
and chairman of the execu- 
tive committee of American 
Chain & Cable Co., Inc., New 
York. He remains as a di 
rector and a member of ta 
executive committee. 

Mr. Wheeler joined ACCO 
in 1916, became a director in 
1919, treasurer in 1920, ex- 
ecutive vice-president in 
1936, president in 1946, and 
board chairman in 1951. 


elected executive 


became 
president in 


\ ice- 


CON 
resigned 
the board 


as 
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CLYDE 8S. GISCHEL 


Marketing And Sales 
Joined at Stanley 


The Stanley Works, New 
Britain, Conn., has combined 
its marketing and 
erations under one head with 
the retirement of ocdman W. 
(Chamberlain, vice-president: 
in charge of sales. 

Clyde S. Gischel, 
marketing director 
January 1956, has en 
named to the staff position of 
director of marketing and 
sales. He will report directly 
to Harold E. Pape, executive 
vice-president. It was 
nounced by John C. C 
president. 

Mr. Gischel came to Stan 
ley from Westinghouse Elec- 
tric Supply Co. where he was 
veneral manager of consumer 
products. Before that, he 
was with Firestone Tire & 
Rubber Co. for 17 years 
where he rose from salesman 
manager of all 


sales Op 


Stanley 
since 


be 


all 


urns. 


to sales tire 


sales. 


National Can Closes 
Colorware Division 


National Can Corp. has 
ended operations of its Col- 
orware division, producer of 
lithographed metal house- 
wares. Orders will filled 
as long as current stock holds 
out. 

The company will continue 
to produce special house- 
wares items for the premium 
and markets. 


be 


reprocessor 


RODMAN W. CHAMBERLAIN 


Rodman W. Chamberlain 
Retires At Stanley 


Rodman W. Chamberlain, 
vice-president in charge of 
sales of the Stanley Works, 
New Britain, Conn., retired 
in December. 

Mr. Chamberlain started 
his career at Stanley in 1915, 
aS a missionary salesman in 
Kansas. He covered the state 
by horse and buggy, railroad, 
and, sometimes, a_ rented 
Hupmobile. 

After war 
Chamberlain 


service, Mr. 
spent 26 years 
in sales and sales manage- 
ment in the Tool, Electric 
Tool, and Hardware Divisions 
at the Stanley Works. He 
was elected to sales vice- 
president in 1946. 


NRHA Congress to Meet 
In Los Angeles in July 


The National Retail Hard- 
ware Association will hold 
its 60th annual NRHA Con- 
gress July 19-23. Headquar- 
ters and sessions will be at 
the Statler Hilton Hotel in 
Los Angeles. 


Ed Frisch Retires 


Kd Frisch, vice-president 
of North American Press, 
has retired after 50 years of 
service in the wholesale hard- 
ware catalog publishing field. 
Mr. Frisch has been with 
North American for 32 years. 
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Last Branch of Marshall-Wells Is Sold: 
Dalath Division Is Sold to Coast-to-Coast 


Marshall-Wells Co. of Du- 
luth, Minn., once the largest 
distributor of hardware in 
the United States, is going 
out of business. 

The last remaining unit of 
Marshall-Wells, the Duluth 
branch, has been purchased 
by Coast-to-Coast Stores Cen- 
tral Organization, Inc., of 
Minneapolis. 

All that now remains of 
Marshall-Wells is a_ small 
New York office. 

The purchase of the M-W 
Duluth branch, known as the 
Marshall-Wells - Kelley - How - 
Thomson Div., follows § an 
earlier acquisition by Coast- 
to-Coast of M-W’s Portland, 
Ore. branch. 

In buying the Duluth op- 
eration, Coast-to-Coast be- 
came the owner of M-W’s 
trademarks, with the 
tion of “Zenith.’”’ Coast-to 
Coast has a non-exclusive use 
of this latter tradename. 

Coast-to-Coast has also 
M-W’s paint subsid- 
iary, Western Paint Co. Zen- 
ith Machine Co. was not in 
volved in the transaction. 

Marshall-Wells has 
serving about 225 


excep- 


leased 


been 
5 associate 
stores out of Duluth, as well 
handling some 
wholesaling and 


as general 
industrial 
These stores will 
continue to be serviced out 
of Duluth, for the time being. 


business. 


Chattanooga Royal and 
Gray & Dudley Merge 


The 


Co., Chattanooga, Tenn., and 


Chattanooga Royal 


Gray & Dudley Co., Nash- 
ville, have merged to develop 
and expand product lines and 
services. 
Chattanooga 
continue under 
management and personnel. 
L. B. Stevens, chairman of 
Gray & Dudley, is chairman 
of the merged corporations. 
Ross I. Evans, president of 


Royal will 


the same 


Eventually, however, the 
M-W operation will be con- 
solidated with the Coast-to- 
facilities in Coast’s 
new warehouses in Minneap- 
olis. 

Some of the M-W associate 
located in areas that 
do not conflict with present 
Coast-to-Coast stores, will be 
invited to join the Coast or- 
ganization. It is expected 
that from 70 to 100 M-W 
stores will join. 

However, Coast-to-Coast 
now consists of about 800 
franchised stores, including 
those previously converted 
from the Marshall-Wells’ 
Portland operation. With 
the addition of some M-W 
Duluth associate stores, the 
number of franchised outlets 
will increase to between &70 
and 900 stores, sales volume 
is expected to be about $40 
million a year with this num- 
ber of stores. 

Arthur C. Melamed, presi- 
dent of Coast-to-Coast, and 
George Welles, Jr., president 
of the M-W Duluth branch, 
said that procedures had been 
worked out to permit con- 
tinuity of service to M-W’s 
associate stores and general 
hardware dealers. For the 
time being these customers 
will be supplied out of Du- 
luth. 


(Continued 


Coast 


stores, 


on page 154) 





Chattanooga Royal, is presi- 
dent of merged operations. 

L. O. Morin, Jr. of Chat- 
tanooga, is executive vice- 
president of the new opera- 
tion. 

L.. C. Carroll is vice-presi- 
dent of Chattanooga’s Martha 
Washington Division at 
Nashville. G. M. Childress 
IS vice-president and general 
manager. 

Robert C. Gundaker is vice- 
president in charge of sales 
of the Chattanooga Royal 
Division. 
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from the makers of SA/LSAW products 


PERMA-GRIT’ 
ABRASIVES 


a tungsten carbide tool for every 
purpose... from $125 to $1595 


You get more dollars 


fast-moving PERMA- 


per unit of sale with the 
GRIT abrasive line. Each 


product made with long-lasting tungsten carbide 
grit permanently bonded to steel. One product 
sells another in this complete line. Ask your whole- 


saler for a demonstration today. 


¢ rh 
fa 


Hand Sander: $1.95 to $2.95. 
Outlasts hundreds of sand- 
paper sheets. Contour-grip 
sanding block and tungsten 
carbide sheet in choice of fine 
or medium grit. Deluxe kit 
available. 


Hand Files: $1.95 to $2.25. 
Work twice as fast as ordi- 
nary wood files or rasps. Re- 
move stock on both forward 
and back stroke. Full size 14” 
blade in choice of either flat 
or contour file. 


Electric Sander Sheets: 
$2.95 to $3.50. Amazing new 
accessory for sanders using 
Y, or Ya sheet of paper. Five 
grit sizes from coarse to very 
fine for sanding painted or 
unpainted wood, wallboard, 
plaster, plastics, dry wall 
joints, etc. 


Bench Sander Discs: $5.60 
to $11.95. Outlast sandpaper 
100 to 1. Available in 8”, 9”, 
10”, 12” dia. in a wide choice of 
grit sizes. SKIL super-grip 
cement locks disc in place. 


Sander Plane at $3.95. Re- 
moves stock on both forward 
and back strokes. Files, 
sands, planes, shapes, 
notches. Reversible blade has 
coarse grit on one side, fine 
on the other. 


Table Saw Wheels: $9.95 
to $15.95. For table and radial 
saws. 5 tools in 1! Saws, 
sands, shapes, dadoes or 
ploughs without changing the 
blade. 8” and 10” dia. in variety 
of tungsten carbide grits. 
Blades for portable saws too. 


*A Trade Mark of SKIL Corporation 


NATIONALLY ADVERTISED 
IN KEY MAGAZINES 


POPULAR POPULAR SUNSET 
SCIENCE MECHANICS 
Products made only by SKIL Corporation, 
manufacturer of famous SKIL and 
SKILSAW products, Chicago 30, Illinois 








News of the Trade— 





brief reports of 


MANUFACTURERS’ SALESMEN 


@ Quaker Industries, Kenosha, Wis.—New York City, upper 
New Jersey and New York State territories changed from 
agents to company salesmen—Ed Connelly, Long Island, 
N. Y., Bernard S. Pontell, Elmhurst, N. Y., and Richard 
Long, Rochester, N. Y. Other changes: Gene Huff from 
Chicago area to Kenosha; Ray Moody from Indiana to 
Chicago; Dave Distelhorst to Indiana; Jim Dahl to special 
salesman out of the Kenosha home office. 


@ Clayton Mark & Co., Evanston, Il]—James K. Cullinan 
from the company sales department to representative for 
pump and well supplies in Ohio, western Pennsylvania and 
eastern Kentucky; William Beavin from field engineer to 
representative in Indiana and central Kentucky for pump 
and well supplies. He has also spent 13 years in the plumb- 
ing, heating and water system business. 


@ Alpha Metals, Inc., Jersey City, N. J.—Richard E. Le- 
Blond to west coast field manager. He replaces the former 
distributor organization in California, Oregon, Washington, 
Utah, Arizona, Colorado, New Mexico and Montana. Head- 
quarters are in Los Angeles, Calif. 


@ Otto Bernz Co., Inc., Rochester, N. Y.—Ray Parks to 
southern regional sales manager, headquartering in Mem- 
phis, Tenn., from salesman covering North and South Caro- 
lina and eastern Tennessee. 


@ Faultless Caster Corp., Evansville, Ind.—Robert L. 


Stohler to Detroit, Mich., representative. 





news in brief of 


MANUFACTURERS AGENTS 


@ Mac S. Krasnow & Associates. Los Angeles, Calif.— 
Northern California to Ben Riggio, Los Gatos, Calif., who 
recently joined the firm. Formerly connected with Shap- 
leigh Hardware and Baker & Hamilton of San Francisco. 


@ Atkins Saw Division of Borg-Warner Corp., Indianapolis, 
Ind.—Tennessee, Mississippi, Alabama, Georgia, South 
Carolina and Florida to John T. Everett & Co., Memphis, 
Tenn. 


@ Martin Co., New York City—has moved from 200 Fifth 
Ave. to 230 Fifth Ave. Robert Janson is in charge, follow- 
ing the recent appointment of former president Charles L. 
Martin to the sales organization of Rubbermaid, Inc. 


@ Bommer Spring Hinge Co., Inc., Landrum, S. C.—Penn- 
sylvania, the southern half of New Jersey, Delaware, Mary- 
land, District of Columbia, parts of Virginia and West Vir- 
ginia to Clarence Pitt Jr., R. L. Larrabee and Joseph F. Ber- 
tino of the C. W. Pitt Manufacturers’ Agency. 


@ Plastic Products Corp., Cleveland, Ohio—Alabama, 
Georgia, North Carolina, South Carolina and Virginia to 
Sam D. Conger and Associates, Atlanta; Minnesota, North 
Dakota, South Dakota and Wisconsin to Maynard Olson. 


@ Enesco Imports, Chicago, I1l—Marvin McAlexander and 
his team to Tennessee, southern Kentucky, Alabama, 
Georgia, Florida, North and South Carolina, Mississippi, 
Virginia and West Virginia, with headquarters in Atlanta. 


@ Goronkin and Yaskin, Philadelphia, Pa.—new agency 
formed by combining sales efforts and personnel of Tammie 
Goronkin and Jesse Yaskin to cover New Jersey (Trenton 
south), eastern Pennsylvania, Delaware, Maryland, District 
of Columbia and Virginia. Office and showroom is at 3519 
N. Broad St., Philadelphia. 
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New production and finish- 
ing equipment—new pack- 
aging including bulk pack 
and poly bags—rack pack 
for display—colorful boxes, 
new easy-to-read-and-identi- 
fy labels ... and a big, new 
multi-colored catalog. All of 
this—plus the kind of ser- 
vice and delivery that you 
can depend on. Have you 
checked on this fast moving 
line of shelf hardware re- 
cently? You should — it's 


worth money to you! S 


Manufactured by 


JOSEPH HALL CO. 


2121 W. CLEARFIELD STREET 
PHILADELPHIA 32, PA. 


SS Send for NEW CATALOG & price list 


FREE 


ae ite 


THE DEMAND 1s GRLA7FOR 


water cans and 
water coolers 


Keeps water pure and cool for long pe- 
riods of time. Extra large top openings 
make Sta-Kools easy to fill and ice. Rug- 
gedly built on the exclusive Gott principle 
of double-wall, thermo-type construction 
of galvanized steel with- 
out heat conductors. 
Available with or with- 
out recessed, flush- 
mounted faucet. 1!/2-, 2-, 
and 3-gallon sizes are 
equipped with easy- 
carrying bails; 5- and 10- 
gallon sizes have large, 
convenient side handles. 


Sta-Kool Water Coolers 
with recessed, flush- 
mounted faucet. Avail- 
able in 11/2-, 2-, 3-, 5-, 
and 10-gallon sizes. 


Be Spoeipie! 


Specify Sta-Kools 
from your 
hardware jobber. 


Stay-Kool Water 
Cans are availabli 

in 1'\-, 2-, 3-, 5-, 
and 10-gal. sizes. 


H. P. GOTT MFG. CO. 


WINFIELD e KANSAS 


WRITE FOR NAME OF NEAREST DISTRIBUTOR 
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KEYS MADE 
QUALITY KEY BLANKS 
WHEN YOU eat 
BUY THIS 
LOW PRICED 
"PACK AGE” 
DEAL 


R42 x PKA-3 Soe 


CONSISTING OF 


KEY DUPLICATING 
MACHINE, MOTOR, 
ROTARY KEYBOARD 


plus 


1020 of the most 
popular 











KEY BLANKS | 
- es | 
® 
Ty 
CYLINDER AND Gi J 
CAR KEYS 7a 
wee no MCS 
& ® 
This Sign FREE! 


YOU CAN CUT “PS _ 
QUICKLY AND 
AND TO HELP YOU SELL KEYS, YOU GET 


Ky 
Ls 
id 


Moy 
—_, 


EYS MADE 


cif : 
eo. 
CHARLESTOWN.NH 


Fie tog 
a OR 
< 
be 


> 


y Cast Aluminum 12” x 27” 


MAIL COUPON TODAY 





KEIL LOCK CO., INC. 
Charlestown, New Hampshire 
Please send complete information on your 


R 4'2 x PKA-3 “Package’”’ Deal plus FREE Key 


sign. 
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REVOLVING 
TOOL DISPLAY 





#ARTD 


Here’s an offer that’s bound to make money for you... 
a handsome revolving display rack with proven selec- 
tion of quality Ames tools to increase impulse sales. 
Sturdy all-metal unit (16” narrow and 23” low) shows 
36 Ames chrome-ferruled, Burntcote-handled tools to 
add striking beauty to any counter. 


CONSUMER TESTED TOOL ASSORTMENT 


8 Regular Trowels (AT) 
6 Transplanting Trowels (ATT) 
: Spading Forks (ASF) 

5© ele (AC3) 


3 Weeders (ALW) 

3 Cultivator Hoes (AH2) 
3 Weeding Hoes (AWH) 
3 Hand Rakes (ARS) 


$28.44 
4.00 


$32.44 


36 Tools—Retail Value 
Revolving Display Unit 
VALUE TO YOU 
YOU PAY ONLY 


Oo. AMES 


PARKERSBURG, 
WEST VIRGINIA 


Ames also manufactures the famous Ames Maid metal household 
furniture and the new line of Ames-Aire casual furniture 
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ROBERT J. EGAN 


United Hardware Names 
Egan As Sales Manager 


Robert J. Egan has been 
named sales manager of Uni- 
ted Hardware 
Co., dealer-owned 
saler, Minneapolis. 

Mr. Egan was 
sales manager, stores divi- 
sion, Marshall Wells-Kelley 
How Thomson Co. 


whole- 


assistant 


Mirro Aluminum Holds 
Clinics for Salesmen 


Half of the 96-man Mirro 
Aluminum Co. sales force 
met recently for a five-day 
clinic, the remainder gather- 
ing a week later. Both clin- 
ics were held at offices in 
Manitowoc, Wis. 

W. F. Bugenhagen, presi- 
dent of the company, told 
salesmen about the com- 
pany’s new rolling mill 
building to be completed by 
the fall of 1959. 

G. C. Kubitz, vice-presi- 
dent in charge of sales, 
urged salesmen to forget the 
business outlook and be on 
the lookout for the unlimited 
opportunities in all terri- 
tories. 

C. C. McDermand, assis- 
tant to the president, urged 


News of the 


Distributing 





Trade 


salesmen to gear up and be 
willing to tackle tougher 
jobs. 

A. S. Krainik, assistant to 
the president in charge of 
production and _ inventory 
control, spoke on the im- 
portance of timely servicing. 

Other speakers discussed 
the company’s plans for new 
and diversified products in 
housewares and other fields. 

R. L. Pritchard, advertis- 
ing manager, outlined the 
company’s advertising and 
merchandising program for 
1959. 


Gering Products Wins 
SPI Labeling Contest 


Gering Products, Inc., Ken- 
ilworth, N. J., was the win- 
ner of the hardware category 
in the Fourth Annual label- 
ing contest sponsored by the 
Society of the Plastics In- 
dustry, Inc. Gering also took 
“best of show” honors for all 
categories. 

The award was for the best 
informative labeling attach- 
ed to Gering’s four brands of 
vinyl plastic garden 
Presentation of awards 
made during the SPI 
tional Conference at 
cago’s Morrison Hotel. 


hose. 
was 
Na- 
Chi- 


Charles Martin Joins 
Rubbermaid In Sales 


Charles L. Martin has 
joined the sales organization 
of Rubbermaid, Inc., in the 
metropolitan New York City 
area. He manages sales to 
chain stores and other group 
purchasers, in addition to 
automotive sales. 

Mr. Martin was president 
of the Martin Co., manufac- 
turers’ agency at New York. 





cE-PACK 


The Most Dramatic 


> / / PADLOCK PACKAGE 


World’s Largest 
Producer of 
Brass Padlocks 
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in the world... 


‘olaymaker 


OcK co. 


LANCASTER, PA. 


1959 








F iQwev ! 


ideal 
push pull 
latch 


installs in three ¥," holes 





*“Everything’s been rosy for Sellwell, since 
he started suggesting ‘“‘Scotcn’”’ Brand 
Masking Tape with every paint sale.” 








the BIG name 
in Gun Cleaning 








Introduces new operating prin- 
ciple for screen and storm doors 
wate | —no latch-handle springs to 


moa ; 
et weaken or break. Mounts in 


three 4” holes. Locks from 
inside—no-lockout feature will 


CLEANING OUTFITS | not let door close with lock set. 
S ° i ne Two coat baked enamel finish 

el? Cu Sight! | —gsilver aluminum or lustrous 
Display Them on Your Counter | brass under super hard clear 


Everything a man (or woman) needs to keep his guns in | enamel. Ideal also manufac- 
prime condition .. . famous Hoppe’s No. 9 Solvent, oil, | 2 : 

patches, wipers, nylon bristle brush, cleaning rod, tures a full line of knob latches 
instructions! All in a beautiful redwood chest (‘Deluxe and one-bore push-pull latches. 
$3.50 retail) . . . or in a sturdy green-enameled steel 


tote box (Utility: $3.25 retail). Fast movers the year Write for complete details and 
‘round ... ‘‘naturals’’ for gifts! Display | : 
them and watch them go! Prices. 


“UTILITY ’’ 
= FRANK A. HOPPE, INC. e LATCHES «+ OJLITE BEARING HINGES 
= 2314-A N. 8th St 


:; | e CLOSERS + CHAINS « SASH ADJUSTORS 
Phila. 33, Pa. 
e PUSH BARS + QUIKI WINDOW CONTROLS 


aay nico IDEAL BRASS 


FOR —_ PETA WORKS, INC. 








250 EAST 5TH STREET 
ST. PAUL 1, MINNESOTA 
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Last M-W Branch Sold 
To Coast-To-Coast 


(Continued from page 149) 

Marshall-Wells, one of the 
best known hardware distrib- 
utors in the country, was 
established in 1886. It was 
a pioneer in the voluntary 
chain field. At one time its 
annual hardware sales vol- 
ume in the U.S. and Canada, 
amounted to $90 million. 

In 1955, Marshall-Wells 
was acquired from the orig- 
inal owners by Ambrook 
Industries, Inc., an Eastern 
holding company. Then fol- 
lowed a number of transac- 
tions including the 
the firm’s Canadian opera- 
tions, and ending up with the 
closing, one by one, of the 
various branches of M-W. 


- f 
sale Oi 


In the midst of this ac- 
tivity, M-W bought Kelley- 
How-Thomson Co., another 
hardware wholesaler in Du- 
luth. The M-W and Kelley- 
How-Thomson facilities in 
Duluth were then consoli- 
dated into the M-W Duluth 
division. 

It is expected that 
the Duluth inventory has 
been liquidated, the M-W 
buildings will be either sold 
or leased out. 

Control of Marshall-Weiils 
has been held by Barker 
Bros., which recently ab- 
sorbed Ambrook Industries. 
Ambrook was the original 
buyer of Marshall-Wells. 

H. J. Sobiloff is chairman 
of the board of Barker and 
was also board chairman of 


Marshall-Wei!s. 


after 





News About Dealers: 





(Continued from page 148) 


ly. Leonard Gaines is part 
owner and manager of the 
store. Other owners include 
Clay Simpson, Mac Catlett 
and Hubert Simpson. 


Owensboro, Ky. HART- 
MAN’S HARDWARE, 223 W. 
2nd St., has been opened by 
Kenneth Hartman, former 
manager of Bonnycastle 
Hardware, Louisville. 


Manitowoc. Wis. 
TINGER HARDWARE 
now occupies a former ga- 
rage which has been com- 
pletely modernized. Founded 
more than 100 years ago the 


SUET- 
store 


store is presently owned by 
Walter Suettinger, grandson 
of the founder. 


Palm Springs, Calif.—HIG- 
GINS-LADD HARDWARE CO. Was 
robbed of $500 cash. Alan 
Ladd, motion picture actor, 
IS a partner. 


Mattoon, Ill.—GREEN HARD- 
WARE was opened with a two- 
day sale at 2008 Western St. 
Mr. and Mrs. Ray Green 
own the store. 


Overland, Mo.—The fourth 
BIENER HARDWARE Co. store 
was opened here at the loca- 
tion formerly occupied by 
Rock Road Hardware. All 
four stores are operated by 
John W. Biener. 





Rabinowe’s Catalog Contest Winner 


S789) 6 8M 


ia . 


This beaming customer, Mrs. George Benson, penned an answer to 


the contest: "I like to buy from 


won an all-expense trip to Nassau. 


this circular because and 
Mrs. Benson filled out her answer 


at Rose Hardware, Nutley, N. J., on a Spring sale circular distributed 
by E. Rabinowe & Co., Yonkers, N. Y., wholesaler. Herman Rabinowe, 
the firm's president, made the presentation. Joseph Hopmayer (left) 


is co-owner of Rose Hardware. 


In all, there were 


101 prizes to 


stimulate dealer traffic during the life of the catalog. 
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News of the Trade 





ELMER F. TWYMAN 


Yale & Towne Elects 
Senior Vice-President 


F. Twyman has 
been elected senior vice- 
president of the Yale & 
Towne Mfg. Co., New York. 
He directs the firm’s mater- 
ials handling division. 

Mr. Twyman has been vice- 
president of Yale & Towne 
1950. 


Elmer 


since 


Hugh A. Waring Named 
Duplex Sales Manager 


Hugh A. Waring has been 
named product sales mana- 
ger for Duplex Mfg. Corp., 
Fort Smith, Ark. 

Mr. Waring was a market- 
ing representative for Pen- 
dleton Tool Industries’ West- 
ern region for 16 years. Du- 
plex is a Pendleton subsidi- 
ary. 


Elmore Kayser Elected 
Krylon Vice-President 


Elmore E. Kayser has been 
elected vice-president in 
charge of advertising and 
promotion for Krylon, Inc., 
Norristown, Pa. 

Mr. Kayser has been ad- 
vertising and promotion man- 
ager of the spray finishes 
manufacturer for the past 
five years. 


McCulloch Appointment 


Carl A. Peterson, former 
market research manager for 
McCulloch Corp., Los An- 
geles power chain saw man- 
ufacturer, has been named 
to the new post of marketing 
manager. 

His new position increases 
his responsibility to include 
company marketing, adver- 
tising, promotion and 
planning. 


sales 


Miraplas Appointment 


Miraplas Tile Co., Colum- 
bus, Ohio, manufacturer, 
has appointed Ralph E. 
Worthing to the newly cre- 
ated position of merchan- 
dising manager. 

He will direct advertising, 
sales promotion and public 
relations programs. 

Mr. Worthing was man- 
ager of an advertising 
agency branch office. 





OBITUARIES 





Myron B. Clemence 


Myron B. Clemence, 85, 
treasurer of the Hyde Mfg. 
Co., died suddenly at his 
home in Southbridge, Mass., 
December 20. He was asso- 
ciated with the company for 
more than 65 years. Mr. 
Clemence began his business 
career in the original 12 man 
cutlery shop owned by I. 
Perkins Hyde. 


Lawrence Shuster 


Lawrence Shuster, 53, 
owner and operator of the 
Shuster Hardware Store, 
Cleveland, Ohio, died last 
month in Deaconess Hospital. 


Roy E. McKenzie 


Roy E. McKenzie, 73, as- 
sociated with the Tampico 
Hardware and Implement 
Co., died in University Hos- 
pital, lowa City, Iowa, of vi- 
rus pneumonia. He was a 


director of the Farm Equip- 
ment Acceptance Corp. and 
the Farm Equipment Retail 
Association. 


Mrs. Patsy D. Bailey 


Mrs. Patsy D. Bailey, 44, 
assistant credit manager for 
Imperial Hardware Co., El 
Centro, Calif., died last 
month in El Centro Commu- 
nity Hospital of injuries suf- 
fered in an auto accident. 


Harold G. Ennis 


Harold G. Ennis, 50, presi- 
dent and general manager of 
Ennis Mfg. Co., died at his 
Mount Penn, Pa., residence 
recently. 


Orval L. Ward 


Orval L. Ward, 59, Jen- 
nings, Okla., hardware mer- 
chant, died recently in a 
Tulsa hospital after a brief 
illness. 


HARDWARE AGE, JANUARY 15, 1959 





A report in pictures of events in the trade 





D. S. Poulton, sales manager of Columbus Plastic Products, Inc., Columbus, Ohio, reviews 
Lustro-Ware plastic housewares development at the firm's sales meeting held in late December 
at Columbus’ Fort Hayes Hotel. There were 45 representatives from the U. S. and Canada for 
the two day event. Speakers are shown at the head table here from left to right: W. J. Braley, 
vice-president; N. W. Roop, design engineer; Mr. Poulton; G. W. Keny, president; and R. E. 


Hill, assistant sales manager. 


Glamorene, Inc. has added 13 factory trained salesmen to its sales force to replace manufac- 
turers’ agents in many sales areas. The new sales setup will be strongest in the Northeast, South 
and Midwest. Those appointed and firm executives shown are left to right: (front row) R. G. 
Thiele, Jr., Baltimore; A. H. Bender, St. Louis; R. G. Schroeder, River Edge, N. J.; J. A. Fein- 
gold, Pittsburgh; Charles Colins, Philadelphia; Robert Gold, board chairman; C. B. Hulsh, 
president; J. G. Hulsh, vice-president of sales. Back row—D. L. Turpin, southern regional man- 
ager; Ken Heskett, Wyandotte, Mich.; R. J. Castles, northeastern regional manager; J. M. 
Rogulic, Detroit; S. D. Hulsh, vice-president; Arnold Copeland, director of sales; Charles Barton, 
Jr., midwest regional manager; Charles Grossman, Brooklyn; H. J. Shurdut, Auburndale, Mass. 
H. F. Gerling, Chicago, is not shown. 


ee 
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Mac Smock of Macdean's, North 
Platte, Neb. dealer, receives his 
pin as a token of acceptance as a 
member in the American Society 
of Architectural Hardware Con- 
sultants. John W. Bamert, general 
sales manager of Stanley Hard- 
ware Div., Stanley Works, New 
Britain, Conn., makes the presenta- 
tion. The tie pin was given to Mr. 
Smock, courtesy of Stanley at the 
National Builders’ Hardware Assn. 
Show of 1958. Mr. Smock is at 
the right in the photograph. 





Classified Opportunities Section 





Help Wanted, Accounts Wanted 
Business Opportunities 


Representatives Wanted, etc. 


Set solid, maximum 50 words 
Each additional word 


Positions Wanted 


(Special Rate) set solid, maximum 
50 words 
Each additional word 
Allow Seven Words for Keyed Address 


or Your Address 





CLASSIFIED ADVERTISING RATES 


BOXED DISPLAY AD RATES 
$8.00 per column inch 


5°, discount allowed for 4 or more con- 
secutive insertions of Boxed Display Ads. 
Cuts or special borders not accepted. 
Address your correspondence and replies to 


HARDWARE AGE 
Classified Opportunities Dept. 
Chestnut & Séth Sts., Philadelphia 39, Pa. 


NOTE: Samples of merchandise, literatu’- 
catalogs, etc., will not be forwarded to box 
number advertisers, unless accompanied by 
sufficient postage for remailing. 


No agency commission allowed. 


HARDWARE AGE is published every other 
Thursday. Classified forms close 3 weeks 
prior to publication date. 


Remittance must accompany order in form 
of check or money order, payable to HARD- 
WARE AGE—Classified Section, not currency 
or stamps. 











Representatives Wanted Representatives Wanted Representatives Wanted 








HARDWARE SALESMEN 


Calling on retail hardware 
dealers, also plumbing and 
concerns. One size Screw Anchor fits all 
screws and designed for all types of walls. 
High Commission. Protected territory to 
qualified salesmen 


FITSALL SCREW ANCHOR 
473 S. Franklin St.. Hempstead, New York 


and lumber yard 
electrical supply 








FRANCHISE AVAILABLE 


Preducts mever before offered on the market, to be 
sold to the construction, trucking. and automotive 
industry. All territories are now available. Give 
a complete resume of your background and territory 
you are interested in. 


HUDSON T. MARSDEN MFG. CO.. 
645 Beahan Road, Rochester |!. 


INC. 
New York 








ONLY REPRESENTATIVES CALLING ON 
DEALERS AND WHOLESALERS WANTED 


If you are now calling on dealers, as well as whole 
salers, contact us immediately for lucrative commis- 
sions at both levels. Our line of rodenticides. insecti 
cides and household chemicals is growing rapidly, as 
is our young, aggressive firm. Some of our items are 
nationally established, all great potential 
Many areas still open 


NIP-CO Mfg., Inc., New Rochelle, N.Y. 


possess 





OPPORTUNITY 
FOR GOOD SALESMAN 


Between 22 and 35 years of age. Calling 
on hardware wholesalers, mill and fac- 
tory supply houses in Pennsylvania, New 
Jersey, Delaware and Maryland. Salary 
and Bonus with expenses paid. Write in 
detail to: 


Address: Box 132, 
Chestnut & 56th Sts., 


eare of HARDWARE AGE 
Philadelphia 39, Pa. 











MANUFACTURERS’ 
WANTED— by established 
applicators and _ refills, 
genuine imported chamois, lambswool bonnets and 
wash mitts We produce quality products at 
competitive prices, attractively merchandised and 
with full freight allowances. Many choice terri 
teries are open on an exclusive basis with liberal 
commissions to men who thoroughly cover the 
hardware, paint, cleaning and sanitary supply 
trades. Send full details in first letter. Beverly 
Manufacturing, 10 Roland St., Boston 29, Mass. 


REPRESENTATIVES 
manutacturer ot wax 
natural sea sponges, 


EXCLUSIVE 
open tor nationally distributed 
placement plumbing specialty 
sale to plumbing supply houses, wel me are distrib 
utors and retailers. Unique demonstration 
8 out of 10 on first call. Address: Box 123, care 
of Harpware Ace, Chestnut & 56th Sts., Phila- 
delphia 39, Pa. 


PROTECTED TERRITORIES 


unique water re 
item packaged for 


FACTORY REPRESENTATIVE 
ASSOCIATES working Ohio, Indiana, Illinois, 
Wisconsin, Michigan with good reputation afd 
coverage entire wholesale hardware and contract 
builders hardware field. We represent mumerous 
major builders hardware manutacturers. 
combining our sales efforts with aggressive 
ates. For particulars write: Address: 
care of Harpware Ace, Chestnut & 
Philadelphia 39, Pa. 


DESIRES 


ass‘ ci- 
Box N 22, 


56th Sts.. 


SALESMAN PLUMBING SPECIAI 
sell tor established national distributors, exclusive 
territory, 10% commission. Write full details 
with references. eplies conhdential. Akron 
Supply Co., Inc., 216-218 Grand Street, Brook- 
lyn 11, New York. 


TIES to 


REPRESENTATIVES C 
WARE and sporting goods stores to sell im 
ported 12 in 1 Fishermans pliers. Novel and 
extremely practical tool which will replace several 
items in tackle box 10% commission. State 
territory covered. Fan Kit Co.,, Sox 5842, 
Memphis 4, Tenn. 


ALLING ON HARD 
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sells | 


Jesire | 








SALES REPRESENTATIVE 
Long established manutacturet of Plumbing 
Brass G and Accessories requires adequate 
representation on a commiussion basis, to be sold 
direct to rated Plumbing and lleating (ontrac 
tors, large Hardware Outlets, Lumber and Farm 
and Home Stores, a full line of cast and tubular 
brass plumbing Fixtures, plus Gate, Globe and 
Swing Check Valves. Traveling or car expenses 
allowed. Territories open: Idaho, Utah, Missouri. 
Oklahoma. Kansas, Minnesota, Geergia, Western 
Texas. State actual territory covered and 4ll 
details. Confidential. Address: Box 135, care of 
HARDWARE Ace, Chestnut & 56th Sts., Philadel 
phia 39, Pa. 


WANTED. 


(,oods 


EXCELLENT LINE tor 
calling on the retail trade in hardware, depart 
ment, variety and chain steres. Good commission. 
Write: Midwest Plastics Mfg. Co., 208 Bates 
Avenue, St. Paul 6, Minn. 


sales representatives 


EPRESENTATIVE WANTED 
FOR ESTABLISHED PAINT BRUSH 
MANUFACTURER; liberal commissions; pro- 
tected territories; good opportunity for salesmen 
having contact with retail hardware, paint, lum 
ber, etc. stores. Open territories: North Illinois, 
New England and South East States. Write us 
full details. Address: Box 136, care of HARDWARE 
Ace, Chestnut & 56th Sts., Philadelphia 39, Pa. 


SALES R 
A 


JOBBER SALESMAN WANTED FOR LINE 
of chisels, bars, etc., made by us plus sledges, 
picks, etc. which we import. Extremely com 
petitive. Territory open centers on Albany, New 
York. NATIONAL TOOL COMPANY, 90 
Walker Street, New York RR New York. 


REPRESENTATIVE WANTED. 
territories open for representatives calling on 
hardware trade to carry complete line of tool 
handles such as Axe, Pick, Sledge, Hammer, 
Shovel, Hoe, Rake Handles and many other types 
of wood turnings. Liberal Commission. Address: 
fox 129, care of Harpw ARE Acre, Chestnut & 
56th Sts., Philadelphia 39, P: 


S me che nce 


MANUFACTURERS REPRESENTATIVE - 
New England States Importer with high quality 
line of German Hardware has cpenings for men 
calling on wholesalers only. State exact area 
covered, experience and age also present lines. 
Our hardware very successful in other areas be 
cause it is priced competitively besides having 
quality. Great opportunity for the right men. 
Address: Box M-44, care of Harpware Ace, 
Chestnut & 56th Sts., Philadelphia 39, Pa. 





REPRESENTATIVES WANTED 


Experienced Hardware Representatives now calling on 
Wholesale Hardware, Builders Hardware, Building 
Supply outiets, Lumber yards, Millworks. Complete 
line of Bi-Pass Sliding door Hardware, Pocket door. 
Folding dware, Aluminum weather stripped 
threshelds, Aluminum weather stripped door stops— 
Quality, yet most competitive. {0% Commission— 
Repeat Business—Protected territories. 


U. S. Aluminum Produets Corp. 
P.O. Box {2, North Miami Beach, Florida 








SALESMAN 


To call on RETAIL hardware 
stores, garden centers, and discount houses. Several 
fine territories open. Exclusive. Top commission 
earnings. High rate. Popular line for homes. Di- 
rect from manufacturer Permanent position. Give 
territory and other details 
Address Box (26, care of HARDWARE AGE 
Chestnut & 56th Sts.. Philadelphia 38, Pa. 


dealers, department 








BROKER—SALES REPS 


Calling on HUardware, 
Supply Jobbers, ete for a new, proven, non 
competitive, large volume and fast repeat item 
Popular priced, beautifully packaged replacement 
for soil. To be used in gardens, planters, win 
dow boxes, etc. Specify territory you covered. 
Address Box 1/8, eare ef HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 30, Pa. 


Houseware and Garden 











SALESMEN—SELL 
industrials, hardware, 
Liberal commission, 

now calling on 
be considered 
23rd Street, 


PAINT 


paint stores 


BRUSHES, to 
Quality line. 
protected territory Only 
this trade with allied lines 

SIRA BRUSH CO., ING 
New York 11, N. Y. 


TIVE, AGGRESSIVE REPRESENTA- 
Zz iv E WANTED. Leading manufacturer of com- 
plete line garden products, Hose, sprinklers, etc., 
seeks top men to feadie top competitive line. All 
os. all trades. ust be aggressive and 
ive” salesmen Address Box 111, care of 
went ARE Ace, Chestnut & 56th Sts., Philadel- 
phia 39, Pa 


ATTENTION SALESMEN WITH A LAWN 
AND GARDEN following. Here’s an item that 
fits right into the picture for big plus-profits 
for you: Peat Pots in packs! Been bought 
in quantity wherever but I need fast 
replys from sales reps the US to get 
this marketed in time Write Ouickly Address: 
Box 137, « are of HarpwarkeE Ace, Chestnut & 
56th Sts., Philadelphia 39, Pa. 


sleeve 
shown, 
throughout 





Accounts Wanted 





BALTIMORE-WASHINGTON AREA Superb 
opportunity tor manufacturer or agency Highest 
calibre, successful agent must relocate to home 
area before July. Interested only in top quality, 
established, basic hardware and/or garden lines 
on exclusive basis to jobber and/or industry; or 
comparable agency Fifteen years successful top 
management and field sales. Best references. Re- 
plies confidential Address: Box 122, care of 
Harpware Acer, Chestnut & 56th Sts., Philadel- 
phia 39, Pa 
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Accounts Wanted 


Help Wanted 


Business Opportunities 

















REPRESENTATIVES 


Covering all phases of jobbers. Can render reliable 
aggressive service. We are national distributors with 
established actively operating branch offices in New 
York, Philadelphia, Detroit, Cleveland and Louis- 
ville. We carry the account or you can bill direct 
Inquiries invited WRITE ANCO Corporation, 7 
Wood Street, Pittsburgh 22, Pa. 








CUBA 


Manufacturers representatives covering the 
whole country interested in adding plumbing, 
building and hardwecre lines. Aggressive repre- 
sentation guaranteed. Prepayment of solicited 


DEALER PROGRAM MANAGER 


We want a man to head our “DEALER 
SERVICES DEPT.,’’ one who has work- 
ed with a Distributor who had a dealer 
program. Our operation includes all ele- 
ments such as surveys, inventory con- 
trol, layout and fixturing, advertising 
and sales promotion, store door delivery 
service, sales training, etc. The man 
we want must be able to coordinate 
these into a package. 


This is an exceptional opportunity with 
a young, growing Eastern organization. 
All replies treated confidentially. 
Address Box {15, care of HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 29, Pa. 





samples. Commission basis. 





WANTED TO BUY! 


Surplus nails of all kinds. Also nalis 
that have been water damaged. Must be 
in original cartons. Vrite us giving 
type, size and amount. 


SALT CITY SURPLUS CO. 


2005 Teall Ave., E. Syracuse, N. Y. 

















Address: Raul Rio, P.0. Box No. 4095, Havana, Cuba 











NORTH-SOUTH CAROLINA AND VIR 
GINIA. Established ag otfering complete and 
trequent coverage at wholesale hardware and 
mill supply level. Interested in representing ma 


rent 


to (;overnment 
of HARDWARE 


A NEW YORK CITY WHOLESALER needs 
Hitardware Man in Submitting Bids 
Address Box 128, care 
Chestnut & 56th Sts., Phila 


xperienced 
Agencies. 
AGE, 
Pa 


| le ( 
lelphia Pa 





WANTED SPECIALTY JOBBERS 


rraveling 3 to 10 men in the midwestern. 
southwestern and northwestern § states. We 
have a good proposition for you to sell a com 
plete fastener line that will fit in with your 
present operation. Write us for details. 


SHARON BOLT & SCREW CO., INC. 
ENDICOTT ST., NORWOOD, MASS. 











jor hard-good manufacturer Able and willing 
to pertorm all functions ated with distrib 

Address: Bo» $3, care of HARDWARI 
( hestnut & 56th Sts.. LI lelnhi ) 


aS son 
utor sales 


AGE, 


a 39, Pa 


Business Opportunities 








MANI 


FACTU RER’S REPRESENTATIVE 
WITH! in the |] 


EXCELLENT nner 
OuUsSeWa’t and 
Metre politan 

¢ additiona 


ons lé nar 

, ‘ , 

yaradet SUPPLY if s( 
N« ‘ Vor \ 3Ccrs \ AaTCca 
»1 substantial , We 
represent tw D1 ties ! rt ind 
or a 
> 


rvi¢ 


time ti 


FOR SALE 


General Hardware Store, Gifts, Toys, 
Paints, small appliances. In Boise Val- 
ley 50 miles from Capitol, good business, 
stock, reason for selling 


clean sickness 


care of HARDWARE AGE 
Philadelphia 39, Pa 


127, 


56th Sts., 


Address Box 
Chestnut & 





ATI\ 


EPRESENT SALESMAN WITH 
rs experiet ca Hardware Jobbers 1 
ennsylvamia, Ly 
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Help Wanted 








PROMOTION MAN 


WANTED—An experienced Hardware and 


Housewares Man who has handled adver- 
tising and sales promotion of a Hardware 
Distributor 
booklets 


tunity 


including periodic flyers 


promctions, etc. Good oppor- 


for a younger, experienced man. 
Location East Coast suburban community 
with 


growing, progressive distributor. Send full 


good living conditions. 


Young, 


particulars to 


Box 
Chestnut & 


116 
56t h 


Address care f 


Sts 


HARDWARE AGE 


Philadelphia 39, Pa 
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ILARDWARE PAINTS HOUSEWARES AP- 

ANCE Radios, TV Sets sales and service 
town north central Montana. 
Modern front on store estab 
ag. resent wner 15 \y ears, 
around $55,000.00 Ad 
( hestnut 
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lh ixtures 
50) years 
mixtures 
125, care of Harpware AGE, 
. Philadelphia 39, Pa 
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SPACE AVAILABLE for a building suppliers 
ipermarket: wholesale and/or retail in following 
Paints and wallpaper, plumbing and heat- 
hardware and electrical supplies For full 
rticulars repl to Pamoco Realty, P. O. Box 


’ 


141, North Haven, Com 








DO YOU WANT TO RAISE CASH 
vO YOU WANT TO SELL OUT? 


If you 
removal or 
liable and productive 
prospectus today, 


J. H. Voll Sales Service 
West Main Street Madison. 


sale, 
closeout 


want a reduction, money 
yet America s 
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‘AMERICA’S MOST ADVANCED 
Level Line since 1919"' 


HARDWARE AGE, JANUARY 15, 1959 


EMPIRE LEVELS ehelele RETAILERS STOCK THEM! 


10926 West Potter 


Rood, Milwaukee 13. 


Wisconsin 
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WORLD LEADER IN RECIPROCATING ELECTRIC HANDSAWS 


supe Performance 


_-Longer 4 fe! 


ONLY $99.50! 


Sole U. S. Importer of LESTO “SWISS MADE” Saw Blades 


For further information, see your dealer or write: 


VICTOR J. KRIEG, INC. 


Precision-made power tools of unsurpassed performance 
611 BROADWAY, NEW YORK 12, N. Y. 











OVER 4000 ITEMS STOCKED 


GRAINGER’S 
SUPPLY 
SERVICE 


32nd YEAR OF SERVICE 


ELECTRIC MOTORS 
(1/250 to 60-HP) 


EXHAUST FANS 
GEAR MOTORS 


AIR COMPRESSORS 
HEATING ITEMS 

GENERATORS APPLIANCES POWER TOOLS 
BLOWERS LIGHTING PUMPS 


PROMPT DELIVERY. Warehouses and sales offices in 62 
principal cities, coast-to-coast. All fully stocked for pick- 
ups or 24-hour shipping service. 


SALESMEN at each sales office available for help and 
guidance. 


160-PAGE CATALOG and buying guide. 
tailed descriptions on over 4000 items. 
and application data. 


WHOLESALE ONLY. Free net price catalog sent only 
when requested on letterhead. No consumer requests 
honored. O.E.M. prices available for quantity buyers. 


Send for FREE Early-Spring 1959 Catalog 


ww. RAINGER.INC 


Dept. HA-1. 118 S. Oakley Bivd., Chicago 12 
SEE PHONE BOOK FOR LOCAL ADDRESS AND PHONE 





Includes de- 
Lots of technical 





Index to Advertisers 





A 


Ajax Wire Specialty Co. 
Allan Marine, Inc. 


American Chain Div. 
American Chain & Cable Co 


American Tackle Division 
True Temper 


American eunteeegnuness Products 
orp. , 


Ames Co., O. 

Andrews Co., A. M. 
Animal Trap Co. of America 
Arvin Industries, Inc. 
Atlantic-Pacific Mfg. 


Atlas Tool & Mfg. 


Corp 
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Poo ccescess ° 
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Empire Level Mfg. Co 
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Gardex, Inc 


Gardner Wire Co 

Glamorene, Inc. 

Goodrich Industrial Products Co., 
B. F. 


Gott Mfg. Co., H. P. 


Graham & Co., Inc.., 
G. W. Griffin Co 


Ww. W 
Greyhound Corp. 


John #H. 


Grainger, Inc., 


| Griffin Mfg. Co. 


| Gulton Industries, Inc 


Behr Manning Corp. 95 | 
o..4 144 | 
Bethlehem Steel Co. 46 | 
Better Homes & Gardens 85 | 
Bingham Co., W., The | 
Bissell Carpet Sweeper Co. -127 | 
Black & Decker Mfg. Co.....116-117 
Molding Co. 101 


Borg-Warner Div. 
Marbon Chemical Co. 


Berger & Sons, Inc., 


Boonton 


Cc 


Campbell Chain Co 

Capitol Mfg. & Supply Co 
Champion Brass Mfg. Co. 
Champion DeArment Tool Co. 
Chapin Mfg. Works, Inc., R. E 
Clark Co., J. R., The 

Clemson Brothers, Inc. 
Cleveland Millis Co. 


Columbia Fastener Co., Div. 
United Car Fastener Corp. 


Crescent Tool Co. 
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Davis Produc!s, Inc 39 
Dennix Products Co. 137 
Dupont deNemours & Co., 

tel 


| Hoppe, Inc.., 


tH 


Hager & Sons Hinge Mfg. Co., 
Hall Co., 
Heineke and Company 
Hillerich and Bradsby Co. 
Hindley Mfg. Co. 

Holt Mfg. Co 

Frank A 


Joseph 


| Hustler Corp. 


Hyde Mfg. Co. 


ideal Brass Works, Inc 
| Independent Lock Co 


| International Shear Corp 
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Jones & Laughlin Stee! Corp 
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Keil Lock Co., Inc 
Solder Co 
Keystone Stee! & Wire Co 
Victor J 


Kester 


Krieg, Inc., 
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Langley Corp 


Lawn Boy Div 
Outboard Marine Corp 


E. |. Zyte | 44 Lowe's, Inc. 





SPRING ASSORTMENT $ 
ALL FOR ONLY SO 


AJAX No. 750 — Consisting of: 


* METAL 5-DRAWER CABINET 
* 1,000 SPRINGS (#1 to #100) 
* METAL DISPLAY with SPRINGS 


Brings You at Retail 
$212.45 Gross Return! 
Order Now! 


(F.O.B. N. Y.C.) 


p-Ver 4 


WIRE SPECIALTY CO. 


324 CANAL ST. 
NEW YORK 13,N. Y 
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M & D Store Fixtures, Inc. 
Macklanburg-Duncan Co. 


Quick Mfg., Inc. 


Magnaflo Co., Inc. 7 


Mall Tool Co. Div. 
Remington Arms Co. 


Mann Edge Tool Co. 


Marbon Chemical Co., Div. of 
Borg-Warner Corp. 52 


R-Line Store Fixture Co., 
Republic Steel Corp. 
Ridge Tool Co., The 


Marion Handle Mills, Inc. 142 s 
S-K /Lectrolite Tools 
Master Bronze Powder Co., Inc...73-76| Scovill Mfg. Co. 
Master Lock Co. 11 | Shuford Mills, Inc. 
McGraw-Edison Co. Skil Corp. 

Toastmaster Div. Slaymaker Lock Co., The 
Southland Mower Co. 
Star Key & Lock Mfg. Co. 
Supplex Co. 


Marshalitown Trowel Co. 160 


Melnor Industries 
Miller & Co., Inc., 
Millers Falls Co. 
Minnesota Mining & Mfg. Co. 
Molly Corp. : 

Myers & Bro. Co., F. E. 3 T 


Robert E. 





Swingline, Inc. 


Taylor Instrument Companies. .!32- 
N Thompson Co., Inc., E. A. 146 
Tilette Cement Cc., Inc. 147 


Toastmaster Div. 
McGraw-Edison Co. 32-33 


Toro Mfg. Corp. 18, 19-22 
True Temper 24-25 


National Lock Co. 
Nersica, Inc. 


Nicholson File Co. 


True Temper 
O American Tackle Div. 53 


OxFibre Brush Co., Inc. y 


Union Steel Chest Corp. 

U. S. News & World Report 
Parker Mfg. Co. Upland Industries, Inc. 
Parker Metal Decorating Co., 
Phillips Chemical Co. Ww 
Pioneer Gen-E-Motor Corp 


Pittsburgh Plate Glass Co. 
Paint Div. 


Store Front Div. 
Pittsburgh Screw & Bolt Corp 
Plantabbs Corp. 


Propulsion Engine Corp. Y 
Div. Food Machinery & 
Chemical Co. 


Warren Tool Corp 

Wessel Hardware Corp. 
Woodhill Chemical Co. 
Wood Shovel & Tool Co. 
Wrought Washer Mfg. Co. 





Yard-Man, Inc. 


KING ps OF THE ROLLER SKATES 


These sleek, high-speed ball bearing beauties 


really sell’! Their gleaming good looks and 
superb roller action puts them way out in 
front. Exclusive “Shaped to the shoe’ comfort 
is am extra feature no other skate offers. A 
model for every market, and every market is 
yours when you sell Speed King! See 
your jobber today 


Speed King 


EXCLUSIVE “SHAPED TO THE SHOE” COMFORT 


HUSTLER CORPORATION 
STERLING, ILLINOIS 


THE SKATE WITH 
THE 


500 MILE 
GUARANTEE! 
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Multiply 
your rental 
prospects 


Here’s a new rental machine that does the work of 2 for the price of 1. 
Converts from floor maintenance work to rug scrubber in only 3 minutes 
. greatly increases rental possibilities. The JW12 rents for 


@ Floor polishing, waxing, buffing, scrubbing, steel wooling 
@ Rug and Carpet shampooing 


All these uses give you prospects for sales of wax, floor stain, steel wool, 
shampoo, and many other items. 


Conversion from polisher to scrub- 
ber is quick, easy job—you or customer 
can do in 3 minutes. Yet, the new multi- 
purpose Holt JW12, with tank, shampoo 
brush and all other attachments, actu- 
ally costs less than competitive, one- 
purpose scrubbers. Makes big hit with 
customers (especially women) because 
it handles easily, stows between car 
seats, gives floors, rugs and carpets 
air of professional care. For full story 
on this easy-to-rent Holt JW12, mail 
coupon now. 


Attachment for adjusting 
brush to deep pile 
of rugs and carpets. 


30 


SALES AND SERVICE CENTERS IN MAJOR CITIES. 


ii» MANUFACTURING CO. 


BETTER FLOOR MACHINES 
FOR MORE THAN 30 YEARS 
669 - 20th St., Oakland 12, Calif., or 272 Badger Ave. 


, Newark 8, N. J. 


HOLT MFG. CO., Dept. P-1 


669 - 20th St., Oakland 12, Calif., or 272 Badger Ave., Newark 8, N. J. 


Please send me details on Holt JW12 for rental use. 


NAME POSITION 
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MARSHALLTOWN 
_ROWELS 


‘t+/UtZEereus 


ALWAYS SELL GENUINE 


Write for Free 
Shicaehitia- 





CLEAR PROFIT with 
SKIN-PACKAGED 
Wrench Sets 


Another first by mene See-through packaging 
*s fast turnove ps your profits high be 


re ke 
couse THERE'S NO INCREASE IN PRICE 


OPEN END WRENCH SETS 


No wee 5 piece plated se Sizes 5 16 


+ 
"gs. One dozen per box. 1 > gross 


gross per 
Shisoine weight 100 Ibs. per gross 
Retail $1.35 ea 


No. SP4P PROMOTIONAL 4 pc. PLATED SET 
Same as above except 19 32 x11 we 
omitted Shipp ng weight 72 Ibs in ! 
gross per shipper 198¢. ea 


Terms: 2% 10 days, net 30, F.O.B. factory For 
full-line catalog and name of nearest jobber, write 


UPLAND INDUSTRIES, Inc. Uplond 7, Po 
ANDREWS cust 2s" 


SPRINKLER 


13 Piece SAMPLE ASSORTMENT = $35.50 
$59.25 Retail Value — Shipped Prepaid 





oper 
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——— OLLY. CORP. 
"SCREW ‘ANCHORS and JACK NUTS = ee Po. 








Sell PLATED WASHERS 


Saves 
instead of ‘Piece-Meal” =e 


Here’s modern merchandising in staple, 
small-unit merchandise. Save extra 
handling... build up the sale automat- 
ically. Washers are pre-counted, ma- 
chine-packaged. Only Wrought Washer 
makes KLIP-PAC! All standard sizes, 
3/16” to 5/8” ID. 


ORDER FROM YOUR JOBBER. 
WROUGHT WASHER MFG. COMPANY 


The World's Largest Producer of Washers 
2218 SOUTH BAY STREET ° MILWAUKEE 7, WISCONSIN 


NOW__NEW and IMPROVED 


on in full color *“‘Take Me Fiome Paks”’ —e 
prinkle I ire more convenient dist play to sell. 
and for : customers k up, examine and buy' 
a 


RAN OREW bP 


4621 Beaverton Highway - Portland 1, Oregon 





eer ay 
Original 





pose td ee A pang 


Colorful . . 


One Set of 4 
on a 3-Color Card 
6 SIZES: %", %", 1", 
11/16", 1%", 1A". 


finish. 





INSULATED RUBBER CUSHIONED GLIDES 
DOMES OF : ™) Wonderful for all WOOD and METAL Furniture 


Glide Softly, Silently, Smoothly 


3-COLOR DISPLAY BOX 


. Eye-Catching. Sells on Sight 


Contains | doz. cards of either 5%'', %4"' or 1"' DOMES. DOMES have 
needle point nail. Case hardened steel, burnished nickel plated mirror 


Both Container and Cards in 3 COLORS 
Qeh- seep -dabben an ential ROBERT E. MILLER & CO., INC., 35 Pearl St., New York 4, N.Y. 
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This Actually 
Happened In My 


Hardware Store’ 


H. S. Pierce, Pres. 
SG. C. Winter Co. 
Southbridge, Mass. 


"The fellows at Hyde were 
taking a few pictures of my- 
self standing beside the C120 
Tool Tower which | had. pur- 
chased for our remodeled. 
self-serve store. They were 
about to take the last picture 
when a lady shopper whe had 
selected paint, walked up to 
the Tool Tower, spun it around 
twice and selected a Hyde 
Putty Knife and Wall Scraper. 
The cameraman acted fast 


and got this candid shot." 


Dealers all over the country 
report their C120 Tool Towers 
are selling more Hyde Tools 
than ever before on only 1/4" 
square of their valuable floor 
space. Quality produced tools, 
individually packaged on col- 
orful cards displayed for im- 
pulse, self-serve sales are mak- 


ing the difference in profits. 


Order the CI20 Assortment 
of 6 each of I7 different tools 
and receive at no charge, the 
beautiful, all wood, revolving 
C120 Tool Tower. Dealer Cost 
$78.08—Profit $52.06. Order 
the C!l20 from your whole- 
saler for more Fix-Up, Paint- 


Up Tool sales this. Spring. 


Hyde Manufacturing Co. 
Southbridge, Mass. 


IS MADE BETTER e PACKAGED BETTER e SELLS BETTER ON DISPLAY 


\ — SHUFORD'S LINE 
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FOR MORE PROFITABLE ... QUICKER SALES 


¢ SELL SHUFORD $! 


WEATHER STRIPPING * 100% VIRGIN VINYL * “DO-IT-YOURSELF” 


ALL-PURPOSE GARAGE OR CASEMENT 
OUTER DOOR WINDOW 


Seals out weather. Seals wood, steel 

Reduces noise. or aluminum case 

Moisture resistant. “-< ments. Easily- 

Outwears other quickly = installed 

types. Unique with adhesive. 

shape fits most door bottoms. Kit Won't crack or peel weather re 
contains 9 or 16 ft. strip, nails, sistant. Cuts fuel bills, eliminates 
instructions. Colors: Gray, White. drafts and dirt. Color: Gray. Kit con- 
Brown. Packed 12 to carton l tains 18’ strip, tube of adhesive. 12 
or %% gross to shpg. container. kits to carton 12 cartons to shpg. 
Also 100’ reels, container. Also 500’ reels. 


Seals windows, 

doors, screens, ail 
conditioners, floor 
moldings, ete. 

Won't crack o1 

peel. Weather re 

sistant. Can be painted. 
Colors: White. Gray. Brown. 
Kit contains 18’ strip and 
tacks. Packed 12 kits to self 
display carton 12 ctns. to 
shpg. container. Also in 500’ 
reels, 


— er eee 


<n * ory 
> > "Guaranteed by a 7 d 
eT Tet Te]L) YAM Good Housekeeping )M7-V. Ya dry 
<r as ADvERTISLO wise REDWOOD*< 
100°. NYLON STAY CLEAN SASH CORD 
@ 
iY, 


“Pre-stretched,”’ 
Solid braided, hi Polished and un tightly braided, 
strength. Resists abra = 3 polished twine and good quality 
sion. Inert to fungus, cable cord in ex cotton. Extra 
mildew, mold. Weath- clusive clear film strong, exceeds 
er resistant. Un- package, Fo. : iu. S. Gov't. 
affected by salt or home, office, plant strength require- 
fresh water. Twocon- or farm. Ever- ments, With- 
nected 50° or 100° wrapped, eve! f ha ® stands adverse 
continuous” length ready, saves time ~-/ ot weather and ex- 
hanks, each in clear and twine! By the Me as treme abrasion. 
film bag. Also in co Ib. in 4e Ib. balls, Nei 24 Two connected 
Sizes: #4, #4% ; Polished only, 100° continuous 

“consumer - type” a , length hanks, 


CORD | | TWINE 
WY, 


“ —s 
. _s 
* 

* 


ad 


y, 
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@ 

100 
POLYETHYLENE 
SOLID BRAIDED 

CORD 


Sheds water, dries 
rapidly, won't tangle. 
In White. Natural and 
strong fast colors. 
The “right cord for 
many special pur- 
poses. In 50’ or 100’ 
continuous length con- 
nected hanks. 10% Ib. 
coils — 100’, 250’, 
500° spools. Sizes: #3, 
#4, #5, #6, #8, #10, #12. 


$6, #7, FR, 
. ball, by the doz., each in clear 
> popularly priced. film bag. Packed 
12 hanks to self 
| display carton. 


| 


HAWTHORNE a AZALEA : TIGER LILY 
CLOTHES LINE | CLOTHES LINE | CLOTHES LINE 


Braided cotton Tightly braided No. t Top grade vinyl 
all-weather line. 7~ 7 cotton line. High | extruded over tire 
“Pre - stretched” grade cotton core. 5 cord rayon core, 
for Frea ter he “Pre-stretched” for Greater strength 
strength, longer es | more strength r ae less stretch. 
wear, Won't kink j less stretch. Highly i Color - fast Azure 
or ravel, easy to ’ y polished, all-weath Blue, Pin-up I ink, 
tie. Popular price. a er line. No kink or liger Y ellow, Mint 
2 connected 50’ i ravel. Two 50° or Green and White, 
continuous length ooo 100° connected con- =—- : 2 connected 50 
hanks, each in — tinuous : = continuous length 
clear film bag. 12 hanks, ac i , hanks, each in 
hanks to self-cdis- clear film bag. clear film bag. 12 
play carton, hanks to self-dis- 

play carton. Sizes: 

f5 and #7, 


Ask ahout Shuford’s 
SKI-TOW line. Con 
sumer pka. comes 
comple felu asse mbled 
with handle, 1009 
solid braided polyeth- 
ule we. 
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Shuf 
CLOTHES LINES « TWINES ——ord ee 1880 
PRESSURE-SENSITIVE PAPER TAPES M; 
SASH CORDS e WEATHER STRIPPING H | Cc ls INC 
COTTON & RAYON YARNS e EXTRUDED PLASTICS KOry N ¢ 





World's Largest Manufacturer of Cotton Cordage 

















